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PLASTIC CLOTHES LINE 


A line your customers 
are sure to buy 
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</ SPOT-CORD. 


you can sell. Bagged, tagged; also 
available in colorful coil 


display cartons. 
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No other shear has the “floating’’ blade that truly 
shears the grass. ‘Trims cleaner and quicker with 
an easier squeeze. Blade edges can be exposed 


outward for easy cleaning and sharpening, too. 





Over half the families in your trading area read mag- 
azines in which these shears and other True Temper 


tools are advertised — many times every season! 











TRUE JEMPER. 





TRUE TEMPER. 


NMO.22 GRASS SHEAR 


suqaqested retail 


~ TRUE TENGBE 
6 T° Locn c f&R No 22 
AND + “<OSE Hawn 
YRN UPSiD; Down 


Hottest in the business because 


THEY SELL 
IN SECONDS 


The amazing action of these grass shears is the greatest sales 
clincher you could ask for. Just let your customer test a pair 
in his own hands. Watch the look of surprise as the blades move 
with the slightest squeeze . . . crisp, clean and powerful. 

These grass shears sell because they’re full of selling features: 
True Temper’s floating blade action for constant cutting pres- 
sure clear to the tips... knuckle protecting clearance between 
handles and ground .. . hollow ground blades that stay sharper 
longer . . . foolproof gravity lock that catches instantly when 
you turn shears upside down. And every feature designed to 
make grass trimming almost effortless! 

Order from your True Temper wholesaler today. No. 22 is 
packed six to a colorful counter display carton. ‘True ‘Temper 
1623 Euclid Ave., Cleveland 15, Ohio. 





Your basic line... 
your money line 











MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT-~ APRIL 9, 1959 




















4) World's 
Finest Mousetrap! 


Dont ask the price... 


Just pay the cashier! 
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No Closeouts on Better Mousetraps! 


The man who builds a better mousetrap—and 
lets people know it’s better—never has to sell his 
wares at half price. Maybe the world won’t beat 
a path to his door—but that path will certainly 
be busy—if he keeps on making a better product 
than his competitor, and keeps on serving his 
customers better besides! 

I think that’s the answer to all this talk about 
cut-price competition. And I think you already 
know it! You know that you stand in the strongest 
competitive position on earth when you stand 
beside a LAWN-BOY. You have the best-designed, 
best-cutting, best-serviced, best-advertised, best- 
merchandised mower on the market. 

You can demonstrate LAWN-BOY superiority in 
a dozen ways. You can offer better service, and a 
better factory warranty, than any of your com- 
petition. And you can earn extra discounts simply 
by buying early and in generous quantity. 

How can a cut-price competitor give you any 
serious competition? 

Sure, you know the inducements he offers. 


Let’s look at them one by one: 
He offers a jerry-built job, or a standard 
make built for price rather than perform- 
ance. Either one is strictly for the inexpe- 
rienced, experimental, first-time buyer. 
You offer the most highly respected name in 
the business, a mower made by specialists, 
backed by the biggest name in light engines, 
plus al-Year Warranty worth shouting about. 


LAWN-BOY 


Lamar, Missouri, Division of Outboard Marine Corporation. 
Makers of Johnson, Evinrude and Gale Outboard Motors. 


He offers an unassembled, untested, un- 
demonstrated bunch of baggage in a box, 
to be carried home and set up for service 
by the customer himself just to save a few 
timid dollars. 


You offer a carefully serviced, fully checked- 
out, started and tested piece of top-notch 
LAWN-BOY power equipment, ready to serve 
faithfully season after season. 


He offers price. You offer pride! He offers 
“savings.” You offer satisfaction! He makes 
a quick deal. You make a lasting friend! 


There’s a lot more to this subject of cut-price 
competition, of course. I’m not trying to mini- 
mize it or laugh it off. But I do say this, and 
believe it with all my heart: 

You’re on the right track when you’re riding 
with LAWN-BOY. And you don’t have to worry 
about the cut-price boys for a minute. You’ll sell 
more mowers, you'll make more money on every 
sale. And you'll still be in business when others 
have gone the way of their long-lost profits—if 
you'll just keep on telling the LAWN-BOY story of 
quality, and selling the joy of that better LAWN- 
BOY performance! 

I know, because I’m seeing it proven every day 
all over these LAWN-BOY-United States. We've 
got the better mousetrap they’re talking about. 

And it’s selling at a profit everywhere! 


. 


> | 


Sales Manager 


In Canada: LAWN-BOY, Peterborough, Ontario. 


Want more facts? Circle 101, p. 75 
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Don’t let another day go 


Now you get the fastest selling Nicholson or 
Black Diamond files with Hi-impact Polysty- 
rene handles, packaged in a brand-new skin 
covering—in a display-mounted assort- 
ment. Handles are removable and reusable. 
Will resist breakage when subjected to 
normal use. 


You'll sell more files this way. You’ll sell 
them faster. You’ll make more money. 
Why wait? 


HERE’S WHAT YOU GET AND WHAT YOU MAKE 


NH-48 Nicholson File Assortment 


Dealer Suggested 
Cost Retail, 
Per Doz. Each 
6-10” Mill Bastard NHM-10 $8.40 $1.05 


6-8” Mill Bastard NHM-8 6.80 85 
6-6” Mill Bastard NHM-6 5.60 .70 
6-6” Round Bastard NHR-6 6.00 75 
6-6” Slim Taper NHS-6 5.20 65 
6-6” X Slim Taper NHXS-6 5.20 .65 
6-6” XX Slim Taper NHXXS-6 5.20 65 
6-7” XX Slim Taper NHXXS-7 6.00 75 


Retailer's Assortment Cost . . $24.20 
Retailer's Selling Price . . . $36.30 
Retailer's Profit... . . . $12.10 


OL ia ¢€ 
eS to ad a ef 
¥.3.a.° oe Ge 


YOU HAVEN'T ORDERED YET? 


this new file idea still not ordered 








by without 





ci ai 












st TH 


ii 
2 














FREE display stands 
on own easel or hangs 
on wall or pegboard 























NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 


Want more facts? Circle 102, p. 75 
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from the everyday need for Farm Chain 
by selling ACCO farm chain items like these! 


e Every day there are pulling, binding and 
lifting jobs around a farm that call for the use 
of chain and chain alone. Turn your farm cus- 
tomers’ needs into your profits by stocking 
and displaying a full line of AMERICAN CHAIN 
items on your shelves and counters. 

AMERICAN CHAIN offers the widest selec- 
tion of chain and chain attachments to answer 
any farm job. Shown here are just a few items 
in this selection. All are made to the highest 





standards of material and workmanship by the 
largest chain manufacturer in the United 
States. All conform to the famous ACCO stand- 
ard of matched quality—meaning any ACCO 
attachment is designed and manufactured to 
the same standard of quality as the chain it- 
self. As a result, when a customer buys chain, 
sell him an ACCO attachment that will give 
him a complete chain assembly of maximum 
strength and safety. 





niin 
~~ LOG CHAINS S 


Grab hook on one end, slip hook or ring 


ELWEL HANDY CHAIN 
a a ee 


66 inches long with welded ring on one 
end, swivel snap on the other. Coppered 
or bright zinc plated. Elwel Handy chains 
are packed 10 to a carton. 


C —— ‘e 
e sur noons (| 





~~ 1 
AMERICAN TRACE CHAINS 
Available in regular pattern—6'% , 7, 7% 
ft.; heavy pattern—7, 7%, 8 ft. With ring 
and end links or with hook and end links. 

5 pairs to a bag. 


on the other. Order with or without 
swivel. Five sizes: 4" to”. Self-colored. 
Packed one in a bag. 


SeSaoe> 
—— 
PUMP CHAIN 
In size No. 6 only, hot galvan- 
ized finish only. Chain is gal- 
vanized after it is made for 
real rust resistance. Packed 

100 lbs. to the bag. 











REPAIR AND 
LAP LINKS 


A fast way to join 

chain temporarily. Also useful 
for attaching end links, 
hooks, swivels, etc., to small 
chain. Bright or hot galvan- 
ized finish. Packed in cartons. 


COLD SHUTS 


For joining welded 
chain. Use one size 
heavier than chain 
size. 3/16” to 14”. 
Natural finish. 


For use on 
log and other 
utility chains. 
9 sizes—'%" to 1" dia. Both 
types are drop-forged. Nat- 
ural finish. 





TENSO HALTER CHAIN porate Sar Ss SSA, 
“+“TENSO TIE-OUT CHAINS 
a a 


eS — ee 


' a Se se 
} Has adjustment ring, wire 


TENSO WELL CHAIN 

Tenso Special Well Chain 
comes in bright zinc plated 
finish only and in one size— 
2/0. Packed in cartons of 
250 ft. 





ELWEL WELL CHAIN 

Available in bright, bright 
zinc plated and hot galvanized 
finish. In five sizes— 3, /* 
1/0 and 2/0. Packed in kegs 
of 500 ft., cartons of 250 ft. 


| 





toggle and snap. Also two 
snaps or two , oeRhes. Nos. 
6/0, 4/0,3/0, 2/0, 1/0. Bright 
or bright zinc plated. 
carton. 

te tee ee 


10 to 


| In four sizes—1, 1/0, 2/0 
and 3/0. Two lengths— 20, 30 
feet. Swivel every 10 feet. 
Bright or bright zinc plated. 
One chain to carton. 
> 


ae so EE 








ORDER FROM YOUR DISTRIBUTOR 


@ Contact your American Chain 
distributor for complete information 
about these items or writeour York, 
Pa., office for free Catalog DH-176B 


Want more facts? 
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American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: 


ASCO 


"York and “Braddock, Pa. 





Sales Offices: *Atlanta, Boston, 


“Chicago, *Denver, Detroit, 


*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 


"indicates Warehouse Stocks *Portiand, Ore., 


Circle 103, p. 75 


*San Francisco TRADE \" 
tel 





Editorial 


by W. A. Phair 


Leonard V. Rowlands, Publisher 


— -| Your toughest competitor . . 


William A. Phair, editor 
E. L. Barringer, yg ee. editor 
Kenneth A. eale, feature editor 


James M. Dixon, associate editor : Rarely have hardware dealers had to face such tough, rough, persis- 
c. &. Rittenhouse, associate editor 


John H, Lucas assistant editor tent competition as they face today. 
woes: i Baker, Washington editor 

a . Stroupe, Wes ton editor 
Nei! R. Regeimbat ington editor The list of competitors who are trying their best to take away parts 
Albert J. Mang 


¢ in of the hardware business is almost endless: Discount houses, catalog 
Who Makes @: Directory nae: : ; 

Sei Whailies houses, mail order stores, stamp stores, supermarkets, are just a few. 
ul ; 

Washington member editorial board You can add to the list yourself. 


J. S$. Torrey : 
Manoger, Reader Service All these competitors are formidable and troublesome. But the tough- 
BUSINESS STAFF 


est, most deadly competitor of all, the one that does more damage than 
C. C. Read, advertising manager ace. 3 od , , , 
E. J. Sellick, manager, Research Dept. all the others, is not even on this list. In fact, some dealers don’t 
Mary K. Dickinson, production manager realize this enemy exists, despite the damage it does each year. 





Regional Offices 
Boston 10, Mass , 
john 6. Wises 16 fags St. | This No. 1 competitor is complacency. Plain, ordinary, every-day 

| complacency; the business of being satisfied with things just as they 
New York 17, N. Y. : 
Cc | are. 
Teiephone: Oxford 7-3400 
Philadelphia 39, | In the manufacturng industry they have a saying that goes like 
J. W. R. 


Flood, Chestnut & Séth Sts. Bae O . ’ ; : : . s , 
Telephone: Sherwood 8-2000 this: “If you don’t make your own product obsolete by improving it, 


Cleveland. 18, Ohio | your competitor will make it obsolete.” This is certainly the truth. It 
W. M. Hart, Jr. | also applies to retail merchants. 

730 3 a “Kait Bidg. 

Telephone: Superior §-2860 


Detroit 2. Mich. | There is no law that prevents you from sitting back and letting 

G. L. J. Mitchell | : . P sss? oe » alwawe , : ‘ 

7\4 Stephenson Bidg. 7 things go along just as they always have. But there is also no law that 
ass Ave. . o Ww ; ° rhe . ; , 

Tolephoca: Yeoous &ta6 says your competitor must do what you do. The problem is not tf you 


Chi roam | should modernize the store or improve your selling methods. The 
icago }, . i . , ; on8 aT 
William E. Comiskey—James L. Phillips question is how soon? The existence of competition (and this includes 


360 N. Michigan Ave. : 
Telephone: Randolph 6-216 other hardware stores) demands that you keep up to date, or go out 


San Francisco 3, Cal. of business. You have no choice. 
Frank McKenzie 
1355 Market St, 
Telephone: Underhill 1|-9737 





We are living in an age of jet speeds and super-sonic credit. Condi- 


Los Angeles 57, Cal | tions, viewpoints and living habits are changing at a startling speed. 
L. H. Jackson, 198 S, Alvarado $t. | 


Telephone: Dunkirk 74037 Merchants who want to serve the customers of this jet age (and make 


Atlanta 3, Ga. | money doing so), must also change as their customers change, or lose 
John W. ‘Sangston, 32 Peachtree St., N. E. 
Telephone: Jackson 3-679! : them. 


Dallas 6 Texas 


Harold E. Mott i Complacency isn’t too difficult to spot in the next man. The signs 
189 Meadows Building 


Expressway at Milton 7 are easy to read. When you find a dealer that believes that because he 
ieophones: Se | (or his father) succeeded in running a store a certain way, it must be 
Address mail to: Chestnut & 5éth Sts. S , & ie ys . 
Philadelphia 39, Pa.g SHerwood 8-2000 run the same way forever, you are seeing complacency at work. 
Charter Member 

When you find a dealer who simply refuses to try a new idea, be on 
guard, complacency is at work. I suspect all of you know some dealers 
like this; they are against all changes. If you suggest a new selling 


idea, or new management approach, or a new piece of equipment, they 
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Editorial 


continued 


just shrug it off as being too much trouble. It wasn’t necessary to do 
this in the past, they say, so why bother doing it now? 


The problem this dealer faces is not a discount house or a super- 
market. His problem is himself, his complacency. And there is no law 
that can protect him from the ravages of a complacent attitude. 


Most of us agree that it isn’t too hard to spot complacency in the 
other fellow, but we don’t worry too much about the possibility of 
having the disease ourselves. 


Complacency works quietly. It’s a very sneaky competitor. It slips in 
and takes over before you know it. You can never relax your guard 
against this competitor. When have you last checked to see if this 
enemy was taking over your store? 


How to check yourself . . . 


Did you ever check yourself to see if you were suffering from 
complacency? It isn’t difficult to do this. 


Ask yourself, When is the last time I tried out a really new idea in 
my store? It isn’t important whether or not the idea worked. The big 
question is whether or not you tried something new. No one ever bats 
1.000 in any league. Some new ideas will not work. Some will. But if 
you don’t at least try some new things, you’ll never find one that does 
work. 


So ask yourself whether you do try new ideas. If you find you don’t, 
then beware, you may be suffering from complacency. 


There are so many opportunities for experimenting with new ideas 
that it’s hard to see how a man can avoid them. Take a simple thing 
like “credit.” There is no question but that credit in some form is 
essential for a hardware store. 


Yet, how bitterly some dealers fight this idea. They believe they are 
different, they don’t need it. But the truth is that they are too com- 
placent to try something different. No one knows exactly what type of 
a credit arrangement is best for your store. But there are so many 
different ways it can be handled, at least one of the methods will 
work for you. Have you tried to find the right procedure? Or have 
you just sat back and ignored the whole troublesome situation? 


How do you react when a wholesaler or manufacturer suggests a 
different approach for merchandising a line of goods? Do you try it, 
or do you immediately assume it won’t work? How about consumer 


broadsides? Have you given these an honest trial? How about carded 
merchandise, self-service, pricing, etc., etc.? 


This is only a very short list. But how have you reacted to these 
new ideas? Have you turned them all down? Or have you tried them? 


If you can honestly say you have been willing to try new ideas, 
then you probably are not complacent. On the other hand, if none of 
these idea are reflected in your store, then it’s time you had a good 
long talk with yourself, before complacency puts you out of business. 
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TRIPLE GUARANTEED VACUUM BOTTLES 


I; UTE rs Day liks 


aa HERMOs 


AND PICNIC JUGS AND ICE CHESTS | am ; 


THERMDs. 


FOR YOUR 

MOTHER'S DAY PROMOTION: 

Vacuum Bottles 

Outing Kits 

Pitcher Sets 

Coffee Servers 

Career Girl Kits 

2 Large Space Ads in 

The Saturday Evening Post 


Point-of-Sale Promotion Material 


FOR YOUR 
FATHER’S DAY PROMOTION: 
Picnic Jugs 


Ce 


Attractive Merchandise 


PASH! 
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geen” a7 yor 

_» nee / eet 

wd vee F 
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with Exciting Sales Features 


Feature these products for Mother’s Day and Father’s Day, 
America’s big No. 2 gift buying season! Only The American 
Thermos Products Company offers you a complete line of gift 


materials, ask your supplier or write direct. 


Cad 


Exclusive Sales Features 
Convenient cup handle 


Combination Tip Protector—Shock Absorber to virtually 


eliminate breakage 


TRIPLE GUARANTEED to keep hot or cold, against filler 


tip breakage and against any manufacturing defect 


Only Vacuum Bottles By Thermos® have these 


Ice Chests 

Ice Preservers 
Vacuum Bottles 
Outing Kits 
Oval Coolers 


f 
merchandise and gives you a complete sales promotion pro- NEWS FLASH! | 
gram—high impact national advertising with traffic-stopper 
point-of-purchase tie-in displays. For your FREE promotional =, 

nich | Revolutionary Nem Feature 
' to be released soon OM 
\ 
Vacuum Bates by THERMOS. 
| 
l 
| 


Watch for Announcement. 


The Spotlight of Leadership is on products by THERMDs; 


Want more tacts rcie 
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WASHINGTON 


cul 


Fair Trade bill will run 


into trouble—the Senate 


Proposals to strengthen Fair Trade pricing 
with a new federal law are running into opposi- 
tion. 

The government’s two antitrust agencies are 
against pending Fair Trade bills in Congress, as 
they have been in the past. 

They comment: Federal Trade Commission— 
“Fixing of resale prices is inconsistent with the 
American system of free competitive enterprise.” 

Justice Department—‘“It would be the end of 
time-honored free enterprise ideals. It would help 
mass retailers and discounters, but not small 
merchants. There is a serious question whether 
it is constitutional.” 

Backers say surveys show Fair Trade generally 
does not raise prices to consumers. But Justice 
Department studies say that prices in non-Fair 
Trade areas are lower by 7 to 32 percent. 


outlook 


Supporters of federal Fair Trade expect House 
approval this year, but face trouble winning Sen- 
ate passage. Continued government, labor and 
farm opposition is not being offset by enough 
support from businessmen, they complain, and 
ask dealers to write their senators if they favor 
Fair Trade. 


How is SBA running its 
programs, Congress asks 


Congress will soon take a close look at how 
good a job the Small Business Administration is 
doing in running its loan and assistance pro- 
grams. 

A House small business subcommittee headed 
by Rep. Joe L. Evins (D., Tenn.) will conduct 
the study. One subject of the probe will be SBA’s 
management of the loan laws and the new Small 
Business Investment Company Act. It will also 
look into SBA counselling of small firms. 

Rep. Evins says he has received complaints of 
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A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


delays, red tape and lack of effectiveness of both 
the loan and investment programs. 

Among other things, the subcommittee will 
questior SBA on why some investment companies 
are approved, some denied, and the reasons for 
the delays. 


outlook 


Congressmen say the inquiry is to be helpful and 
constructive. It’s designed to help SBA improve 
its programs. If you have comments on the SBA 
programs, critical or complimentary, write to the 
subcommittee or HARDWARE AGE; better yet, 
write to your Congressman. 


Consumers need more help, 
Kefauver says in new bill 


The importance of your customers’ role in the 
economy has gained the recognition of law- 
makers. A bill has been introduced in the Senate 
by Sen. Estes Kefauver (D. Tenn.) calling for 
recognition of the “forgotten man,” the con- 
sumer. 

The bill would establish a Department of Con- 
sumers to represent economic interests of con- 
sumers in their losing battle against inflation. 

The bill has the support of more than a dozen 
senators. 

“Consumers cannot possibly protect themselves 
against the steady rise in prices,” the bill states, 
“and the rises have become largely immune to 
normal forces of supply and demand.” 

The bill seeks to provide consumers with pro- 
tection such as ample competition which forces 
prices to seek realistic levels. 


outlook 


If this bill is passed, consumers will become an 
important consideration in the passage of laws 
concerning competition, Fair Trade and other 
measures relating to inflation. This needs very 
careful study. 

Want more facts? Circle 105, p. 





Robert Neipp, Vice President Anthony Herman 
Duluth Ace Hardware Co. = Otto Herman, Inc. 
19-21 Second Avenue, West = 6729-35 Myrtle Avenue 
Duluth, Minnesota oe Glendale, New York 


is one of the 10 most profitable 


’Round the 


compass 
they agree... 


Plastic Steel. 


IS A TOP-SELLER! 


" = a. 
Plastic Steel 
You, too, can build sales with this proven product. .. the only 


Sapeip is a quality : produc 
product that makes permanent repairs . . . makes “impossible is ' 


jobs easy. Hundreds of your customers have already used — if really works!" 
PLASTIC STEEL® and will ask for it again. | | 


THERE IS NO SUBSTITUTE FOR PLASTIC STEEL* 
@ good unit sale — 98c, $1.89 and $3.95 sizes 


@ excellent turnover @ good profit per unit sale 
@ quality products — assures repeat sales and no dissatisfied customers 


@ just mix what is needed for each repair 


@ self-display carton — sells itself 
@ free ad mats, mailing stuffers and sales aids 


@ continuous local and national advertising 
— brings customers to your store 


Our customers 
are satisfied and 


W W. A. and E. I. Mariani 9 Henry George, Hardware Department Manager 
S. Mariani and Sons Hardware Stores come back for more. Montgomery Ward & Co 

3364 Mission Street Fort Worth, Texas 

San Francisco, California 


FEATURE AND SELL PLASTIC STEEL — IN THE YELLOW 
AND BLACK PACKAGE — EVERY FAMILY IS A CUSTOMER 


Order from your wneveeater, or write for details and prices 


DEVCON ORPORATION 


401 Endicott Street, Danvers, Mass. 


NOW AVAILABLE— 
DEVCON® RUBBER — for flexible repairs 
DEVCON® ALUMINUM — for repairing aluminum and other materials 
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HARDWARE BUSINESS 


Outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE 


what's ahead 


in '59 sales? ... 


more money 


to spend... 


factory building 
finally turns up .. . 


industrial 


sales up... 


What’s ahead in sales? Manufacturers expect sales in 1959 to be 
7 percent ahead of last year; retailers and wholesalers expect a 
6 percent gain. Figures are from an annual survey by the Com- 
merce Department and Securities & Exchange Commission. Previous 
surveys show businessmen correctly anticipate direction of sales 
trends, but not always the extent of the change. 


Reports for the first two months, plus some March figures, are in, 
backing up earlier reports that another boom is in the making and 
that 1959 will be a good year for sales and profits. One important 
barometer is the personal income of your customers. Total personal 
income in February, the Commerce Department reports, was at a 
$364.5 billion annual rate. That compares with a $363 billion annual 
rate figure for January; also annual rate figures of $354.4 billion in 
1958, $347.9 billion in 1957. 


Construction contracts, another important barometer, were $2.3 
billion in February for the U. S. exclusive of Alaska. That’s 18 
percent ahead of a year ago, and an all-time high for February. 
The significant point in these F. W. Dodge Corp. figures is that 
industrial contracts are up for the first time since the recession, 
up 37 percent over February, 1958. The rise in industrial building 
will hold for the year, judging from the annual survey of the 
Commerce Department and the Securities & Exchange Commission. 
This survey shows that $32 billion is to be spent on new plant and 
equipment this year. That’s 4 percent more than actual 1958 
expenditures. 


Other important barometers: National Industrial Distributors’ 
Assn. report for February, against a year ago, sales up 18 percent, 
accounts receivable up 15.9 percent, inventories down 2 percent. 
Commerce Department figures show department stores sales into 
mid-March fairly level for 1959, against downward dip in 1958, 
currently around 4 percent ahead of last year. 


... turn to p. 143 for more news of How’s the Hardware Business 
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FUTURE 








Famous 
Quality and Performance for 1959 


ROTARY 








® New Complete Line 
® New Features 
® New Low Prices 




































































619-8-TR* 19” Rotary 3 HP PINCOR Die-Cast Aluminum 
619-8 19” Rotary 3 HP PINCOR Die-Cast Aluminum 
619-BS-TR* 19” Rotary 22 HPB&S Die-Cast Aluminum 
619-BS 19” Rotary 2'’2 HPB&S Die-Cast Aluminum 
622-8-TR° 22” Rotary 3 HP PINCOR Die-Cast Aluminum 
622-8 22” Rotary 3 HP PINCOR Die-Cast Aluminum 
622-BS-TR* 22” Rotary 22 HPB&S Die-Cast Aluminum 
622-BS 22” Rotary 22 HPB&S Die-Cast Aluminum 
~921-8-TR® 21” Rotary 3 HP PINCOR Stamped Steel 
921-8 21” Rotary 3 HP PINCOR Stamped Steel 
sp-921-aTr* | 2!” Self-Prop. 3 HP PINCOR Stamped Steel 
Rotary 
$P.921-8 hl nga 3 HP PINCOR Stamped Steel 
MODE! $P.925-9TR* | 25 Self-Prop. 3% HP PINCOR | Stamped Steel 
gph ae Rotary 
Uy ee ee, A SP-925-9 25% Self-Prop. 3% HP PINCOR | Stamped Steel 
ZN “ v2 Rotary 
\ r-925.91R" _| 25" Rotory_ _| _3¥HPPINCOR | Stomped Stee! 

Ni FS eee ~~ P.925-9 25” Rotary 3'2 HP PINCOR Stamped Steel 
817-E 17” Elec. Rotary ™ pa Die-Cast Aluminum 
5518-BR 18” Reel | 2HPBBS Steel 
5521-BR 21” Reel | 2HPB&S Steel 

















All Rotary Models have staggered Wheels and off-set chute. Leof 
Mulcher standard equipment on Rotary Models with the exception of 
the Electric Rotary. 


*TR—Designates ‘Touch and Go'', one knob control, and Recoil starter on Handle 


PINCOR the most complete line of Power Mowers feature the 
newest improvements for 1959. They offer you the lowest 
prices and highest profits ever: New powerful Pincor engines 
with increased Horsepower: New cutting height adjustment is 
revolutionary; the new touch and go, | knob handle control is 
so easy for everyone to operate. Look for Pincor for 1959— 
Get the facts—write, wire or phone for full information. 
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Power Lawn Mowers « Electric Portable Power Tools « Gasoline Engines « Electric Generating Plants 
Want more facts? Circle 106, p. 75 
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MERCHANDISING 


newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 





A shorter work week looms larger on the horizon. AS a reality, the 
35-hour week that labor wants would mean more competition for workers, and 
higher hourly wages. But in a larger sense it would add greatly to leisure 
time, with more workers drawing wages. The shorter work week is Suggested 
by many labor leaders as a cure-all for the nearly five million unem- 
ployed. Even though the recession is over, it seems as though we're stuck 
with some four to five million jobless. Should the jobless figure stay 
high, it's certain that labor leaders will act. A shorter week with more 
Spare time would trigger sales of sporting and outdoor living merchandise. 





























Dealers find ways to beat higher bulk-mail rates. Since rates 
changed recently several things are being done to cut expense. 
Some dealers have switched from first to third-class mail to get 
twice the coverage at the same cost. You must allow five to six 
days for third-class delivery. Other dealers reviewing mailing 
lists to trim waste circulation. Duplicated names, customers who 
have moved, and customers who never respond amount to a lot of wasted 
dollars. Better ad planning with more use of matS and co-op money 
will cut costs. 





























Outdoor living needs move into high gear. The early Easter is over 
and it proved to be a boom market for clothiers. This means two things: 
customers have the money to buy if you have the right lines to promote, 
and you'll enjoy a longer and earlier season because of the early holiday. 
some wholesalers report dealers dragging their heels in buying Spring 
lines. This is bound to mean a big rush to fill gaps in displays. Some 
early shortages will develop. Telephone or wire your orders. Shortages and 
delays will cost you money. 
































Missile-age toys take spotlight. Space rockets and launchers, 
nuclear submarines, and electronic devices had buyers writing 
orders feverishly at recent American Toy Fair. Wheel goods, cowboy 
duds, and dolls held their own. But Sputnik-inspired toys stole 
the thunder. Look for deeper, broader selections of space toys on 
wholesalers’ shelves. Modern toys will build traffic and higher 
unit sales for dealers who stock and promote ahead of competition. 
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Pe 


with this 


“MIRRO-MAG 





Here’s another big MIRRO 
profit opportunity . . . offering greater values, 
greater savings than ever before! 














Load up and push, on this sensational 
offering of genuine MIRRO 
merchandise . . . bringing savings to 
your customers of up to $1. 37 per — 
at full profit to you! 









MIRRO 


Ma, PERCOLATOR 
> 491%, 6-cup MIRRO Copper-Tone 
Regular Retail Price $3.50) FLIP-CAP WHISTLING TEAKETTLE & 










15024%CM, 2% -at. 
(Regular Retail Price $3.95) 





MIRRO ROASTER 
5548M, 114%” diam. 
(Regular Retail Price $4.25) 






MIRRO 
BROILER 
5479M, 144% x10x2”’ 

(Regular Retail Price $3.75) pena, 


Cuan O 





' . Buy, / \ 
MIRRO COVERED POT MIRRO COMBINATION PAN from your 
516M, 6-qt. 693M, 3-aqt. MIRRO 
(Regular Retail Price $3.95) (Regular Retail Price $3.50) iobber ! 
MIRRO ALUMINUM COMPANY . MANITOWOC, WISCONSIN “ FINEST ALUMINUM 
Fifth Avenue Bidg., New York 10 © Merchandise Mart, Chicago 54 ; 





WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 


Want more facts? Circle 107, p. 75 
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NOW! each EVANS POCKET TAPE 
comes packaged in 


THE GREATEST IDEA FOR PACKAGING 
AND MERCHANDISING IN YEARS! 







—- Bary. 
—_ VALUE S 
“HOLSTER-PAK”, the greatest merchandising ad- FREE 40 


vancement in packaging of the decade, is the perfect HOLSTER Power-Tape - 
blend of product, package, promotion, and utility. This 
woRTH re LSTER-PAK, 


sturdy leatherette tape-holster clips on the belt and se in HO DP 
keeps the tape handy on the job at all times. Your 01 OF a 
customer actually gets the holster, a 50¢ value free, and 
at no advance in the price of the tape! 

Now, all Evans pocket tapes (except Thin-Tape) 
come to you ready-packaged in this sensational form- 
fit “Holster-Pak”, each mounted on an individual peg- 
board card that can also stand by itself on the counter 
or in the window. 

















PTI2W ~ 12FT, ‘ 


And to help you put “Holster-Pak” across big, Evans : a okt © POWER” | 
has developed a revolutionary new point-of-sale “Ferris , | re Mnf ee 
Wheel” display — the first display piece made specific- | SS er 


ally for mounting on pegboard, and to stand on the 
counter, too. It has action...it has sound... it has 
SELL! Ask your jobber about it! 


RULE CO. FACTORIES AT ELIZABETH, N. J. & MONTREAL, QUE. 
Want more facts? Circle 108, p. 75 
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EXCLUSIVE NEW 


WRIGHT 10-POINT SOCKET WRENCHES 
FIT SQUARE, HEX AND 12-POINT NUTS 


you Si) Mew BEcAUSE THEY Dy Mow 








Wright Socket Wrenches give you TWO lines 
in ONE to sell more with less stock 


1. Top quality line — finest quality and the toughest socket wrenches made, bar none 
. unmatched quality that can actually be seen by simple comparison. 





2. Price line — utmost quality but at prices not exceeding second grade wrenches, thanks 
to automation, advanced production methods and policies at the 32-year-old Wright 
Company. 


3. Self-displaying sets — attract attention and sell themselves for faster turnover. 


NATION’S LARGEST PRODUCER SPECIALIZING IN SOCKET 
WRENCHES, BOTH STANDARD DESIGN AND 10-POINT 


WRIGHT TOOL & FORGE CO. 
44 E. State St. 

Barberton, Ohio 

Gentlemen: 

[-] Send me your catalog No. 100. 

[]1 can spare a minute to let your 
representative show me what makes Wright 
Socket Wrenches the finest made. 

Name Title 
Company 


Street 





Want more facts? Circle 109, p. 75 
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‘Over One Million & 
Housing Starts in '59" 


...and every one must start 


with a transit or level 
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Get your share of this big market with BERGER Instruments 


Home building is one of the brightest spots in the nation’s 
economy. That’s the unanimous forecast of economists, government 


officials and builders themselves. And wherever there’s a home to rc ~ MAIL COUPON FOR DETAILS — * 


be built, there’s a Berger transit or level to be sold. 
A BERGER FOR EVERY 


BUILDER’S BUDGET 
nd ———— 
= ["] Model 150—Heavy Daty 
[| Model 320—-MASTER 12° Dumpy Level with 
BUILDER Convertible tripod and case $174.95 


Transit-Level with 
tripod and case $229.50 


To whom? To your regular customers—the people who buy. their 
tools and building supplies from you—builders, contractors, 
farmers, maintenance men. All over the country, they’re buying 
Berger instruments by the thousands— because a Berger answers 
the builder’s needs as no other instrument can. 


| 
| 
| 
In the past, these customers bought their Bergers elsewhere. | 
Now, they can buy them directly from you. It’s the kind of : 
business you'll welcome. You sell big-ticket items with generous 
profit margins. Yet, selling time, writing sales checks, wrapping and | 
bookkeeping cost no more than for many ‘‘penny’’ items. What’s 
more, you net the greatest dollar return per square foot of shelf and | 
display space. And you don’t have to worry about competition | 
| 
| 
| 
| 
| 
| 
| 









from discount and premium houses. Berger is the great name in 
surveying instruments since 1871— advertised month after month in 
leading building, contractor, engineering and agricultural magazines. 
Berger levels and transits can help make the 1959 building boom | 
a boom year for you, too. To prove it, start with a trial run of ~ 
just a few instruments. Watch how quickly they sell—and how 


[}] Model 190—SPEED-A- 














' PD . init , LINER Dumpy Level with | Model 200—SPEED-A- 
they help sell other builders’ and hardware items, too. steal ead oon *DOR CO . anes deta 
: ~Y : . ” Transit-Level with 
Write today for information and dealer discounts. Pe Deh ROBE Maer gst grainy 
“-™ C. L. BERGER & SONS, INC., 55 WILLIAMS ST., BOSTON 19, MASS. 
THE BEST IN HHT is Name 
Address 
City Zone State 
C. L. BERGER & SONS, INC., 55 WILLIAMS ST., BOSTON 19, MASS. : 


Want more facts? Circle 110, p. 75 A Want more facts? Circle 111, p. 75 > 
18 © HARDWARE AGE, April 9, 1959 














ANNOUNCES A REALLY 


COMPLETE HARDWARE LINE 
...THE 
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NOW-— lack’ Decker. 


helps you sell price 





and performance in 
one LONG LINE of tools 





THe BLACK & DECKER MFG. CO. 


TOWSON 4, MARYLAND 


ROBERT D. BLACK 
CHAIRMAN OP THE BOARD AND PRESIDENT 


To our dealer friends: 


In my talks with people in your business, I hear one thing 
over and over again: 


If he is to make a reasonable profit, the hardware 
dealer must solve the costly problem of inventory, 
and relatively slow turnover, brought about by the 
need to handle duplicate lines of merchandise. 











This has been a power tool problem just as in other 
hardware items. There have been quality lines, promotional 
lines, cut-price lines, and short lines. 


( Now, Black & Decker has done something about it. With the 
introduction of our '400' series tools described in this 
brochure, we offer you... 


The first L-—O-N-G line in 
nationally—branded-and-—advertised 
home electric tools 








Now, one line —— Black & Decker -—- gives you a complete 
range from low-price starter tools to high-quality pro- 
fessional tools. You have the right tool for every 

prospect who comes through your door. You have to inven—- 


tory only one line --— Black & Decker -—-— for faster turn- 
over. 








This brochure tells you some of the other benefits of 
concentrating on Black & Decker's l-o-n-g line...the 
highest brand-name acceptance...the wide range of attach- . 
ments and accessories...the high-quality design, manu- 
facturing and service facilities...the biggest promotion 
program in the industry...and the fair dealing reputation 
every Black & Decker product carries. - 


I hope you will let our B&D salesman and our wholesaler 
salesman give you the full story when they call on you. 
I feel you will be convinced, as I am, that this 
l-o-n-g line concept is a big step forward for your j 
business. 

Sincerely yours, 























NOT MERELY 
ONE BUT 


VERSATILE, NEW 
re evers DRIVER 


Mate, * 29°* 
IT’S 24 TOOLS. IN ONE! 
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t's a BN gid 
jig saw 
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it's a Nnedge trimmer 


wv 
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nl Bi S Complete line of vertical 
and horizontal drill stands 


%" UTILITY DRILL 
With famous B&D-built motor, drives 
all B&D ” Drill Attachments. Quality 
at a price. $16.95 Cat. No. U-400 


¥%" DELUXE UTILITY DRILL 


Increased capacity for professional use. 
Drives bits, augers, hole saws. With 
geared chuck. $39.95 Cat. No. U-15 


YA" UTILITY DRILL 


Perfect for big drilling jobs on an inter- 
mittent basis. Compact, ideal general 
purpose power unit. $44.95 

Cat. No. U-420 


%" DELUXE UTILITY DRILL 
High-quality drill built for above-average 
power and performance. With geared 
chuck. $24.95 Cat. No. U-3 


‘A 


t 
4 


U-9 SCRU-DRILL 
Adjusting collar instantly changes this 
unit from %%” drill to screwdriver. Spindle 
clutch ‘‘idles’’ until pressure is applied. 
Capacity, #10x 1%” wood screws. $49.95 
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Y," DELUXE UTILITY DRILL 


More compact, with 84% more power per 
lb. than previous model. Weighs only 
7% lbs. B&D-built Universal motor; 
geared chuck. $54.95 Cat. No. U 21A 
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NOT MERELY 
ONE BUT 
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UTILITY FINISHING SANDER DELUXE FINISHING SANDER DUST-LESS FINISHING SANDER 






















Gives professional, satin-smooth Sands with, across or against the Attaches to vacuum for cleanest 
finish every time. Perfect for occa- grain! Will not score or burn. For sanding ever, in 1/10 the time of 
sional sanding jobs. continuous sanding jobs. ' hand sanding. Healthier, dustless 

Cat. No. U-440 Cat. No. U-44 operation. _ Cat. No. U-43 


$DQ95 $3995 $4595 


NOT MERELY 
ONE BUT 
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DELUXE UTILITY JIG SAW 


UTILITY JIG SAW 






For curved or irregular cuts in 
wood, sheet metal, plastics, etc. 
Compact and powerful. With 4 
blades. Cat. No. U-10 


$3995 


Cuts almost all materials, makes 
ocket cuts without lead holes. 
nexcelled as a starter tool. 

Cat. No. U-410 


—MAKES TH 





















NOT MERELY ieeixfelunga- 
ONE BUT COMBINATIONS 





atl 








% HP Heavy-Duty Router 
performs finest joinery and 
cabinet work, leaves very 
smooth surface. Flat top per- 
mits easy adjustments. With 
Power Plane Attachment, 
gives perfect planing with 
complete control in the wood. 
Router alone, $64.95 
Piane Attachment, $49.95 


$QO495 
$146+0 


Ss saws 


AND A FULL LINE OF BLADES AND ACCESSORIES 


Practical combinations of B&D Drills and Attach- 
ments for dozens of jobs around the house. Ranging 
from basic 4” starter kit to professional 4%"’ and % ’’ 
kits for craftsmen and ‘‘on-the-job” applications. In 
handy steel kit box. 


From *24°5 to #5995 





% HP Heavy-Duty Router Kit 


% HP Router-Plane Kit 


NOT MERELY 
ONE BUT 


612" H. D. SAW 
Power for every normal 
building cut. B & D 
motor handles rough 
jobs without quitting. 
Cuts to 2-5/32” at 90°, 
1%” at 45°. 


$69.50 


7%" H. BD. SAW 
New reinforced, heat- 
treated brackets and 
tough heavy-duty con- 
struction. Cuts to 2 %” 
at 90°, 1-15/16” at 45°. 


$84.50 


8° H. BD. SAW 
With new, stronger 
spring steel shoe. Fea- 
tures all modern oper- 
ating and safety fea- 
tures. Cuts to 2-23/32” 
at 90°, 2-3/16” at 45°. 


$96.50 


[c DD) iFFERENCE 


8%" H. D. SAW 
Cutting depth adjusts 
at both front and rear. 
Ideal for continuous 
production service. Cuts 
to 2-13/16” at 90°, 
2-1/16” at 45°. 


$99.50 


9%* H. BD. SAW 
Maximum power and 
capacity in the line. 
Features two cutting- 
depth adjustments. 
Cuts to 3%” at 90°, 
2%” at 45°. 


$122.50 
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Another first from Black & Decker— 
‘ swivel wheels—makes the popular 
Lawn Trimmer ’n’ Edger even easier 
to sell. Exclusive new swivel wheels 
support weight of unit, make faster 
work of trimming slopes and other 
awkward spots. 


Set of Swivel Wheels $495 


COMBINATION 
LAWN TRIMMER 'N’ EDGER 


Eliminates all hand trimming around trees, under fences, 
against walls, along walks. Quick adjustments for double job 
of trimming or edging. Safety deflector plate, shockproof foil- 
guard handles and instant-release trigger switch. Now, new 
swivel wheels (optional) for easiest, neatest trimming ever. 
Another selling feature: Extra blade packed with every unit. 


yesso"ae U-3400 with swivel wheete * 4x3" 










HEAVY-DUTY 
HEDGE '’N’ SHRUB 
TRIMMER 


$4Q5° 


A real time saver in yard work. Power to spare for the thickest shrubs and 
hedges. Balanced one-hand operation, extra-long blade (13’’). Shock- 
proof, foil-guard handles adjustable to many positions. Here’s a really 
professional trimmer at a home-owner price that makes for easy selling. 





HEDGE TRIMMING ATTACHMENT 


Fits B&D Power Driver and 4” Deluxe and Utility Drills for close-coupled $4 O25 


operation. Ideal for selling to the man with occasional trimming jobs. 
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Black & Decker believes that there are six key points in 
our LONG LINE hardware marketing concept that spell 
profits for you. Lacking them, no line can give you a 
reasonable return on your investment of time and money. 


Let’s see why: 





The Black & Decker LONG LINE concept 
means you need stock only one line of power 
tools— Black & Decker—to fit every purse and 
purpose. That means less capital expended, 
less space tied up, less chance of obsolescence 
with slow-moving items. Result: more power 
tool profits. 


BRAND NAME 


PREFERENCE 





The Black & Decker LONG LINE concept 
believes in pre-selling a product through 
extensive advertising and promotion. When 
the customer enters your store, he knows the 
B&D brand name. You can get right to work 
selling him the particular tool he needs. 


ENGINEERED 


ATTACHMENTS 





The Black & Decker LONG LINE concept 
believes in depth of attachments and acces- 
sories as well as tools. There are more than 24 
attachments for our 4” Drills alone, each one 
custom-engineered for its job. This choice 
makes the tools more saleable, as well as giving 
you a constant source of repeat business. 


one LIiw: 


QUALITY 


MANUFACTURING 





The Black & Decker LONG LINE concept is 
founded on building quality tools at popular 
prices. It’s the quality tool sale that brings 
you repeat business in other tools, attachments, 
hardware and supplies. Certainly the heart of 
every tool—its motor and gears—should be 
built by the manufacturer. This is true of 
Black & Decker—but not of many lines in 
this field. 


NATIONWIDE SERVICE 


The Black & Decker LONG LINE concept 
considers customer repair service an absolute 
must, if you are to build repeat sales that 
insure a stable business for you. When some- 
thing goes wrong with a power tool, a customer 
wants it fixed fast—and B&D gives a choice of 
48 Factory Service Branches within 24 hours 
of any hardware store. 


MERCHANDISING 


ALERTNESS 





The Black & Decker LONG LINE concept is 
geared to the dealer’s needs—tailored to your 
merchandising methods. We know and under- 
stand your business; our representatives are 
working with you regularly. Our ‘“5P’s’’— 
Policies, Products, Prices, Packages, Promo- 
tions—are planned to bring you better volume 
and profit. We aim to continue our fair and 
friendly relations with dealers. 


IN 



























Right now—Black & Decker LONG LINE is being 
announced to over 32,000,000 readers in May Readers 
Digest. Black & Decker advertising to consumers is 
the strongest—broadest—most consistent in the 
industry. Month by month, it reaches most of the 
electric tool buyers in your neighborhood. Black & 
Decker’s special Spring and Fall-Christmas adver- 
tising gives your sales an extra —- 
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POINT-OF-PURCHASE 


Black & Decker’s store program—our merchandisers, 
displays, streamers, mobiles—reach the customer 
when he’s ripe for a sale. There are a wide variety of 
items to choose from. And they’re constantly being 
freshened to take advantage of new marketing ideas. 


THE REVOLUTIONARY 


-— oe 


NOW FINEST 
FINISH SANDING 


WITHOUT DUST! -§ 
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means this to you..... 














Ames shovels feature the exclusive shock 
band construction, eliminating rivets at 
Taleo) Mtold 4-1 Mm Asl-14-Meld MileR a -laiiae) Mana -ii 
to break important wood fibers in han- 
ohm Molo lS MoliM inl Mtia-lileliMmulehitia-m oli 
into fine Northern Ash. Ames shock band 
means a circle of steel surrounding and 
supporting the handle, a full 3” above 
ONE horizontal rivet. Laboratory tests 
prove Ames handles are stronger 
stronger than government or railroad 
specifications. 


means this to you..... 


Quality shovels are- tapered TWO ways. Not 
just from back to point, but also from center 
to side. Ames alone puts more steel where it 
counts. Remember — make sure your customers 


get all the advantages of Ames Exclusive 





Double Taper Forging. Blade unconditionally 


guaranteed. 


merece | ST- Vib S ameotolalige) Mit Mualeme-leteifel-Jal. 


FINER PRODUCTS THRU HIGHER STANDARDS 


0. AMES co. 


PARKERSBURG, WEST VIRGINIA 


Ames also manufactures the famous lines of Ames Aire Casual Furniture and Ames Maid Metal Household Furniture 
< Want more facts? Circle 111, p. 75 Want more facts? Circle 112, p. 754A 
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Let 
your 


{ORTHINGTON 


r_ SALESMAN 


% help you 
select 
your 
basic 
stock! 


From Worthington’s accurate records of day-by- Your Worthington salesman will be glad to help 
day service to over 5,000 successful, independent in your basic stock selection. In so doing, he’ll per- 
retailers in 11 states . . . and from stock statistics form these services: 
developed by the NRHA, Worthington has exact / 


knowledge of what merchandise sells best. Make your buying easy. No guesswork. 


You’ll do most of your profitable business with V4 Provide you with high volume, fast-selling 


this basic merchandise, regardless of your store size items. 


or location. Other items must be stocked to meet 
local situations. But you can’t operate efficiently 
. .. Serve your customers profitably without carry- Reduce slow-moving merchandise. 


ing this basic stock. / Increased turnover means added profits! 


Worthington cooperated in development of the 
new NRHA “Turnover Handbook’’. 


The 3 Worthington Dealer Division district 
managers, Mr. Fritz, Mr. Rosalina and Mr. 
Pender, possessed extensive field sales experi- 
ence before appointment to their headquarters 
posts. All are veterans of World War II. 

Mr. Fritz, who joined Worthington in 1934, 
is assistant Dealer Division sales manager 
and western district manager. Mr. Rosalina, 
also with Worthington since 1934, is eastern 
district manager. Mr. Pender, northern Ohio 
district manager, has served Worthington 
since 1938. 


Decrease your inventory dollars. 


AA-9002 








THE GEO. WORTHINGTON CO. 
CLEVELAND I. OLLO 


Want more facts? Circle 113, p. 75 
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COMPARISON PROVES IT! 


CAR-MAC’ ...easiest grass stop to sell 


MORE quality, MORE selling features plus 


the industry’s most competitive prices 


® 
CAR-MAC ° . * ALCOA aluminum, tempered, consistent gauge and 
Steel or Aluminum Trellises hardness, 


Roll-hardened, prime domestic aluminum (and steel) 
made specifically for grass stop. 


No waste, odd lots or distress stock used. 

Deep, saw-tooth corrugations for extra strength, 
rigidity. 

National distribution and proven record of depend- 
able delivery. 


Exclusive Soil-Grip finish keeps edging from inching 
out of ground. 


Made by the originators of Safti-Edge. 
Lengths given are full and after corrugating. 
Handy reusable plastic handle (optional). 


Large diameter coils that make the value more 
impressive. 
wn Complete lines of ALL-ALUMINUM, two-tone 
wholesaler. Write BONDERIZED STEEL and ALUMINUM-COATED STEEL— 


today for literature 


ond prices. 4, 6, 8 ins. in standard lengths from 20 to 100 ft. 


CAREY-McFALL COMPANY . 2156 E. Dauphin St. + Philadelphia 25, Pa. 
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Now Fully 
Assembled 


Enameled 
all-metal, ends 
painting, 
maintenance. 
Also K. D. in 
pre-packed 
cartons. Root 
Feeder Ground 
Stakes available 
for extra 

sales. 





++ ++ + + FH F 
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Why TH TTE Dealer, 
Frank Kokesh; prefers 


Gates Truflex 
V-Belts 


pe, gn ote 


KOKESH HARDWARE 


*“Gates Truflex V-Belts...One of My 
Top Profit Items,” says Frank Kokesh, owner, 


Kokesh Hardware, Hopkins, Minnesota 


“I’ve been in the hardware business 40 years — carried Gates 
Truflex V-Belts for 25 years. Thanks to Gates complete merchandising 
program, Truflex V-Belts are consistently one of my top profit 
items — always bring a high return on investment.” 


Gates Merchandising Program Can Increase Your V-Belt Profits...too! 


The Gates Program is based on years of hardware trade 
experience. Seasonal popularity charts and up-to-date V-Belt catalogs help 
you stock the most-called-for belt sizes at all times. 

There are attractive displays, banners and V-Belt merchandisers 
that can turn waste space into profit centers. All in all, Gates provides a 
complete, proved plan that results in greater profit for you. 


You can easily change over to high-profit Gates Truflex V-Belts. 
You won’t lose a penny on your present stock. Simply contact your 
nearby Gates Truflex Wholesaler today. 





Other Gates 


Hardware Products ) The Gates Rubber Company benver, colorado 


® Garden Hose 3 World's Largest Maker of V-Belts 
® Kleen-Ezy Door Mat TPA-LD-2 
een-Ezy Door Mats 


@ Underground Sprinklers 
® Washing Machine H 
wre Gates Truflex V-Belts 
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RECHARGEABLE / New compact design is aide ine paca ove 
fisicige s ent —never leaks or cutee ite Lite 
fas ens ridelghd: in a 110 AC electrical outlet. Life L or 3 hee 

+ veehargeable flashlight is a thoughtful, , i, 
_ gift for mother. 
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gift boxed 


Follow up with a Father’s Day 

promotion for added profits. 

: Feature the handsome two tone 

mee = gray and gold Life Lite re- 
A 4 chargeable flashlight. 5.95 


ere a 
eae Lbohliohl | Gulton industries, inc. 


Metuchen, New Jersey 





DEALER AIDS AVAILABLE 


DIVISION 
* Trade Mark 
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NEW PROFIT PLAN! 


Designed to bring 100 new customers 
into your store! 
Chicopee Fiberglas Profit Plan—a complete marketing 


program to increase your store traffic, your screening 
sales, your related item sales...HERE’S HOW IT WORKS: 





1. Offer these plans 2. Run this ad 3. Sell these items 
































Porch, patio and breezeway plans. Accu- It’s a real traffic-builder because it Sell Chicopee Fiberglas Screening, 
rate, detailed, easy-to-follow plans that offersavaluable premium. Thisadcan staplers, hammers, tacks, nails, paint, 
show the “Do-it-yourselfer” how to add bring 100 new customers into your roofing, framing... everything needed 
an “Outdoor living room” to his home. store. And, it’s free from Chicopee! to screen or build a screened porch or 
They’re worth 50¢, but you get 100 plan patio. Sell up to $300.00 worth of mate- 
books free from Chicopee. You offer them rial with each sale! 


free to your customers. 


That’s Chicopee Fiberglas’ Profit Plan .. . the promotion that’s patterned after success- 
ful supermarket retailing techniques. The promotion that’s keyed to today’s “Do-it- 
yourself” and “Outdoor living” trends. 

Join the smart retailers who have proved Chicopee’s Profit Plan builds traffic, sales and 
profits. Here’s all you have to do: 

1. Order two rolls(or more) of Chicopee Fiberglas Screening from your wholesaler. 


2. Mail the inspection tags, (found inside each roll) together with your store name and address 
to Chicopee Fiberglas Screening, Box 59. Chicopee Mills, Inc., Lumite Division, 47 Worth 
Street, New York 13, N. Y. 


3. We will send you Free: 100 sets of Porch, Patio and Breezeway Plans, and 2 ad mats. 
That’s right, when you buy two rolls (or more) of Fiberglas Screening you get $50.00 
worth of plans (retail value) and ad mats free! 


=) CHICOPEE 


FIBERGLAS* SCREENING 


ORDER FROM YOUR WHOLESALER TODAY! {T.M.0.C.F. Corp. 
Want more facts? Circle 117, p. 75 
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PARKER 75T* DIAMOND ANNIVERSARY ACHIEVEMENT 


Now! A lawn sweeper for every sweeping need! 
the most complete lawn sweeper line in the world! 





Counter-clockwise: 
Parkerette, 20 and 28° widths; 
Springfield, 28° width; 
Homemaster, gasoline-powered 
ElectroSweep, electrically 
powered; Suburbanite, 28° 
width; Pelican lawn cart. 


With the addition of the Estate Master (not shown) and Suburbanite 
... Parker now offers the world’s most complete line of lawn 


sweepers. Sell Parker—the profit line for ’59. 


ART LINKLETTER pre-sells Parker lawn sweepers to your 
customers on the combined CBS radio and television networks. 





LAWN SWEEPERS 





House House Popular 
Beautiful and Garden Gardening Grower Mechanics Iilustrated 


Sonnet Flower Populor Sports 





PARKER SWEEPER COMPANY + BOX 720 « SPRINGFIELD, OHIO 
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SIGNPOST for 


|} Accepting trade-ins increases 
new gun sales, builds store traffic, 
moves more related goods. 


One of the easiest ways a firearms dealer can increase sales 
is to put himself into the used guns business. A few reliable 
trade-ins, an exposed rack, and a handlettered sign can give 
you a whole new business horizon—overnight. 


A NEW TREND - 


Dozens of dealers are adding this new ace to their hands 
every day, and the reason is simple. In earlier years, it took 
an extremely knowledgeable man to judge the fair price to 
pay for a used firearm and its potential resale value. As a 
result, only a few large operations could run a used gun 
operation profitably. But something new has been added in 
recent years. Just as used cars have Blue Books, the Used Gun 
market now has its own published guides to values. In addi- 
tion to those available in book form, several trade publica- 
tions carry such guides as a regular feature. Complete in 
every detail, these guides help everyone concerned get a fair 
break on trade-ins: seller, dealer and buyer alike. 


MANY DEALER ADVANTAGES 


Using trade-ins to set up a used gun rack gives a firearms 
dealer seven important advantages. 


1. Immediate Profits. The profits on used guns can be sur- 
prisingly high. Because of their lower price, they frequently 
enjoy a surprisingly fast turnover. 


2. immediate New Gun Customer Created. The man who 
selis you his used gun is, nine times out of ten, selling it to 
make room for another. He is already psychologically in your 
debt for having taken the old one off his hands. What better 
prospect could you have for a new gun sale? 


3. Increasing Store Traffic. Once the word gets around, 
your store will attract many new customers looking for 


“bargains,” an extra gun, or trying to buy their first gun at 
a minimum investment. Your store becomes an exciting, in- 
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teresting place to drop in—and to do business in. Many 
customers will find the used rifle or shotgun they want, but 
others will finally choose from your stock of new firearms. 
And almost all will be prime prospects for the purchase of 
some related goods item. 


4. New Market. Selling used guns broadens your market. 
Men who make a modest salary need no longer feel them- 
selves priced out of shooting sports. And the average used gun 
purchaser becomes converted to shooting. Once converted, 
price—within reason—becomes no object. Before the end of 
next season, the same man may have you sell him a new 
firearm carrying a very respectable price tag. 








Ry 


a 5. Prevents Lost Sales. Give customers and potential cus- 
| tomers a chance to buy good, used trade-ins economically and 
you've automatically cancelled out the price appeal of the 
_—_ mail order advertisements for war surplus firearms. 
img Ww ows, 

: ate N\A ', 6. Creating More Shooters in the Family. Used guns can 
uf Sanaa remove the last barrier between a one shooter family and a 
ie olen family where shooting has become a family sport. The father 
- | who may have hesitated about buying his son a rifle, buys 

one for the boy and another for his wife. 
S ( CCESS 7. New Ammunition and Related Item Sales. It goes with- 
out saying that every firearm you sell—new or used—is going 
to need ammunition, and you're the logicu. man for the cus- 
tomer to buy it from. Another thing to remember is that 
every new shooter you create through the sale of a firearm, 
is a man who will soon have to spend a very considerable 


sum for additional gear before hunting. Your store should 
be his first choice for these purchases. 








RENTING GUNS—Another lucrative possibility 


One dealer recently reported that renting used guns had 
meant a 200 per cent better volume in gun sales. Here again, 
the frequently proven theory was that hunting or any other 
shooting sport will make an enthusiast out of almost anyone 
who tries them. By renting his used firearms for $3 a day, 
this dealer found he was gaining back his trade-in price on 
the used gun, subtracting nothing from the eventual resale 
price and giving many non-shooters ‘a chance to get their 
feet wet”—all in all, a very satisfactory arrangement. It’s an 
angle you might like to consider yourself. 


SHOOTING “SELLS ITSELF”’— Give tt a chance 


That alert dealers have found new profits in dealing in and 
renting used guns is no surprise. Give a man, woman or 
child a taste of hunting, or any of the target sports, and the 
chance is you’ve made a new shooter—and no one needs a 
bigger variety of shooting and hunting equipment than the 
person who has just found himself a brand new and tre- 
mendously exciting hobby. 

If you can’t sell "em a new rifle or shotgun, sell one tha’’s 
used but safe. Before long, the chances are he'll be back 
looking to see what you've got in Model 12’s and Model 70’s. 





WINCHESTER “Uesloun 


TRADEMARK 


WINCHESTER-WESTERN DIVISION, OLIN MATHIESON CHEMICAL CORPORATION, 
NEW HAVEN 4, CONNECTICUT. 
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BOTH CUSTOMERS AND CLERKS benefit from this Nation- 
al’s time-saving automatic change-computing feature. 
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W. RITTER, Owner of Rit- 
ter’s Hardware Company. 


A NATIONAL SYSTEM handles the check-out operation at 
this store smoothly and quickly, even at peak periods. 


“Our Calional Change Computing Register 


saves us 2,100 a year... 


pays for itself every a months!”’ —Ritter’s Hardware Company 


“Our National System makes possible 
the kind of operation we need to run 
our business most efficiently and prof- 
itably. Every feature of our National 
Change Computing Register provides us 
with time- and-money-saving benefits. 

“During peak business periods, our 
National handles traffic at the check- 
out counter with speed anc ease, and 
allows our employees to give their at- 
tention to serving customers. Since each 
item amount is mechanically printed 
and added on the NCR Itemized 
Receipt, complete accuracy is always 
assured. And, automatic change com- 
putation shows the customer the 


amount tendered, total purchase and 
change to be received. Our National 
practically eliminates cash shortages. 
“All in all our National Check-out 
System helps us handle a larger volume 
of business at less cost and has saved 
us money while doing it. We feel that 
all of these benefits provide a savings 
of over $2,100 a year. Naturally we 
think a National System is a good in- 
vestment for any hardware operation.” 


Di6et=— 


Owner of Ritter’s Hardware Company 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES © 75 YEARS OF HELPING BUSINESS SAVE MONEY 
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Mechanicsburg, Pa. 


Your hardware store, too, can benefit 
from the time- and money-saving fea- 
tures of a National System. Nationals 
pay for themselves through savings, 

then continue to return a regular ye arly 
profit. National’s world wide service or- 
ganization will protect this profit. Ask 
us about the National Maintenance 
Plan. (See the yellow pages of gg 
your phone book.) 





*TRADE MARK REG. U.S. PAT. OFF. 


National 
CASH REGISTERS * ADDING MACHINES 


ACCOUNTING MACHINES 
nce PAPER (NO Carson Required) 
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Whether you are now selling less than 10 pumps a year 

or more than 100, you can increase your volume and boost 

your profits with water systems which are tailor-made to your 

individual needs. Rapidayton is the only manufacturer 

who can supply you with everything you need in jets AND 

everything you need in submersibles. There’s a Rapidayton 

water system which will match, and surpass, any competition — 

be it quality, performance, features, price, or a combination 
of these. In a highly-competitive 
situation, select the Rapidayton Jetstar 
(4% h.p. shallow well pump only, 
$80.75 retail; completely packaged with 
13-gal. tank, $106.75 retail). To upgrade 
sales, select the multi-stage, convertible, 
fully-packaged Twin Champion, priced 
with many deluxe single-stage jets. Get into 
the booming submersible business with 
the Rapidayton 2-wire. For full information, 
write today. Do business with your 
Rapidayton wholesaler. 


L 
JET PUMPS 


0-200 aaa Uitra compact sys- America’s top seller! Packaged 1] and 2 Vertical Champion, Super Champ, multi- 
tem with exclusive This shallow well stage systems, many perfect for ‘‘over- stage, brass-built, 
stainless steel tank. pump builds volume. convertible the-well’’ needs. gets the big jobs. 


2 ‘| 
- SUBMERSIBLE y 33 RECIPROCATING 
0-500 FEET Three series of 2- Also single and imimaaal Packaged shallow 


wire models for 4” three-phase subs in well models, with 
or larger wells. 4” and 6” sizes. 13 & 30 gallon tanks. 


Deep ‘ell working 
head has 6” stroke, 
goes down to 200 ft. 


The Twin Champion* 


A fabulous Rapidayton profitmaker! 
Covers at least 85 to 90% of the 
entire jet pump market. The Twin is a 
power-packed two-stage packaged 
convertible with horizontal or ver- 
tical tank. Pumps full capacity at 
40 ibs. pressure. Goes down to 150 
ft., delivers up to 1250 g.p.h. The 
No. 1 all-purpose system in America 


today. Vertical tank models meet rer. oe” The Tait Manufacturing Company, Dayton 1, Ohio 


FHA requirements. Established 1908 as The Dayton Pump and Manufacturing Co. 
*rrademans @rait urc. co. 1989 
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GRABLER pipe fittings can save you money! 


You owe it to yourself to take advantage of the many cost saving factors 

Grabler pipe fittings offer. Grabler fittings come to you in easy to handle cartons 

plainly marked. They are easier to stock and use. Packaging keeps them clean and instantly useable. 
Start saving money by standardizing with Grabler package protected pipe fittings. 


GRABLER SQUARE “GEE” 


PIPE FITTINGS 


ORDER A SUPPLY FROM YOUR WHOLESALER TODAY 


The GRABLER Ee ‘Manufacturing Co. © 6565 Broadway ¢ Cleveland 5, Ohio 
Want more facts? Circle 122, p. 75 


Warehouses Providing Dependable Service to Wholesalers 


New York © Philadelphia © New Orleans 
Atlanta © Pittsburgh © Cincinnati © Dallas 
Chicago © St. lovis ©* Detroit © Denver 
Minneapolis © San Francisco ©¢ Los Angeles 
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FASTEST SELLING 


(self-centering) 


SWIV-L-BALL 


RETAIL 
NO OTHER TOILET TANK BALL CAN COMPARE 
Popular priced under $1.00 







® Trouble free — Can’t leak — Can’t stick 


® No tools or removal of parts necessary 
Screw off old, screw on new. 


® Attractive three color box and counter display. 
® Written guarantee with every ball. 
® Just replace old rigid type ball. 
® Fits any toilet tank. Works every time. 


® All metal parts made of rustproof solid brass. 
(No electrolytic action) 


® Stops noises. Always perfect seal. 


® Made by 100% American \ 
labor and material. 











Actual Size 


GUARANTEED TO MORE 
THAN DOUBLE SALES! 


Ask for your FREE SAMPLE ball on your letterhead 


wiz ——J SPECIAL INTRODUCTORY OFFER 


WareR 
. saves CELCERELRERERRLER ERE EERE RRR RR RRR RRR RRRRREE RRR RRR RRR ERERRR EERE REESE 
wo TOOL 


gatllice — Gatllite 


S VV ¥ | ' : : SWiy-! 


FITS ANY FOE TANK FITS ANY TORET TANK 
WORKS EVERYTIME! WORKS EVERYTIME! 

























CANT LEAK 


5 s&s? 

+ STK ge) 
ee Please send me your NEW Satellite 
action ALWATS 


penrect SfAt 
pust mepract 


ou 1¥Pt BALL 
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“SWIV-L-BALL”’ self centering | 


98c retail TOILET TANK BALL. 
Blue Ribbon Metal Products, 309 E. 22nd St., W. Y. 10, WN. Y. 











Ball with first dozen order- 
ed. Packed 12 to a carton. 





BI Ribb Se Fig we cccsctaeoe6esesdereseinened Wav cdcccesceces 
ue Ribbon , 

guarantees Patent Pending DD io nébnceesdde 6 ebebhedece bed Ghee abeneetboen cemeeneesanne 
sales with this SR vctsc ht ad ocak dxteandeaubeen ween ts oe eueeseeuke 
special offer a 

backed by ad- RE SEE 4 ic wecvcccedecrcdtdseeeeewene us ebhnesensedene ks é 
vertising. it DG sepa beeneunl >aaethondéceeeae De caatestesoee ened. 
‘ i r F Action display and Swiv-t- send dozen Satellite Swiv-l-Balls together with FREE action 


display with Swiv-L-Ball. 
This order is subject to 40% standard discount. Your cost $7.06 per dozen. FOB your store. 
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Any Way You Look at it... 
It’s Easier to Sell 


EMPSTE 


America’s Complete Line 
of Water Systems 











It’s always easier and 
more profitable for a 
Dempster Dealer to do 
business... 


DtastiR 


~~ - 





... because whatever a 
customer wants his cus- 
tomer can get... : 
Convert-O-Jet and 
Convert-O-Jetmaster 








...from Dempster’s com- 
plete water system line. 


single stage Jetmaster 
Deep or shallow well 


Whether it’s price, ca- 
pacity, depth, quality or 
any combination of fac- 
CONE 6s « 





Dual Jetmaster 
Deep or shallow well 


...there’s a Dempster 
Water System to meet his 
need 


Multi-Stage 
Jetmaster 
two or 
three stages 





--.-and every 
Dempster pump is 
tops in perform- 
ance, engineering 
and construction... 





Reciprocating Pumps 
Deep or shallow well 


More than 80 years of 
water system experience 
guarantees full satisfac- 
tion. 


Also Submersible Pumps, Sump Pumps, Windmills 


DEMPSTER 
MILL MFG. CO. 


Home Office and factory: 
Beatrice, Nebraska 


For fast service, Dempster 

branches and warehouses are 

located in Amarillo, Denver, Des 

Moines, Kansas City, Oklichoma 

<r Omaha, San Antonio, Sioux 
ils. 


Submoster 
Submersible Pumps 











EQUIPMENT 
= 
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OUR ENGINEERS HAVE DONE IT AGAIN 










Sell the Water 


Softener swipe 
Has Been 
Looking For — 


THE “Suburban” 
by Modern 
NOW — 
Fully Automatic 


and 
it Will Handle 
iron, Too! 


The ‘Suburban’ is the leader in a 
complete line of water conditioning 
equipment that is leading the in- 
dustry in increasing popularity and 
sales . . . Softeners for every home and commercial installation. 
PRICED BELOW MOST GOOD AUTOMATICS — AND OUR 
L-O-N-G DISCOUNTS MEAN GOOD PROFIT FOR YOU 


Sell the Line that Sells the Sest 


Write for complete information and literature. 
Ask to see the Modern profit package and sales aids. 


MODERN WATER EQUIPMENT COMPANY 
230 E. Main Freeport, Illinois 
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You Get The 
ADDED 
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“EFASY-WRAP” 
Sells Itself! 


PACKED 
Tiomlileihaleitiel 
Eye-Stopper 
Display @elaicls 
Ol l-meleh4-tamae 


in Master shipper 


atelsk 


Here is the Quality Answer 
to Pipe Sweating and 
Pipe Insulating Problems 


Rhopac “Easy-Wrap” stops pipe sweat- 
ing, insulates hot water pipes, helps pre- 
vent pipe freezing and greatly improves 
appearance of exposed pipes. It is a 
quality glass fibre insulation and an 


Order outer-wrap of vapor sealing tape de- 

f signed for the do-it-yourself home owner. 

rom your All you do is put it on your counter and 
jobber replace it as fast as it sells. 


3443 Cleveland Street, Skokie, Minols 
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HERE IT IC........ 


° efficient low-cost, household water filter! 


6 O 


Oo 


Every home needs one even if the 
water usually looks crystal-clear 


This amazing new filter is a product of the most famous name in 
industrial filtration, The Cuno Engineering Corporation. Its 
performance has been proved beyond a doubt. It filters out the 
microscopic dirt, rust, sand and algae that often enter even the 
“cleanest” water systems . . . makes washes cleaner, cleaning easier 
...@liminates most causes of staining, cuts corrosion of kitchen 
and bathroom facilities . . . adds life to pipes and appliances, boosts 
efficiency of water-treating equipment already installed. 

Experience has shown that the Cuno Aqua-Pure filter practically 
sells itself. Every installation becomes a talking piece and sells itself 
to the neighbors. So take it on and go to town! Every home should 
have one and, at $28.50, any homeowner can afford one. Cuno 
will back you to the hilt with a full schedule of national ads and 
every sales aid you'll need. 


NATIONALLY 
ADVERTISED | 


$4 Q5° 


CARTRIDGE 


low-cost car- 


Installs easily, quickly on 
new or existing water sup- 
ply lines without special 
fittings. “‘See-through” fea- 
ture permits inspection 
without removing housing. 


Disposable, 
tridges can be replaced in 
seconds. Fingertip tighten- 
ing joins durable, plastic 
housing to high impact, 
plastic head. 


Comes packaged complete 
with an extra cartridge in 
a sturdy carton that doubles 
as a colorful, eye-catching 
counter or window display. 
No separate parts to handle. 


The Cuno Engineering Corporation 


Dept. HA4 
Meriden, Connecticut 


AQUA=PUIRE 


WATER FILTER ee 


THE CUNO ENGINEERING CORPORATION 


Meriden, Connecticut 


Please send information on the Aqua-Pure Filter. 


Name 





- 
| 

5 

a 

t 

a 

Comp 8 
Street and No. 8 
8 

i 

5 

8 

% 

-_ 








City 
State 








Please check: 


[] Wholescler [ ] Decler 


In Canada: Peacock Bros., Lid., P.0. Box 1040, Montreai 3, P.Q. 


A Recognized Leader in Filtration for More Than 30 Years 
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Handbook 


| Finest quality at a competitive price . . . plus 
| cxisbamner acceptance that guarantess fast turnover! 
_ These are advantages which make the Mansfield 
_ 09the perfect ballcock for the retail hardware trade. 
The Mansfield 09 ‘‘Beaver’’ exactly matches ball- 
cock recommendations in the NRHA Turnover 
Handbook. Long, trouble-free service is assured 
by lifetime nylon valve seat and neoprene plunger 
washer. Other features include compound lever 
action and positive closure at all pressures. 
Ask your wholesaler salesman today for facts 
about the 09 and other Mansfield Ballcocks! 


AA-9268 


FAST-SELLING DISPLAYS! 


Mansfield 09 Balicocks are 
“packaged” on attractive display 





Yui Gilitithens to heliaibdies: Raratebl manufactures 
a complete brass line for the hardware trade . . . flush 
valves * bowl spuds « tank levers « closet floor 
flanges « calking flanges ¢ throat flanges « liquid 
ee 


BRASS 


09 Ballcock ac Fe OM anh 4, MANSFIELD sanitary, inc. 
a owision |! Perrysville, Ohio 
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Now for no more money... 
MORE WATER AT HIGHER PRESSURES 


Now from the originators of jet pumps comes the new STAR 
line ; . - latest triumph of Jacuzzi Bros. engineering leadership. 4c FOR DEEP WELLS . . . self-priming jet systems 
lhe STAR line is a completely new line . . . five new series of 

bho for lifts to 400 feet. 
water systems in all price ranges. Most important, every STAR a 
line pump is MUL TI-STAGE to provide more water at higher FOR SHALLOW WELLS . . . self-priming jet 
pressures for no more money than ordinary single stage pumps. systems for lifts to 25 feet. 
What’s more, STAR line pumps have fewer mechanical parts + SUBMERSIBLE PUMPS, too... for 4,6 & 8 
..new engineering improvements... features to assure a higher inch diameter wells and larger. 
profit because you won’t be selling on price alone! 


A 


| GET THE FACTS! New 8-page 


bulletins just off the press with 
complete information. 


JACUZZI BROS. inc. 
4100 Bayless Ave., St. Louis 23, Mo. 
Jacuzzi Ave., Richmond, Calif. 
[] Send dealer bulletins on new STARIine water systems. 
[} I’m interested in a dealership in my area. 
Name 
Firm 
Address 


— NSS ee 
Foctory branches in major cities nationwide. Canadian Factory: Box 514,Toronto, Ontario Leaaaaweeeseataesseeeseasessasasese ; 
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STAR. PUMPS AND WATER SYSTEMS 


DEALERSHIPS AVAILABLE 


The new STAR line will be distributed exclusively through 
authorized Jacuzzi and Universal pump dealers. Several terri- 
tories now open. Write for details. 
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Here's a bold new advertising plan 
to boost your water system sales 


Now you can advertise locally at half the price! 
Goulds’ new Co-operative Advertising Plan for dealers helps you pay for 
local newspaper, radio and T'V advertising that ties in with Goulds national 
advertising campaigns. 
New full-page Goulds ads appearing in leading consumer and farm maga- 
zines are designed for high impact! Your follow-up ads take advantage of 
the desire they create and tell your prospects where to buy! 
The new Co-op Ad Plan also provides you with newspaper ad mats, TV 
slides and scripts, radio announcements and billboard posters ready-made, 
ready for you to use! Together with dealer identification, displays and demon- | | 
strators which you can get from Goulds—plus ready stocks of Goulds Water GOULDS HELPS YOU TIE IN your local 
Systems—this plan prepares you for a big year of selling! _ pig ee See ae a 
If you haven't received your Goulds Co-op Advertising booklet, complete a. chaeutieal semen is “service plus 
with advertising suggestions and all the details, clip and mail the coupon on easy terms.”’ Goulds’ new Co-operative 
this page . . . today! Advertising Plan for dealers pays half 
- the cost of your local newspaper, radio 
Bl and TV ads to make it economical for 
Cs oO U a r> «., 1 Gp) t» U eft ee a you to tie in! You can also get ad mats, 
[24 TV slides, radio scripts and billboard 
| posters from Goulds. 
Want more facts? Circle 130, p. 75 
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GOULDS HELPS YOU DISPLAY AND 
DEMONSTRATE with new point-of-sale 
selling aids! You can get demonstrators, 
like this one, that actually do the selling 
for you. Goulds also can provide eye- 
catching displays and signs that get 
attention on your floor. Distinctive 
Goulds dealer identification pieces for 
outside your store or in your window 
emphasize “‘service plus easy terms!”’ 


amy > 


° ene 
v rea } 


GOULDS HELPS YOU ARRANGE FOR 
CREDIT. Your Goulds distributor can 
show you a detailed presentation of the 
facts about credit buying today—and 
how it affects your business. He can also 
help you determine if and when you can 
use a time-payment plan to better your 
business. A single meeting with your 
Goulds distributor can change your 
whole way of selling! 
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GOULDS PUMPS, INC. 


Dept. HA-49, Seneca Falls, New York 


Please send me more information 
on the following: 


[] Co-operative Advertising 
booklet —free! 


[] Credit Plan presentation 


demonstrators. 


[] Name of nearest Goulds 
distributor 


Name 
Title 


Address.... 


r 
| 
| 
| 
| 
| 
| 
7 [] Goulds displays and 
| 
| 
| 
| 
| 
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Get 2 
free tubes 
of Hercules 


° Now, get 2 FREE tubes 
Plastic of Meneutes Platte 


Aluminum Aluminum with every 


‘ dozen you buy! Take your 
with every choice: the exclusive 
Hercules 49c (1% 0z.) tube 
dozen 


packed 28 to a carton 


yOu buy! (you pay for only 24); or 


the giant $1 (5% oz.) tube 


packed 14 to a carton (you 
pay foronly 12). Both 


sizes are bubble-packed for 


faster turnover. Deal is 
limited. Order from your 
EVEN BETTER [ 
FORMULA! * 


Swif makes solder a 
atelt iets) ete) (e ane) ne ban balnaals 
new bubble-packed card 


at no increase in price, 
Swif becomes a powerful 
impulse item, with 
hundreds of uses in any 
| household. And, to keep 
them coming back for 
more, Hercules includes a 


New Swit free “Do-It-Yourself”’ 


soldering leaflet-with each 


Solder carded tube. Order now 
} . 
from your jobber and 


NOW if d get these fast, easy 


iF _C} solder sales. sales | 
Sell-on-sight roe ge 


bubble-pack a peri. Bibi | ite 
card! and Sales Atc rir) 





HERCULES CHEMICAL CO., INC. 416 Broadway, New York 13, N. Y. 
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Myers. 


LYMPIAN 


PUMP PROFIT PROGRAM 


Designed for...more sales...more profit 


A new pump line designed for YOU. Save 
Profit dollars on every installation. Tailored a Flexible slip joint coupling on pump 
selection with 12 great models, horsepower . discharge is built-in exclusive. In- 


; ; = 4 sert discharge pipe. Tighten union 
sizes from 1/3 to 1-1/2. nut. Leak-proof connection. 





ee 
ee 9 | Fast-connect flange. Quick, 
easy installation with per- 
fect seal. Eliminates pipe 


| daa par aaah = threading and fittings at 
ite 1 pump end. Makes jet con- 
| ’ : Prete 


version easier. 


4. 


=~ “Fire-cured” epoxy coating is used on aii 
. iron pump parts. This important Myers pi- 
th oneered process used to protect Myers 
= sprayer tanks from highly corrosive spray 
chemicals. Now this same durable coating 
is a quality feature on all Myers OLYM- 
PIAN pumps. 


"A 1959 profit PROGRAM 


4 
‘ amwork to make 
é 


jt takes 


team 


The most practical and complete 
dealer sales program in the pump 
industry and it’s free. Posters, 
mailers, displays, truck and win- 
dow decals, metal sign, newspaper 

™ _ oS ALLEY of IRIS mats, and many others PLUS an 
Here’s The All New | a ONES PUMP CO. attractive 3-dimensional plaque 


| <enewen with your own name. 
OLYMPIAN // 
ee | re 

—_ 











ey |Myers| 





Whether you now sell water pumps or not, you can profit from sell- 
ing Myers OLYMPIAN Pumps in 1959. We give you and your per- 
sonnel free training and a complete free do it yourself selling 
program. See your Myers distributor or send coupon for free full 
color catalog and more profit making facts. 





NAME 
FIRM NAME 
ADDRESS. 











CITY __ZONE_____ STATE 


ieee eRe "The FE. Mvers & Bro. Co. 


| 1904 ORANGE ST. ASHLAND, OHIO 


k > 
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with 


PUSTIC PIPE et 


you can’t tell 
by 


- 


be 
SURE with 


backed by PIONEER RESEARCH 
and GUARANTEED IN WRITING 


Performance is not in the “look” of plastic pipe. It’s in the 


ingredients, the skill with which it is manufactured, and the 
proof of performance through rigid tests. Crescent Plastics 


is a pioneer in the relatively young field of plastic pipe. | 


Through research, we continually improve our product and | 
find new and better raw materials. Our testing laboratory, | 
one of the industry’s leaders, checks results before the pipe | 


is marketed. That’s why every foot of Cresline pipe is guaran- | 


teed in writing to perform as specified. 
PIONEER MEMBER OF 
Before you order any kind 
of plastic pipe, challenge 
us to prove you'll 
do better with Cresline. 


CRESCENT PLASTICS, INC. 


Dept. A-9 * 955 Diamond Ave. °* Evansville 7, Indiana 
Complete Technical and Engineering Services Available 


PLASTIC PIPE OF ALL KINDS FOR 








WATER SYSTEMS SEWAGE SYSTEMS 
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LONG SERVICE 


PLASTIC & SOLDERLESS 


COPPER FLOATS 


individually inspected, tested and guaranteed 
leak-proof. The high-impact polystyrene is unaffected 
by the chemical content of any water. 

Exclusive seam and spud construction makes the 
copper float the world's strongest. 

Sizes, shapes and styles for every requirement. 
Humidifier and sump pump floats. 

Special oats made to your specifications. 


SPIN-SEAT’ TANK BALLS 


Revolve on flushing. Seat in different position every 
time. 


RITE-SEAT’ TANK BALLS 


Both are live rubber. Guarantee positive closing. Fit 
all standard tanks. Packaged in attractive boxes and 
dozen-lot display cartons. 


Catalog and prices on request. 


THE REICHERT FLOAT & MFG. CO. 


2243 Smead Avenue ° Toledo 6, Ohio 


*Trademark Reg. 
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Increase your 
plumbing sales! 


} . 
UMS .. SHOP 
rare 2 Se FLEXIBLE 


WATER SUPPLY 
MERCHANDISER 


Plumb Shop Self-Serve 
Merchandiser racks all 


~_ 


the polished chrome- ~ (fers ee 
2 iy ‘ , a P ; " 

plated water supplies Ca | Pe) 2. artet ve a, 

2 : * ¥Gaw * 2Ory 


—flexible copper tubes, “ Ss ii "! was, fwd . 
valves and fittings— . a 


necessary for water MEETS ALL REQUIREMENTS 


supply hookups to rote 
Any combination can be made up from the complete assortment 


of fittings, valves, etc. to meet job and code requirements. 
and toilet. Each item in the 12” x 18” tray is clearly marked with picture, 
size, part number and price. 


kitchen sink, wash basin 


INSTRUCTIONS 
Flexible water tubes are mounted 


on cards that tell what supplies CUSTOMER 
| = ) 


to buy and how to install them. SS 
This saves long explanations and KD Y SATISFACTION 


answers any on-the-job questions. 


Modern plumbing, well 
merchandised, means 
aon easier, profes- 
sional-looking installa- 
tion for your customer, 
encouraging future 
handyman activity and 
more sales for you. 


MAIL 
THIS COUPON 
TODAY! 





Please send HA 
[] Free Explanatory Folder 

[] Merchandiser 100 (327 piece assortment) ... $97.50 
[] Merchandiser 200 (122 piece assortment) .. . $42.68 


(Above prices include blue, metal merchandiser) 





Name (please print) 
Address 
City State 
Wholesaler 

(Do not send payment. Your Wholesaler will invoice you.) 


PLUMB @ SHOP 1341 TEMPLE + DETROIT 1, MICH. 

















© 1958 PLUMB SHOP 
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Introducing... New 


“POLY-PLUS” BLUE 


FITTINGS* 


Whether your flexible plastic pipe application is 
in irrigation, sprinkling systems, well-drilling or 
whatever—you will find Union Malleable’s New 
‘*Poly-Plus’”’ Blue fittings line .a revolutionary 
advance in durability. 


They are built to outlast the life of the pipe! 
They’re as corrosion-resistant as brass or copper, or 


stainless steel. They’re as durable as steel or iron 
—yet they are priced with the lowest. 


In addition, they have more heat-resistance, 
— tensile strength, and they are better looking 
than any other fitting for flexible 

plastic pipe—anywhere! 

New ‘‘Poly-Plus” Blue fittings are being made 
available the country over. Want more 

details? Call or write us direct! 


The 
Union Malleable 


Manufacturing Company 






RS 
ass 





PROVE TO YOURSELF THEY'RE RUGGED— 
TRY THE PLIER “FLEX” TEST! 

















Sell the Peerless Water King—the quietest of all 

shallow well water systems. 

Sell Peerless submersibles—the Dynaflo, with its 

positive displacement pumping action, and the 

Dynamatic, with its turbine pump type operation. 

Remember: 

Peerless is the quality line, built with all the in- 
Putting ldeas to Work dustrial know-how, reflected from its tremendous 


success in irrigation and industrial pumping fields. 
FOOD MACHINERY AND CHEMICAL 


As for service, Peerless gives you “same day’ serv- 
CORPORATION ice, letting you draw as needed from complete 
rn Peerless Pump Division stocks in nearby warehouses. 
eet Plants: For profit, demand for Peerless quality and Peerless 
LOS ANGELES 31, CALIFORNIA and INDIANAPOLIS 8, INDIANA service means action at the sales counter. This 
means you ll make money. 


| <a | SELL THE 
COMPLETE LINE 
Sell Peerless jets—deep and shallow well, single 

ana multi-stage, and the new convertibles. 





FOOD MACHINERY AND CHEMICAL CORPORATION «+ PEERLESS PUMP DIVISION + 2005 Northwestern Ave., Indianapolis, Indiana 
Please send details on the complete line of Peerless Water Systems. 


NAME POSITION 








COMPANY ADDRESS 








CITY ZONE STATE 








HA 
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BRASS — 


Machined for perfect 
soldering joint. 


ee 


FIBER INSULATION — 


Extra hard fiber insulating collar 











separates brass from galvanized nut. 


RUBBER INSULATION — 


Special treated rubber washer 
forms a water-tight seal and 
prevents brass from contact 
with galvanized female. 





METAL-TO-METAL THREADS — 


The extra strength of metal 
makes tight joints possible. 






' 


MAAN 


TAPER TAPPED — 


Assure leakproof connections. 


ZINC PLATED — 


Zinc plated inside 
and outside. 








COPPER FROM STEEL 


F.1.P. COPPER 


yf" 


< << OO OO 


COPPER 
x YA" 
x %" 
STEEL FROM STEEL BRASS (IPS) FROM 


F.L.P FIP. = # FAP. BRASS (IPS) FROM COPPER 
Yo" Yo" Y2" 
y,!" : 3 %" BRASS COPPER 
VY, . 
4%," : 3 a z vA , ty, 
ed ALP. a" . 
1%" . sal / 
112” 
2” 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 


MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 


a yr =’ > Se ae 











“Help yourself to extra sales 
with Barnes advertising 
and sales aids.” 


You've got new products, a new plant and new advertising and 
sales aids behind you as a Barnes dealer. National advertising. 
Direct mail. Radio spots. Catalogs and literature. Display materials. 
Wall charts. Yellow pages. Demonstrators. Newspaper ad mats, 
Publicity. Plenty of everything for extra sales . . . all with the 
“new look” of Barnes. Write me, Paul Finical, at Barnes for a 
Merchandising Kit and youll see 
obligation, of course! 


what I mean. No charge or . 




















a ee 


Bree Sea 
7 


PAUL E. FINICAL 
| Advertising Manager 
Barnes Manufacturing Co. 








Republic Fe Plastic Pipe... 





Put Republic Flexible Polyethylene Plastic Pipe out 
where your customers can see and examine it, and this 
lightweight, corrosion-resistant pipe will sell itself. 
That’s the basic idea behind Republic’s convenient 
REEL-EASY Display-Dispenser. 

This attractive dispenser will immediately catch any 
customer’s eye. It’s so handy that you can easily measure 
out the exact length of pipe needed. Republic FE Plastic 
Pipe is marked in yellow every five feet. 

The REEL-EASY Dispenser is easy to set up, too. You 
can completely assemble it in 15 minutes, and it occupies 
only 12 square feet of floor space. It holds three full coils 
of 4%", %", and 1” 75-lb. FE Pipe (or any combination of 
these sizes). 


BUILDS SALES AND PROFITS 


Republic Flexible Polyethylene Pipe can meet a wide 
range of your customers’ needs and can be installed at low 
cost. It is ideal for lawn sprinkler systems. It can be used 
effectively for permanent underground lines to chicken 
houses, hog houses, dairy and beef barns, or to pastures 
and stock feeding areas. It is light, easy to move, and is 
unaffected by freezing or sunlight. It is easy to cut, join, 
and lay. 


For a selling tool that will put up to 1200 feet of 
Republic FE Plastic Pipe where your customers can see, 
feel, and buy it, get the new REEL-EASY Display- 
Dispenser. For complete information, call your Republic 
Distributor, or mail coupon. 


The Public Respects the Quality of Republic Products! 











WIRE NAILS AND STAPLES—ca complete line for every farm and home 
use. Also ideally suited to and accepted by the building trades. 
Made from steel wire specially produced for nail manufacture, 











ROOF DRAINAGE PRODUCTS—<c complete line that's competitively 
priced and ready to use. These uniform products are supplied in 
galvanized steel and ENDURO” Stainless Steel. 











STEEL PIPE — for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in a full 
line, in sizes you want. Call your Republic Pipe Distributor. 






em siilinaienaoet 
FASTENERS — over 20,000 types and sizes of standard bolts and 
nuts are supplied in eye-catching, tough, non-smudging packages 
that make attractive self-selling displays. 
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on REEL-EASY Dispenser... 


Fe a + 
= . « 








Seemed oa 
Se 


SPECIAL SPIRAL WRAPPING shown above in inset, keeps coils pipe from damage, and keeps off dirt and dust. It also makes pipe 
of Republic FE in perfect condition until the pipe is used. This secure coils easier to handle, and conserves storage space. Sizes %”, 1”, 
method of wrapping—similar to tire wrapping—protects coils of and 1'2” are spiral wrapped. 





nia tania Naas aD Vi) Me a aR Ni linea 
REPUBLIC STEEL CORPORATION 
DEPT. HA-7431 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 
Worlds Wdeal Kange 
. 


C) FE Plastic Pipe (1) Wire Nails and Staples 
() Steel Pipe (lO Roof Drainage Products OC) Fasteners 














Sz Name Title 
% Candia Steel and Company 
| Address 

Stel Poduad City Steen Stee 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
L 
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Men who know pipe point to 
WHEATLAND 





for ECONOMY ! 


pS 


Steel pipe that combines quality, durability 
and versatility with the lowest cost— Wheatland 






Steel Pipe—is being singled out by more know- 
ing men every day. Yes, the users and dis- 
tributors of steel pipe know that the “‘pipe with 
the yearmark”’ is their all-around best buy. 
And every length is backed by Wheatland’s 


sincere desire for complete customer satisfaction. 


.. faffee wilh The yearmarh / 


For Black or Galvanized Pipe, contact your distributor or 


WHEATLAND TUBE CoO. 


BANKERS SECURITIES BUILDING, PHILA. 7, PA. © MILLS: WHEATLAND, PA. + DELAIR, N. J. 
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the changing 


WATER SYSTEMS 


A Merchandising Guide for Water Systems and Plumbing Supplies 


WHAT THIS MEANS TO YOU... 

Stepped-up factory merchandising plans and 
the rapidly growing replacement market are 
putting new profit opportunities in hands 
of hardware stores. Here’s how these trends 


affect future profits in many departments. 





APRIL 9, 1959 
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How you can sell more 


water systems 


Changes in the water systems market is opening new sales 


* * e 7 
opportunities. Replacement sales and more aggressive manufacturers 


promotion plans are made to order for hardware dealers. 


The water systems market picture is changing. These changes are opening 
new sales opportunities for hardware dealers. 

The growing importance of the replacement market: is putting new interest 
in product display, and merchandising. These are strong points for the hard- 
ware dealer in reaching the market. 

Manufacturers, keen to get a share of this market, are putting new emphasis 
on in-store merchandising. This development puts you in a better position to 
meet price competition, and other types of competitors such as the well driller. 

Water systems represent an ideal means of selling more plumbing supplies. 
A good plumbing department is an ideal way to attract pump customers. They 
go hand-in-hand. 


The water systems’ market has never been better for dealers, but it is chang- 
ing fast. 

There is a growing awareness among hardware dealers that replacement cus- 
tomers are important customers. These are the customers whose needs have 
outgrown their present pumps, or whose pumps are bordering on obsolescence. 
Some estimates place the replacement market at around one out of three pumps 
to be sold this vear. 

This ever widening replacement market can be your basic target. Your mer- 
chandising methods, of course, for the replacement market apply also to the 
first-time customer. Well drillers have been a factor in the first-time, or new 
pump installation, market. This is logical, for the well driller is called in early 
on a first-time job and can sell the pump as an accessory. 

Many times, however, the first-time pump sale was a pump of minimum 
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Source: Barnes Manufacturing Co. 


capacity, to conform to the home builder’s tight budget. Then there were many 
first-time systems sold of adequate capacity at the time of installation, but 
which did not meet the expanding needs of the home owner or farmer. Then 
there are the first-time installations that were of adequate capacity for current 
and future needs, but that now have reached the replacement state because 
they have worn out. 

The point is that every pump on every home and farm site will wear out or 
outlive its usefulness some day. When that time arrives the home owner is a 
prospect in the replacement market. 

The home owner who has a worn out pump, or needs a pump of larger 
capacity usually does not call in, or go to, the well driller. This home owner 
wants to deal with a store owner who can correctly estimate his water needs, 
make a reliable recommendation as to pump capacity needed, who has models 
on display, who has a financing plan, who offers service. Those requirements 
spell out hardware store. 

The home owner in the market for a replacement pump quite likely needs 
replacements for other parts of his water system. That means sales of plumb- 
ing supplies, bathroom and kitchen appliances, and water service devices in 
the barn. A $200 pump sale can be worked up to an order amounting to thou- 
sands of dollars. 

This Hardware Age Water Systems and Plumbing Supplies Merchandising 
Guide spells out the importance of the first-time and replacement markets. It’s 
your primer for boosting sales all during 1959. You'll find valuable aid on 
product knowledge, sales potentials, and sales promotions. 

When you concentrate on replacement sales, you’re working on a sure thing. 
The customer who is not too interested in your sales pitch, promotion or dis- 
plays for replacement pumps this week will surely remember you a month or 
year from now when his pump starts making strange noises. 

This customer will remember that you are a pump expert, that you can help 
him figure out his needs and give him a selection to choose from. He’ll remem- 
ber that you service what you sell, and that you can offer credit or time pay- 
ments to fit his budget. 

temember this bit of logic each time you talk up replacement sales: 

If the water pump is old enough to be worn out it’s probably matched in age 
and condition by plumbing, appliances, and the many specialized fittings it feeds. 
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How big is your pump market? 


The market for pumps is big and growing bigger. Here is how you can make money 


selling original installation and replacement pumps, and other related merchandise 


Whether you are aiming for new equipment 
sales or the replacement market, the sales 
picture for 1959 is exciting and full of new 
sales appeal for hardware dealers. 

More than 1.2 million new homes will be built 
this year. That’s more building than in 1958. 
And the replacement market for old pumps is 
steadily widening, becoming a prime source of 
sales. 

The potential market is 940,000 units this 
year. About 308,000 of these potential sales will 
be replacement sales for worn out or inadequate 
pumps. This is your natural market, easiest to 
sell and full of extra profit potential. 

The replacement figure represents close to 20 
pump sales for each one of the 16,000 hardware 
dealers who merchandise water systems. And 
remember, these are replacement sales only. 

This year’s replacement figure is far from its 
potential, for there are nearly three million 
water systems now in use that are 12 years old 
or older. This is near the end of the line as 
many pumps go. Each year, some 10 percent of 
all pumps in the 12-year age bracket are re- 
placed, according to some trade estimates. 

Next year there will be some 3% million 
water systems more than 12 years old. Each 
year that number will grow for many years to 
come. In the post-war housing boom, more than 
a million homes a year were built. Many of 
them are more than 12 years old, and at least 
four of every 25 has its own water system. 
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This is the real basis for optimism in the 
pump replacement market. 

It’s your market. Well drillers and contractors 
take a big slice of the pie in pump sales for new 
home construction. But a majority of customers 
will continue to rely on dealers, such as you, 
to guide them in buying their replacement 
pumps. 

The replacement market is actually a better 
market for many dealers than original equip- 
ment sales, in many ways: 


@ Customers who were sold inferior or 
inadequate original equipment want no more 
of it. They are ready for bigger and better 
pumps, and they want to count on the service 
you render to backup the sale. 


@ Customers who have seen their water needs 
expand and render a small pump useless will 
count on future expansion. They’ll want bigger 
and better units. 


@ Customers who have worn out pumps under 
natural conditions probably have _ similarly 
decrepit plumbing, appliances, and other water- 
fed devices. Salesmanship, coupled with credit, 
can easily boost a $200 pump sale into the $1000 
bracket. 


Water system sales have been gaining ground 
steadily in recent years. Today’s market is 
triple the market of 1939. 





How pump sales will increase 


Here are the figures on pump sales and estimated potential sales for the future. 
Total unit sales are given for the 12 years from 1946 through 1957. For 1958 
on, figures are estimated for potential total sales and potential replacement sales. 
We are indebted to Fred B. Hout, president, Barnes Mfg. Co., Mansfield, O., 
for the estimates on the replacement market and sales estimates for 1958-65. 


Year Total unit sales 
1946 630,000 
1947 740,000 pager ser sre _ 
otentia otentia 
one | a ieottentedl (estimated) 
1950 725,000 1958 272,500 939,500 
1951 625,000 1959 308,000 975,000 
1952 690,000 1960 378,000 | 045,000 
1953 . 720,000 1961 436,700 1,103,000 
jen 1954 730,000 1962 491,000 1,158,000 
1955 800,000 1963 . 504,000 1,171,000 
1956 764,000 1964 523,000 |, 190,000 
1957 750,000 1965 543,000 | 210,000 


*Replacement pump sales are calculated on a basis of 10 percent replacement 
per year of all pumps more than 12 years old. There were 2,725,000 pump units 


installed prior to 1946. 


Each year, replacement sales inch up to claim 
a fatter share of the growing market. Each 
year, replacement sales become more important 
to dealers, for hardware stores account for more 
than 40 percent of all sales of new equipment. 

It’s a healthy market for dealers. The unit 
price is high on pumps, alone, and higher still 
on many tie-in items. There is a sizable profit 
on a big-ticket item that is not commonly found 
on the shelves of discounters. 

Dealers who maintain a reasonable depth of 
inventory report three to four stock turns a 
vear. A basic stock of three pump models, 
stocked three deep on the average, can easily 
return you $1400 to $2000 in gross profit a year. 

When you add these impressive profit figures 
to potential profits in plumbing and appliance 
lines, you begin to see why many dealers credit 
water systems with up to $5000 a year in gross 
profits. 

This can be you. 

You can promote the replacement market in 
your area and build new traffic and sales. But 
first you have to gage the market to make 
certain none of your effort is wasted. Here are 
some suggestions for your market survey: 
and 


@ What percentage of homes, farms, 


business are beyond water mains? 


@ Is the construction mostly 
years, 30 years old? 


10 years, 20 


@ How deep is the average well—home, farm, 
business ? 


@ What type of pump (submersible, piston, 
jet) is most common—home, farm, business? 


@ What sizes and kinds of piping are average 
—plastic, copper, galvanized, black? 


@ How much livestock does an average 
farmer keep—pigs, cows, horses, goats, sheep? 


@ What are local plumbing codes and require- 
ments? 


@ Do you compete with a major Sears or 
Ward’s outlet, or well drilling contractor? 


@ Have you checked competitive prices and 
services? 


@ Have you taken the time to drive around 
your trading area to check on average equip- 
ment in use, as well as a spot check of potential 
customers using antiquated equipment? 


@ Has there been a change in the water table 
in your area? 

After you have gaged the market and your 
competition, you’re ready to start building an 
inventory that will be in tune with local demand. 
You will know what you have to do to promote 
that inventory for the best reaction in traffic 
and sales. 

Promotions can be built around the customers’ 
needs for water. For example, here is a theme 
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How big is your pump market? 
(Continued ) 


to interest farms in an adequate water supply: 

“Attention farmers, do you know that an 
adequate water supply can raise milk production 
10 to 20 percent, boost hog weights by 15 to 
17 percent?” 


and plantings. A bigger water supply will pro- 
vide all the water you need to keep your lawn 
green and garden blooming.” 

A quick check of your market tells you how 
to price competitively, and whether more liberal 
credit terms are needed to give you greater 
sales volume. 

Your wholesaler will be one of your biggest 
helps in making decisions about water systems. 
He knows which pumps and accessories sell best 
locally. He knows which appliances and plumbing 


Here is a theme, for instance, to interest 
suburban home owners: 
“Don’t let dry weather ruin expensive lawns 


guarantee you better turnover. His help in 
establishing you firmly in the water systems’ 
market will prove invaluable. 





How to figure your customers water needs 


Here is your HA Water Systems Estimator to help you decide how much water 
your farmer customers need. This Estimator takes the guesswork out of your 
recommendations. Use this Estimator to decide what capacity water system 
is needed by calling on the farmer for information to fill in the column on 
the left below. Then multiply by the daily water needs shown for each item. 
Put down the customer’s total water needs, item by item, in the column on 
the right. After you have filled in this Estimator show the figures to the 
farmer as proof that you are making a correct recommendation. 


Your customers’ 
water needs: 


Water used on the farm: Total number: 


Daily water needs: 








Persons in the family X 50 gallons 


Number of horses 








10 gallons 


Number of steers 





12 gallons 





Number of milk cows 








25 gallons 





3 gallons 





Number of sheep 





2 gallons 





x 
x 
x 
Number of hogs X 
X 
X 


Number of chickens 








& gallons per 100 
Add for: 


Fire emergencies 





Ordinary emergencies 





Total daily water needs of your customer, in gallons 





When you know the customer’s daily needs, you know which type and size of 
water system to recommend. Always suggest water pumps with a capacity 
that is greater than actual need, to provide for variations in customer needs 


over the averages given above, and for expansion of needs for the family and 
livestock. 
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HARDWARE AGE 


Water Systems & Plumbing Supplies 


Merchandising Guide 


Use these ads to sell more pumps 


Here are suggestions for ads to be made up with mats from your 


supplier to build traffic among your replacement pump prospects 


You can sell water systems by consistent ad- 
vertising that: 


(1) Makes customers dissatisfied with lack of 
an adequate water supply around the home and 
farm. The lack may be caused by an original 
under-capacity installation, a growing need for 
water, obsolete equipment; 


(2) Sets up your store as headquarters for 
replacement systems. 


Here are five suggested advertisement head- 
lines for a campaign that will build store traffic 
for replacement pumps. 

One heading is on a complete ad on the page 
following. Note that the name of the pump, and 
the sales facts are not an actual name or facts 
but are used merely to show the placement of 
these elements in the ad. Get a mat from your 
supplier for these elements in the ad you 
published. 

Four headings are shown. These can be used 
as spot ads, along with the name of the pump 
you sell, or they can be used as headings on 
bigger ads to give variety to your campaign. 

Many home and farm water systems border 
on the inadequate. Limited finances at the time 
of installation sway customers to buy inade- 
quate systems. Growing families and expanded 


rater-using facilities create the need for larger 

systems. Then there is the inevitable wearing 
out process so labor and parts for repairs cost 
more than a new system. Such customers are 
ready for a replacement system. You can reach 
them with ads that play up the dissatisfaction 
theme. 

Each ad must play heavily on your prospect's 
dissatisfaction. The headings should constantly 
pound on the replacement theme. 

The body of your ads should briefly repeat 
this dissatisfaction theme. Then use a positive 
description of the advantages gained by replac- 
ing an old unit with the make of pump you 
carry. Make your descriptions factual. 
your ads with an appeal for action. Place your 
telephone number in prominent type. 

Be consistent in your advertising. It takes 
time for your customers to make up their minds 
to buy. 


Close 


If your trade territory is covered by a weekly 
newspaper, plan to use space every week. If 
your territory has a daily newspaper, ask the 
ad salesman which days pull best with the farm 
trade. Place ads at least once a week, more 
often if your budget will stand it. 

Tie-in your newspaper ads with mailing pieces 
from your pump and appliance suppliers. 

Try a series of these pump replacement ads. 
One sale will more than repay your cost. 


> 
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Use these suggested advertisements to sell more pumps 


Get mats from your 
supplier or manufac- 
turer for this part of 
the ad to illustrate the 
line of pumps you sell. 
This illustration is only 
to show where a prod- 
uct identification pic- 
ture or name can be 
placed in the ad. 


Use the actual facts 
about the line of 
pumps you sell, from 
ad mats or from sales 
literature. These state- 
ments here are merely 
to illustrate how selling 
facts about a pump 
can be used in the 


body of an ad. 
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(Continued ) 











NEED MORE WATER? 
REPLACE NOW 


WITH A 


GOOD TRADES...EASY TERMS! 


Don’t let an inadequate pump rob you of the water 
you need for greater profits . . . greater comfort! Replace 
your old pump NOW with a Richlife 
gineered to suit your needs! 


¥%& NO MECHANICAL SEAL TO WEAR. 


¥%& NO METAL THRUST BEARING 
TO OVERHEAT. 


$e NO OIL OR EMULSION TO 
CONTAMINATE THE WATER. 


¥% WATER FILLED, WATER COOLED, 
AND WATER LUBRICATED. 


Se A FULL RANGE FROM 0.5 
TO 1000 HORSEPOWER! 








—ter US CHECK YOUR NEEDS! 
PHONE 3-2000 


 * 





137 W. MAIN 


‘(HARDWARE > CENTERVILLE 














Store traffic is built by consistent advertising 
playing up dissatisfaction with an inadequate supply 


of running water around the home and farm 





The suggested headings OLD PUMP NOW 


on this page can be used: WITH A 


as different heads for 


your complete ad to have | ee ee 


a variety in headline; or 
as spot advertisements 
combined with the name 
of your pump line and 


— IF YOUR PRESENT PUMP CAN'T 
. SUPPLY THE WATER YOU NEED, 


REPLACE NOW 
i ae 




















“ae REPLACE YOUR 
wonor? OLD PUMP NOW 
WITH A 


ee Se 











EASY TERMS ...GOOD TRADE-INS! 


NOW IS THE TIME TO 
REPLACE YOUR PUMP 
Fe a 
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So you want to sell 


plumbing supplies? 


This department is a real sleeper. Too many dealers are missing profit 


possibilities. Here is an easy, planned way to get started. 


by Theo. J. Duerr 

Sales manager, plumbing & heating department 
Belknap Hardware Manutacturig Co. 
Louisville, Ky. 


Plumbing to the hardware dealer is a must for 
these reasons: 


(1) No other line of material lends itself more 
easily to handling along with the general line of hard- 
ware than does plumbing even though plumbing ma- 
terials are in general, considered more or less tech- 
nical. 

(2) The total investment is small compared to 
other items. 

(3) The turnover can run as high as 3 to 5 times 
each year. 

(4) The space necessary for open display can be 
restricted to one or not more than two tables, with 
storage space below, measuring 5 by 10 ft. 

(5) Profit possibilities can run as high as 50 per- 
cent in some instances, and at least 40 percent on 
many others. 

(6) Ordinary common sense judgment and sales 
ability can easily be applied in lieu of technical abil- 
ity. 

(7) Localized service can be given easily. 
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Sales and profits depend upon the location of your 
store; whether you are in a rural or farm area, or 
in a metropolitan area. 

Rural and farm areas offer greater volume and 
profit possibilities. In these areas the entire line is 
saleable including plumbing fixtures, water heaters, 
accessories, rough material, automatic water systems, 
and complete kitchens. 

In metropolitan areas restrictions due principally to 
local and state installation regulations limit hard- 
ware dealers to sales of over-the-counter-items such 
as closet seats, brass goods items, faucets, repairs 
of all kinds, bathroom accessories, washers, tank 
fittings, and all kinds of pipe fittings. 

If the metropolitan area dealer has an installation 
arrangement with an authorized installer, the dealer 
has the opportunity to sell the complete line includ- 
ing fixtures, water heaters and the like. This places 
the metropolitan dealer in the same category as the 
rural and farm area dealer as far as sales possibili- 
ties and profits are concerned. 

A total investment of $1000 will take care of the 
stock for a metropolitan dealer who does not have 
an arrangement with an authorized installer. The 
stock can be displayed on one or two islands. Sup- 
pliers’ salesmen will help the dealer keep the display 
stocked. 





The dealer’s investment, in areas where the entire 
line can be sold, will probably add up to another 
$1000. This added investment will be for steel, plastic 
and copper pipe; fixtures; water heating; automatic 
water systems and similar big ticket items. 

Big ticket items can be purchased in quantities for 
a 60 to 90 day stock. In case of an expected price ad- 
vance the dealer may purchase for an additional 60 
or 90 day period. 

Profit possibilities on big ticket items naturally 
fluctuate, depending upon the local price situation 
on so-called football items. A dealer, knowing con- 
sumer requirements and considering them carefully, 
can in most cases sell the higher priced and much 
more desired items, and as a general rule come up 
with from 25 to 331% and even 40 percent profit on 
his selling price. 

With a turnover rate of 3 to 5 times per year the 
investment sales and profit possibilities are: 


Rural and farm areas 


Investment 
Sales possibilities 


to $ 2,500 
to $ 8,000 
$10,000 to $15,000 
$ 2,500 to $ 3,500 
$ 4,000 to $ 7,000 


Profit possibilities 


Metropolitan areas 
Investment 
Sales possibilities 


$ 1,000 to $ 1,500 

$ 3,000 to $ 5,000 min. 
$ 4,000 to $ 8,000 max. 
$ 1,500 to $ 2,000 min. 
$ 2,000 to $ 3,000 max. 


Profit possibilities 


How to get started is difficult with many dealers 
putting in a plumbing section. 

A small dealer naturally will feel his way in get- 
ting started. A dealer will study the plumbing supply 
requirements of his community. A dealer will consult 
salesmen of reliable suppliers who from experience, 
know the dealers’ trade territory. Suppliers’ salesmen 
can suggest a trial island. The investment will be 
several hundred dollars. This investment will cover 
a stock of: 


Brass goods items. 

Closet seats. 

Tank fittings and closet balls. 

Pipe fittings in sizes of %, to 1 in. in steel; 14 to %4 
in. in copper flare. 

A few coils of small size copper pipe. 

A bundle or two of % to % in. galvanized steel 
pipe. 


Item after item can be added as demand increases. 
Finally, the dealer will have a full line of plumbing 
supplies, including plastic pipes and fittings which are 
very much in demand. 

Suppliers are most willing to help dealers with sell- 
ing aids for their clerks. These aids include sales 
schools, and suppliers’ salesmen telling clerks sales 
and application features of their products. 

Advice from reliable suppliers is available to deal- 
ers in stocking a plumbing department. 


An important feature in establishing a plumbing 
department is the dealer’s reputation for handling 
quality merchandise. 

The appearance of many different makes of plumb- 
ing items on display, and all selling at the same re- 
tail price, may lead the customer to ask himself 
whether he should buy from the display or go to 
some other hardware store. If the confusion causes 
customer to go to another hardware store, the first 
dealer will lose the sale of plumbing goods and prob- 
ably other hardware items the customer intended to 
purchase. 

Buying from a supplier with the cheapest price, 
regardless of quality, does not always help a dealer 
maintain his reputation. Nor, does it always lead to 
a constant increase in business. 

For example, the going retail price of a ‘% in. 
rough brass hose bibb is $1.20. The buying price 
ranges among suppliers from 55¢ to 70¢. There can 
be much difference of opinion as to quality. 

Certainly, if each make bibb was of the same 
quality, nothing would be gained by the dealer pay- 
ing the top price asked by a supplier. The point is, 
by having all bibbs of the same pattern, or make, 
in the same bin is more appealing to the customer. 

Thus, by following the simple procedure of buying 
merchandise from one or two reliable sources at a 
reasonable price, the alert dealer has an opportunity 
to build up a good volume of business in plumbing 
supplies and to make a reasonable profit whether 
his location is in a metropolitan or farm area. 





What related lines sell best? 


Here is a list of plumbing lines related to pumps 


that sell best*. Check on sales possibilities of these 


best sellers with wholesalers who can advise you on 


the needs of your marketing area. 


(1) Metal pipe 

(2) Pipe fittings 

(3) Water systems—all types 
(4) Bathroom fixtures 

(5) Plastic pipe and fittings 
(6) Lavatory fittings 

(7) Faucets 

(8) Valves 

(9) Pipe cleaners—mechanical, chemical 
(10) Sump pumps 

(11) Solder 

(12) Tank balls 

(13) Garbage disposal units 
(14) Water softeners 

(15) Water heaters 


*Based on Hardware Age surveys. 
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What it takes to move 


water systems 


Find a dealer who is showing steady gains in water systems’ sales and 
you'll find a dealer who excels in product knowledge, service, and credit. 


@ Product knowledge. 

The dealer has a pump selection keyed to the needs of his trade area. The 
dealer knows the operating principles of each model and its capacities so he 
can recommend the pump best suited to the customer’s needs. 


@ Service 

This dealer knows how to test, adjust, and repair water systems, or has a 
competent service man on whom he can rely. This dealer knows you have 
to answer service calls quickly in an emergency. He knows the value of a 
solid reputation for honest, quick service in any community. 


@ Credit. 

There aren’t too many customers willing or able to pay $100 to $1000 or 
more in cash for a water system and accessories. Credit is vital to increased 
sales whether you finance your own paper, go to a lending agency such as a 
finance company, or seek FHA insured bank loans. 

You can’t merchandise water systems and related lines half-heartedly if 
you want to go ahead. One pump and a handful of plumbing fittings will get 
you occasional sales where customers haven’t the time to shop around for 
their needs. But a spotty selection won’t give you tie-in sales. Incomplete 
assortments won't bring you repeat business either, for customers remember 
which dealer has a full water systems’ department. 

Here are some of the ways to get going in the right direction: 


(1) Stock selection. Widen your selection of pumps, plumbing, and acces- 
sories to a point where you are at least competitive with competing dealers. 
You'll find your wholesaler is eager to help you make the right selection based 
on local needs and plumbing codes. 

If it means a large initial order, your supplier will probably go along and 
give you dating. He knows it won’t be long before you’ll be ringing up bigger 
sales. At least set up a fast delivery system so that you can use the whole- 
saler’s catalog to sell and order from. 
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(2) Displays. Wholesalers and manufacturers have display aids and display 
suggestions for a traffic stopping, year-round water systems’ setup. Running 
water demonstrators are available for special promotions and sales events. 

There are store and window trims, ad mats, and co-op money available under 
certain conditions. Remember, displays and promotions leave a lasting impres- 
sion, and when customers need water systems they’!l look you up. 


(3) Product knowledge. Fact-tags and installation and operating instruction 
manuals are loaded with information on product knowledge. Supplier sales- 
men can fill you in with the outstanding features of the line. Installation 
charts and literature packed with pumps increase your fund of product knowl- 
edge. Many dealers attend manufacturers’ training schools to learn about 
water systems. 


(4) Service. Product knowledge and service are woven together. And service 
is basic to increasing your share of the replacement market. A small stock of 
parts, and the knowledge to use them, will get you reputation that’s bound to 
bring new customers. 

When water fails in home or farm, everything stops. Service is urgent. 
Will you be able to say, “Yes, I’ll be right over’? 

Even if you can’t fulfill the service need personally, you can work out an 
arrangement with a competent repairman. Such arrangements are fairly com- 
mon. You have the serviceman work as though he is an employee of your store. 
You supply the leads and he does the work. 

You must require that this service man agrees to work quickly on emer- 
gencies. You must be in agreement on prices. You must be sure he will do 
nothing to upset your relationship with customers. In brief, he must be a 
man you know and trust. 

At least one manufacturer is encouraging its dealers to offer a pump service 
contract on the same basis as oil burner service contracts are handled. 

In other words, for so much a year the serviceman will check the system, 
lubricate and adjust parts as needed and be on standby duty for service calls. 

Benefit of this service contract is that it puts the serviceman in a position to 
offer replacement when a pump finally wears out. 


(5) Credit. Revolving credit or time payments will bring you more new busi- 
ness than any other thing, providing you have reasonable assortments. 

Your own credit plan, or credit paper discounted to a bank or finance com- 
pany, covers most water systems and a certain amount of tie-in volume. But 
when you get the bigger sales, say $2500 for a pump, new plumbing, and 
powder room addition, you’ve got to think in terms of FHA home improvement 
loans. 

Qualified borrowers can get as much as $3500 from a bank under FHA 
insured Title I loans for a water system and general home improvements. The 
loans are not hard to get. They must, by law, be used for improvements in an 
existing dwelling. 

If your customer needs more than $600, he can get up to five years to repay 
his FHA note. Smaller loans must be repaid in three years or less. Maximum 
financing charge is $5 per $100 per year. No down payment is required, and 
security is not usually required. 

There are also Farmer Home Administration loans for major improvements 
such as new water systems, for as long a term as 20 years. Limit is $25,000. 
Real estate or other security is usually required. These notes are repayable 
for as long as 33 years, with a 4 percent interest maximum. 

The sale of the pump is the key to the sale of a long list of added items 
needed by farmers and suburban home owners. Along the margins of this 
article are illustrations of some of these items. Again, these are items needed 
as original installations, and also that need replacement from time to time. 
The hardware dealer who is alert to the sales possibilities in pumps is in the 
key position to sell related merchandise. 
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Here is your profit calendar 
for promoting water systems 


May has been designated as National Water Systems Month by the National Asso- 
ciation of Domestic & Farm Pump Manufacturers. In previous years the association 
worked up a promotion, with a kit available to dealers to tie-in their stores. This 
year the association has started an educational program and product identification 
program. Promotion of National Water Systems Month this year will be handled 
by dealers, power companies, and other organizations interested in the market at 
the consumer level. You can promote Water Systems Month with your own program, 
or join others locally in a joint campaign. Here is a time table for getting your own 
promotion started later this month. 


April 20 Contact your water systems’ supplier for display and direct mail material. Ask 
for radio and TV aids, and ad mats or suggested copy for newspaper promotion. 


Find out about co-op ad allowances on pumps and related lines, such as water 
softeners. 


April 21 Take stock of what you own. You can’t do business from an empty wagon. Be 
sure to plan on a stock of at least one or two of each type water system, sump 
pumps, and other key items. Check wholesaler’s new offerings. 


April 23 Install a running water system, preferably in the window. It’s a traffic stopper. 
Show related units, plumbing supplies with this demonstrator. Feature credit and 
services in your signs. 


April 24 Send mailing pieces to all known prospects. Locate new residents for new installa- 
tions and replacements through checking the town directory or phone company. 


April 28 Put water system displays in banks, REA, and utilities’ offices with signs to stir 
up another source of traffic. 


April 30 Use 20-60 second spot radio announcements to tell prospective customers about 
your Water Systems’ Headquarters, credit, and services. 


May 1-31 Newspaper ads are effective all month. Spot radio and TV intensify your cov- 
erage. 
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Buying Check List 


of new hardware items 


Keep up to date. Check the new items and 
selling aids in following pages and keep 
posted on new ideas for making money. 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 75, and mail. 


HARDWARE AGE BUYING CHECK LIST 


Here is a quick Check List of items described in the following pages 


Refinishing scrapers, rack 
Display rack for chains 
Repair material for viny! 
Power tool economy line 
Masonry fastening system 
Square or round sprinkler 
Dandelion, weed destroyer 
Children's lunch kit line 
Power tool plane attachment 
Display bar for peelers 
Garden hose merchandiser 
21 qt capacity step-on can 
Repackaged 6 pc wrench set 
Folding aluminum ladder 
Sturdy, $1.35 lawn rake 
Metalized decorating tape 
Outdoor cooking brazier 
Modern boating guide series 
3 car cleaning products 
Unbreakable drilling hammer 
Plastic furniture rests 


5 enamel finishes, colors 
3 colors in fish lure line 
8-shelf sandpaper display 
Polyethylene downspout kit 
Aluminum pie plate-carrier 
Orange juice set bin pack 
Masking tape with cutter 
Skin-packaged hex key set 
New spray paint packages 
Multi-purpose closet rod 
Rotary mower grass catcher 
Catalog on gun equipment 
Multi-purpose lubricant 
Improved chisels, punches 
improved ,oilet seat hinges 
Drain, grease trap cleaner 
Vinyl-aluminum screening 
Hidden interior door closer 
Window filter-ventilator 
50¢ window sash painter 
Submersible pump models 
New overhead door closer 
Binocular with ray filter 
Matched glassware trio set 
Charcoal fire starter tool 
Pencil soldering iron ground 
Polyethylene film dispenser 
Plastic drain-sewer pipe 
Indoor-outdoor picnic grill 
[] Revolving umbrella display Motorboat vest for adults 
Toy pool-sandbox-cabana Lawn aerating attachment 
Wax-polish and free sponge [] Mower blade housing cleaner 
Door and drawer knob heart _] Rustproof aluminum signs 
|] Seamless chrome canisters | Lightweight anima! trap 
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Aluminum, vinyl! thresholds 
12 gal gas tank for boats 
Catalog on air compressors 
Shelf bracket support sets 
Fly ribbons in new package 
Swivel adaptor for toilets 
Heavy-duty wrench series 


— 
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BUYING CHECK LIST 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


Item 1 


Refinishing scrapers, rack 


This refinishing tool, called the 
Cobra Scraper, will scrape old fin- 


sured from rack. A full assortment 
of four reels of chain and the dis- 
play are packed in one carton. 
Turner & Seymour Mfg. Co., Dept. 
HA, Lawton St., Torrington, Conn. 


Item 3 


Repair material for vinyl 

Vinyl plastic products can now 
be repaired at home with Duro 
Plastic Mender. This transparent 
product can be used on seat covers, 
wading pools, toys, and air cush- 





ishes from antiques, furniture and 
woodwork. It has a sharp, high 
carbon steel tapered blade, 114 in. 
wide. The slim 9 in. hardwood 
handle has a hole for hanging. The 
Cobra Scraper is packed and dis- 
played 12 each on a free self-serve 
wire rack. The scrapers, individu- 
ally carded with instructions, retail 
for $1.59. Hyde Mfg. Co., Dept. 
HA, 54 Eastford Rd., Southbridge, 





ions. It adheres to wood, metal, 


Mass. leather, rubber and cloth. Special 
applicator cap allows for even 
spreading. It dries in two to three 
hours. Comes in a 4 oz tube for 

Item 2 


39¢, packaged in a four-color blister 
card. Woodhill Chemical Co., Dept. 
HA,1390 E. 34th St., Cleveland, O. 


Display rack for chains 
This display rack is offered with 
a choice of two different assort- 


Item 4 


Power tool economy line 


The new Skil “500” line includes 
five lower-priced circular saws, four 





ments of popular sizes of smaller 
Turner & Seymour chain. The dis- 
play is 9 x 6% x 17 in. Red plastic 
covers the display feet to prevent 
scratching. Chain is easily mea- 
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drills, a 4 in. belt sander, an orbital 
sander, a % hp router, a jig saw 
and hedge trimmer. The Model 533 
saw (shown) has an accurate bevel 
and depth controls. Cuts 2 in. lum- 
ber at 90 deg and 1 in. stock at 45 
deg bevel. It retails at $39.95. Skil 
Corp., Dept. HA, 5033 Elston Ave., 
Chicago, Ill. 


Item 5 


Masonry fastening system 


Contractors, builders, mainte- 
nance engineers, electricians, 
plumbers, and homeowners will be 
traffic for this masonry hand fast- 
ening system. The Multi-Use fast- 
ening system is adaptable for driv- 
ing drive pins, threaded studs, wire 
loop fasteners and self-drilling an- 
chors, and as a masonry drill 
holder. This tool handles most me- 





dium-heavy fastening jobs. U. S. 
Expansion Bolt Co., Dept. HA, 
State and Penna. R. R., York, Pa. 


Item 6 


Square or round sprinkler 


The Square ’N Circle sprinkler 
cuts water waste and ends corner- 
watering problems. A turn of a 
knob changes the pattern from a 
square to a circle. It has a built-in 
filter and low back-pressure. Covers 
a 45 x 45 ft area or a 55 ft circle. 
It has a die-cast base, ball-bearing 
rotor and chrome finish aluminum 
rounded legs. Retails at $13.95. 
Sherman’s wave sprinklers come in 











ITEM NUMBER ON FREE POSTCARD, P. 75 





three models, $8.95 to $13.95. H. 
B. Sherman Mfg. Co., Dept. HA, 
22 Barney St., Battle Creek, Mich. 


Item 7 


Dandelion, weed destroyer 


Week-end gardeners will want 
Antrol’s Squeeze ’"N Weed Dande- 








lion Killer for spot treatment of 
lawns. This gardening aid elimini- 
nates clumps of dandelions, plan- 
tain and other broad-leaf weeds 
with little effort and great safety. 
This solution comes ready to use in 
a squeeze can. There is no danger 
of contaminating spray equipment. 
It is also effective against poison 
ivy and other woody plants. Boyle- 
Midway, Dept. HA, 22 E. 40th St., 
Me Be ea Be 


Item 8 

Children's lunch kit line 
Universal’s line of children’s 

lunch kits features one designed for 

autographing. It is covered in beige 


vinyl inside and out, has a 10 oz. 
vacuum bottle and an indelible ball 
point pen. It is called Pen Pal. 
Three other new designs are litho- 
graphed in full color on the steel 
kits. They include a Great Wild 
West design, a Knight in Armor 
motif and Pennsylvania Dutch art 
on the Little Dutch Miss model. 
Each kit comes with a matching 10 





wa 
oz Universal Pour-Easy vacuum 
bottle. Landers, Frary & Clark, 
Dept. HA, New Britain, Conn. 


Item 9 


Power tool plane attachment 


Fast, precise edge-work can be 
handled with Black & Decker’s 





plane attachment for use with the 
company’s motor unit of the *4 hp 
heavy-duty router. This tool op- 
erates by direct drive at speeds up 
to 19,000 rpm and produces a 
smooth, level finish. It’s cutting 
depth is 3/32 in. with a 2 1/16 in. 
cutter length. Shoe is 183/16 in. 
long and overall width of the at- 
tachment is 7 in. A spiral cutter 


and cutter arbor are included. The 
retail price is $49.95. Black & 
Decker Mfg. Co., Dept. HA, Tow- 
son 4, Md. 


Item 10 


Display bar for peelers 


The Ekco peeler display bar takes 
only 14 in. of counter space to fea- 





ture three different peelers color- 
fully carded and popularly-priced. 
In the assortment are two peelers 
with new slipproof handles: one 
for 25¢ and one with a bean slicer 
for 39¢. A third model is all stain- 
less steel and retails for 59¢. Sug- 
gested retail value for 5 doz as- 
sorted peelers is $22.44. Ekco- 
Autoyre Div., Ekeco Products Co., 
Dept. HA, 1949 N. Cicero Ave., Chi- 
cago 39, Ill. 


Item 11 


Garden hose merchandiser 

A new vinyl garden hose mer- 
chandising display is available free 
with purchases of American Bilt- 
rite garden hose. The new No. 459 
display has a two-sided, full color 
top sign which permits the unit’s 
use as an island display or against 
the wall. Up to 48 coils of hose 
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BUYING: CHECK LIST 


Want more details? Just circle item number on p. 75 


can be displayed in the unit which 
sets up quickly and easily. Ameri- 
can Biltrite Rubber Co., Dept. HA, 
22 Willow St., Chelsea, Mass. 


Item 12 


21 qt capacity step-on can 


This 2l-qt capacity Beautyware 
step-on can will appeal to custom- 


allie 











; 
=. & 


ers with large families, to doctors 
and to beauty salon proprietors. 
The new unit has a baked enamel 
body in five colors, an all-chrome 
body, or all stainless steel body. 
All models have a built-in odor- 
killing Defumer in the lid. Retail 
prices are $8.98, $12.98 and $17.98. 
Lincoln Metal Products Corp. Dept. 
HA, 225 42nd St., Brooklyn 32, 
ae # 


Item 13 


Repackaged 6 pc wrench set 
Clear plastic bags for this 6 pc 

S-K/Lectrolite wrench set now 

present an unobstructed view of 
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the contents and give instant read- 
ability of the trademark, set num- 
ber, number of wrenches and size 
range. The new design has large, 
opaque white panels with easy-to- 
read reverse lettering which 
heightens merchandising appeal of 
the tool bags. S-K/Lectrolite Tools, 
Dept. HA, Defiance, Ohio. 


Item 14 


Folding aluminum ladder 


Ballymore has added a new fold- 
ing aluminum ladder, in a wide 
range of models to its Safety-Step 
ladder line. These folding ladders 
can be stored compactly when not 
in use. Handrails are available 
with 3, 4 and 5-step models. Two, 





3 and 5-step models are available 
without handrails. A folding me- 
chanism locks these lightweight 
ladders securely at base to make 
them rigid and stable. Folds to a 
compact 10 in. with a quick lifting 
motion. Ballymore Co., Dept. HA, 
West Chester, Pa. 


Item 15 
Sturdy, $1.35 lawn rake 


Briar Edge, True Temper’s new 
lawn rake, is offered at $1.35 retail 
(higher west). Its steel frame is 
ribbed for extra strength. The 
rake’s 20 teeth are locked into place 
by a double grip to avoid loosen- 
ing. These 8% in. teeth have 
rounded tips for gentler action. A 
crystalite blue finish protects 





against rust. The fire-hardened ash 
handle is 52 in. long. True Temper 
Corp., Dept. HA, 1623 Euclid Ave., 
Cleveland 15, Ohio. 


Item 16 


Metalized decorating tape 


Three new items have been added 
to Marglo’s line of Trimbrite self- 
sticking metalized decorating tape. 
The items are a % in. x 6 ft junior 
size roll to retail at 49¢, a 1% in. 
x 6 ft roll to retail at 89¢ and a 
giant size roll of 34 in. x 35 ft to 
retail at $2.49. The original %4 
in. x 10 ft, 79¢ package is shown 
also. These tapes are packaged in 
a Lock-Tite dispenser box. The 
new items are available in gold, 





chrome and copper in four pat- 
terns. Marglo, Inc., Dept. HA, 263 
William St., Englewood, N. J. 


Item 17 


Outdoor cooking brazier 


Outdoor cooking enthusiasts will 
be traffic for this modern Kook-out 
brazier with built-in automatic 
Inconel fire starter. The unit plugs 
into electric outlets using ordinary 
household current. The fire is kin- 

(Continued on page 78) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
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on to the manufacturers involved. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


> Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 
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> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 75 


(Continued from page TA4) 





dled and ready to cook in just four 
minutes. Special features are the 
one-piece easy-clean cooking grid, 


draft-blowing motor for faster 
fires and controlled draft plate. 


Kamkap, Ine., Dept. HA, 1107 
Broadway, New York 10, N. Y. 


Item 18 


Modern boating guide series 
Here are six books on boating 
which you can sell in your marine 
department. Each book has 128 
pages and is illustrated with photo- 
graphs and diagrams. They have 
eye-catching covers in color. The 
series includes Care and Repair of 
Your Inboard Engine, Guide to 
Equipping Your Boat, Using Your 
Boat for Fishing, Building Your 


tone FUM once SAPETY 


sur BOAT! 





ees rose e607 4 


gicurer 
1+ Oe ee | Kavirerne 
») ENGINE Le 





Boat From Plans and Kits, Hank 
Bowman’s Guide to Buying Your 
Boat and Tommy Barlett’s Guide 
to Water Skiing. These books re- 
tail for $1.95 with heavy covers 
and for $2.95 in cloth-bound edi- 
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tions. A wire dispensing counter 
rack is free with a minimum order 
for 2 doz assorted books. Book Div., 
Chilton Co., Dept. HA, 56th and 
Chestnut Sts., Philadelphia 39, Pa. 


Item 19 


3 car cleaning products 
Car owners will be attracted to 
this line of squeeze bottle products 


WHITEWALL 


RE CLEAN 





for the car. Kemkat’s whitewall 
cleaner, Kar Klene and Golden car 
wash provide a controlled spray 
from unbreakable, leakproof con- 
tainers. The whitewall cleaner re- 
tails for $1 per pint container. The 
Kar Klene, a chrome, leather and 
plastic wax-cleaner, retails for $1. 
The carwash detergent, which 
doesn’t streak car or windows, sells 
for 65¢. Kemkat Co., Dept. HA, 
Francis St., Derby, Conn. 


Item 20 


Unbreakable drilling hammer 


Here’s a new drilling hammer 
with a one-piece head-handle of un- 
breakable construction. Estwing’s 
Everlasting Vinyl-Nylon cushion 
grip absorbs all shock, won’t loosen, 
come off or wear out. Applicable 
for hand drilling jobs in masonry, 
cutting with cold chisels, masonry 
form work, garage work and as a 
mash hammer for  bricklayers. 
Available in painted finish, polished 
face and bevel. It has a two lb head, 
and is 11 in. overall. List price 








$5.25. Estwing Mfg. Co., Dept. HA, 
9th and Harrison, Rockford, Ill. 


Item 21 


Plastic furniture rests 


Homemakers will want No Mark 
Carpet Savers which will support 
up to one ton of weight, per set of 
four. This furniture rest is molded 
of heavy weight clear plastic with 
four self-adjust levels. The base is 
composed of a _ multi-needle-like 
support which rests in the undis- 
turbed nap of the carpet. The fur- 
niture’s weight is equally distrib- 





uted on the needles avoiding nap 
crush or nap rust. Sharwell Indus- 
tries, Dept. HA, 14379 Livernois, 
Detroit 38, Mich. 


Item 22 


Water-wash brush cleaner 


The hardest caked finishes, in- 
cluding rubber base paint and 
vinyl-acetate finishes, yield quickly 
with Imperial water wash brush 
cleaner. The brush is washed in 
the cleaner and then rinsed with 
water. Used liquid can be saved 
for future use. This brush cleaner 
is harmless to natural or nylon 
bristles and contains lanolin to 














The complete Challenger Line of store 
fixtures, available in 44 color combi- 
nations, contains scores of standard 
units not illustrated here and hundreds 
of accessories...to effectively display 
merchandise of any size or shape. 


Make every square foot of display 
space produce maximum dollar sales. 


M & D is famed for modern store plan- 
ning and for the complete flexibility 
of their fixtures. 


M & D Store Fixtures are dis- 
tributed nationally by selected 
hardware wholesalers. 


Write for new brochure showing hard- 


ware store fixtures and prices. 


M & D Store Fixtures 








Manufacturing Plants in the East and West 


Offices in all principal cities 
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A better fixture... at an prices 
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M & D STORE FIXTURES, INC. & 
6 No. Michigan Avenue, Chicago 3, Illinois .y 
245 Vineland Avenue, City of Industry, California Dept. 90 e 
! am interested in: 
7 Complete Store ] Upgrading or [|] Gondolas ] Wall » 
" Installation Remodeling a Show Cases Units cs 
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SIGNS 


| NCE es Fe 
r 


PUSH 


America's Most Complete and 
Best Selling SIGN Line 


INFORMATION 


a 


WOMEN 


NEW! 


MODERN AND BEAUTIFUL—crafted 





; FUTURA 
SIGNS 








for mnday'’s architecture & decor 

offices, stores, restaurants, apartments, 
factories, etc Light-weight aluminum 
coated with permanently fused baked 
enamel Two mounting holes Will 


never rust: can be damp-cloth cleaned. 
Smart custom made appearance; out- 
sell lower priced signs 30 best selling 
titles, each 50¢ 





RerLectine SIGNS 





EASY TO READ, inside or out. night 
or day (iver x0) J nteepcanall signs to 
choose from. Quality aluminum, ename 
eflecting beads Weathe ren of, fre le 
proof rustproof bre akpee : ach 2o¢ 
FREE! \ll metal Display Rack 
it 


‘ach assortment 











f 





— 
ee 
a 
4 


; eee 8 CY 


DAY-GLO SIGNS 


BRILLIANT “JET FIRE” orange let- 
tering, black background 24 most 
wanted signs, 10%x14”", 2 holes for easy 
mounting 


FREE! 





— metal Display 
vith each 


Rack 


assortment 











FEATURE HY-KO SIGNS in good win 
dow and store locations - they sell 
themselves. All year ‘round turnover 
(order from your jobber 


HY-KO PRODUCTS CO., Cleveland 3, Ohio 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 75 


West 


Water Wash | 


Brush Cleaner 





WASH IN CLEANER ganse IN WATER 





/ 


4 


keep brushes soft. Comes in pint, 


quart and gallon cans. Wilson- 
Imperial Co., Dept. HA, 115 Chest- 
nut St., Newark 5, N. J. 


Item 23 


Aluminum, vinyl thresholds 


Lustre Line thresholds come in 
corrugated and extruded aluminum 
and vinyl insert models, in lengths 
of 32, 36 and 48 in., for inswinging 
or outswinging doors. They are 
individually packed (with installa- 





tion screws) in clear plastic poly- 
ethylene sleeves. Lustre Line Prod- 
ucts, Dept. HA, 53 N. 2nd St., 
Philadelphia 6, Pa. 


Item 24 


12 gal gas tank for boats 


The Cruise-Rite tank, for long 
range cruising, has a 12 gal gas 
plus oil capacity. It can be used 
with any outboard motor that has 
a fuel pump and single hose fuel 
system. The 16 gauge steel tank is 


rust-resistant. Features are a 
spring-loaded nonsplash filler cap, 
easy-reading fuel gauge, copper- 


plated stee] fuel line with fine mesh 
and 


cover two handles that lock 





against the side. Lists for $34.95. 
Alva T. Smith Co., Dept. HA, Box 
36, Thiensville, Wis. 


Item 25 


Catalog on air compressors 


Streamlined, all-purpose Tank- 
mobile Air-Power units, featuring 
Pressure Princess utility air com- 
pressors, are described in this 
fully-illustrated Campbell-Hausfeld 
bulletin. Tankmobile models de- 
tailed are the % hp 10 gal tank, 
34 hp 20 gal tank and 2 hp gasoline 
engine 10 gal tank and three Pres- 
sure Princess units. Compressor 
construction specifications, model 
information and performance data 


are included. Campbell - Hausfeld 
Co., Dept. HA, Railroad Ave., Har- 
rison, Ohio. 

Item 26 


Shelf bracket support sets 


This new E-Z folding shelf 
bracket supports heavy loads and 
is applicable for wall-hung snack 
bars, kitchen tables, work tables, 
desks, typewriter tables or drop- 
leaf shelves. The plated bracket, of 
one-piece heavy duty construction, 
has a spring-loaded push button 
contro] that locks automatically in 
open position. The E-Z bracket fits 











flush to wall and folds down flat. 
Available at $3.95 in sets of two. 
Shipping carton contains 12 pack- 
aged sets. Ardor Mfg., Dept. HA, 


611 S. Washington, Royal Oak, 

Mich. 

Item 27 

Fly ribbons in new package 
Aeroxon fly ribbons are now 


available in a new display package. 
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Five ribbons are mounted on a blue 
and under a 
parent plastic cover. 
center-punched for easy display in 
high traffic areas. Aeroxon Sales 
Co., Dept. HA, 9 E. 38th St., N. Y.., 
a we 


vellow card Lrans- 


Each card is 


Item 28 


Swivel adaptor for toilets 
Here’s a swivel adaptor which 
solves the problem of running toi- 


lets. A quiet-working swivel and 
brass chain instantly stops the 
flow of water after flushing. The 


adaptor allows the tank ball to seat 
evenly and firmly. It can be in- 
stalled in seconds and is adjustable 
to fit all toilets. Comes individu- 
ally carded and pre-priced. It is 
sold with unconditional 10-year 
guarantee. Comes packed 1 doz to 
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New profit-making combination from 


tips that withstand 100 Ib. pull; per- 
manent ‘‘clear sight’’ tapes; easy-to- 
read accurate markings; long-exten- 
sion replaceable blades—rigid for 
good “‘reach’’. 


Disston! New economy Disston 
“accu-rule” rules and tapes—attrac- 
tively packaged, and arranged on this 
compact, colorful display for wall or 
counter use. It’s NRHA approved! 
This new display is only 8%” wide x 
7” deep x 18” high. Yet it contains 22 
tapes in 6 sizes recommended by 
NRHA for fast turnover—from '%” Your margin 
wide, 6’ long to *4” wide, 12’ long. It’s 
advertised in Popular Mechanics and 
Popular Science. 


....$40.20 
$26.80 
$13.40 


Individual rule retail prices start at 
$1.10. Order Disston’s hard-selling dis- 
play of new economy rules today. Call 
your wholesaler, or write to Disston 
Division, H. K. Porter Company, Inc., 124 
Tacony, Philadelphia 24, Pa. In Canada, 
Box 530, Acton, Ont. 


List price 
Your cost 





And, the rules and tapes themselves 
are packed with selling features: high- 
quality chrome-plated zinc cases- 
unbreakable and lightweight; swing 


DISSTON DIVISION 


a 

m Pree | 
ee. 

i us 


H.K.PORTER COMPANY, INC. 


DIVISIONS: Connors Steel, Deita-Star Electric, Disston, Forge and Fittings, Leschen Wire Rope, 
Mouldings, National Electric, Refractories, Riverside-Alloy Metal, Thermoid, Vulcan-Kidd Steel, 
H. K. Porter Company (Canada) Ltd. 


Want more facts? Circle 145, p. 75 
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a carton. Retails for 49¢. Never- 
Fail Mfg. Co., Dept. HA, Box 987, 
Portland 7, Ore. 


Item 29 


Heavy-duty wrench series 


Here’s a new line of drop-forged, 
plated and polished heavy - duty 

















wrenches known as the Vichek 
Vega series. They are offered in 11 
open end sizes from \% to 1 in.; 
12 combination sizes, % to 1 1/16 
in.; and 6 box sizes, % to 1 in. 
Wrenches are assembled in four 
compact displays. Vichek Tool Co.., 
Dept. HA, 3000 E. 87th St., Cleve- 
land, Ohio. 


Item 30 


Revolving umbrella display 
Here’s an eye-catching revolving 
umbrella 6 ft in diameter, for pro- 
motion of Cosco household products. 
It can be set up or taken down in 
five minutes, Vari-colored canvas 
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panels highlight the umbrella which 
can be set at two heights, for win- 
dow or floor display. The turn- 
table plugs into conventional 110- 


LYSCR 


WELK 
5 


volt outlets. Rubber-tipped leveling 
legs fold out to prevent tipping. 
These displays are available on a 
free rental basis. Hamilton Cosco, 
Inc., Dept. HA, Columbus, Ind. 


Item 31 


Toy pool-sandbox-cabana 


Youngsters and their parents will 
want this compact Sand-E-Wade 
Cabana for its variety of uses as 
a wading pool, sandbox, boating 
pond or shaded play area. It comes 
with two wooden seats and vinyl 


canopy. A removable plug aids 
draining the 6 in. deep tub. The 
canopy can be staked to the ground 
with wooden pegs (included). 
When assembled it measures 40 x 
39 x 41 in. Packed one set to a 
carton. American Metal Specialties 
Corp., Dept. HA, Jacksonville Rd., 
Hatboro, Pa. 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


ltem 32 


Wax-polish and free sponge 
Eveready New Look car polish 
comes with a free sponge on each 
can and will appeal to home and 
car owners. The new product cleans, 
waxes, polishes and protects auto- 
mobiles, home appliances, ceramic 
tile, metal and enameled surfaces. 
Comes pre-packed with 12, 12- 
oz cans in a ready-to-use display. 
Suggested retail price is $1.29 per 
can and dealer gets 1 can free with 


eae Y 
(cus " 


purchase of 11. National Carbon 
Co., Div. Union Carbide Corp., 
Dept. HA, 585 Fifth Ave., New 
York 17, N. Y. 


Item 33 


Door and drawer knob heart 


Homemakers who like early 
American styling will want these 
new cabinet door and drawer knobs 
featuring a hammered heart set in 
the bowl of a 2-in. concave knob. 
The Ajax Early American Heart 





ITEM NUMBER ON FREE POSTCARD, P. 75 


Knob is available in antique cop- 
per, dull black and polished brass 
finishes. The copper and brass fin- 
ishes are coated with clear baked 
enamel. Ajax Hardware Corp., 
Dept. HA, 4355 Valley Blvd., Los 
Angeles 32, Calif. 


Item 34 


Seamless chrome canisters 


Homemakers will be traffic for 
this seamless chrome canister set. 
The Crystal Ball set consists of 
four containers, one each for flour, 
sugar, coffee and tea. They are 
made of heavy gauge metal. Can- 
isters and lids are finished in 
chrome and lids have a Lucite top 


knob. This set (shown) retails for 
$10.75 in the East. Everedy Co., 
Inc., Dept. HA, 4 East St., Fred- 
erick, Md. 


Item 35 


5 enamel finishes, colors 


Two new finishes and three new 
colors have been added to the line 
of Jet-Dri paints, a 15-minute 
drying enamel. International blue, 
Chinese red and Autumn brown 
are the colors added to the 18 pre- 
viously available. Semi-gloss white 
and satin-finish clear are the new 
finishes. All items retain quick-dry, 
even spread and high hiding char- 
acteristics of the line. Consolidated 
Chemical & Paint Mfg. Co., Dept. 
HA, 456 Driggs Ave., Brooklyn, 
| > # 


Item 36 


3 colors in fish lure line 


Three color treatments, silver- 
plate, goldplate and coach dog, have 


( SILVERPLATE 


= % ~ ; 


— ~ GOLDPLATE 


ai 


™~ COACH DOG 


been added to the 1959 line of Helin 
Flatfish lures. Silverplate and gold- 
plate are shining silver and gold 
respectively. Coach dog is white 
with black spots on upper surface 
with belly of yellow and red, and 
partially spotted. These colors are 
available in every Flatfish model. 
Helin Tackle Co., Dept. HA, 4099 
Beaufait St., Detroit 7, Mich. 


Item 37 
8-shelf sandpaper display 


Less than 1 sq ft of counter 
space is needed for this new 


8-shelf display rack that helps you 
merchandise sheets of Bear sand- 
paper. The sandpaper can be seen 
from all sides of the rack. It is 
shipped completely assembled, with 
stickers for noting price, grit and 
size. A four-color metal sign is at- 


tached to the front of the extra- 
strong steel wire unit. Two loops 
are provided on the rack to permit 
hanging from a wall. Behr-Man- 
ning Co., Div., Norton Co., Dept. 
HA, Troy, N. Y. 


Item 38 


Polyethylene downspout kit 
Here’s a black polyethylene down- 

spout extension to carry rain from 

downspouts away from building 


foundations. It is 66 in. long, 8 in. 
in diameter and made with a re- 
inforced neck where a ring collar 
connects the tubing with the down- 
spout. The Rain-X-It is perforated 
to allow the water to soak into the 
ground or run off. Kits are shipped 


in units of 24 envelopes, 12 each in 
two counter-display cartons. Arvey 
Corp., Dept. HA, 3462 N. Kimball 
Ave., Chicago 6, Ill. 


Item 39 


Aluminum pie plate-carrier 


Your women customers will ap- 
preciate this easy way to carry 
pies to picnics. This wide-rimmed 
pie pan has a channel for catching 
overflowing juice while baking. It 
is made of aluminum with a trans- 
parent styrene cover, heats evenly 
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famous for top-selling, fast-moving 
Hawaiian Wiggiers®, Hula Popper®, Jitterbug® 


2 NEW SPINNING LURES 
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HUM-BUG? ~~ 


Bass actually hear and strike at 
its hum! Special willow leaf spinner 
vibrates for noise. Won’t snag. 4, *%, 
4g oz.—4 colors. Packed 12 on Dzis- 
play Card. Retail—85c each. 


,g5%) BOD, 


BUSY BODY® ~~ 


Sparkling action hooks more fish! 
Pin-point control. Sinking time sets 
depth. ”&, %, & oz.—4 colors. 
Packed 12 on Display Card. 

Retail 


75¢e each. 


VAAVA) 


* 


SEE YOUR JOBBER TODAY! 


Hard Hitting ADVERTISING SUP- 
PORT stimulates sales, helps make 


even greater profits for you. 


Write for FREE COLOR CATALOG on 


nbogadst 


“BAIT OF CHAMPIONS” 


FRED ARBOGAST COMPANY, INC. | 


Dept. HA, 313 W. North St., Akron 3, Ohio 


Want more facts? Circle 146 p. 75 
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and servings lift out readily. Re- 
tails for $2. Enterprise Aluminum 
Co., Dept. HA, Columbus Heigiits, 
Massillon, Ohio. 


Item 40 


Orange juice set bin pack 


Plas-Tex’s orange juice set bin 
pack holds 5 doz sets in a 26x 19x 


56 in. space. The set has a 114 qt 
decanter and 6 juice size tumblers 
in orange with white. The sets are 
individually packed in a poly bag. 
They retail for $1.59 each. Other 
bin pack displays hold 10 doz 1%4 
qt leck-top decanters, 5 doz 2% qt 
pitchers and 12 doz Pop-It ice cube 
trays. Plas-Tex Corp., Dept. HA, 
2525 Military Ave., Los Angeles 64, 
Calif. 


Item 41 
Masking tape with cutter 


LePage’s masking tape now has 
a built-in tape cutter for easier use. 


The new packages are square with 
the center cut out for firm finger 
grasp while using the tape. Comes 
in three sizes: 34 in. x 300 in., re- 
tailing at 35¢; 1% in. x 300 in., 
at 79¢; and % in. x 90 ft, at 98¢. 
Display shown holds 1 doz rolls. 
The cutter is also available in the 
freezer tape in two sizes, 35¢ and 
98¢. LePage’s Inc., Dept. HA, U. 
S. Highway #1, New Brunswick, 
N. J. 


Item 42 
Skin-packaged hex key set 


Upland hex keys now are pack- 
aged in improved heavy-duty skin 
packaging. This T7-piece plated 
standard hex key set comes in 


sizes 5/64 to 14 in. inclusive. It is 
priced at 37¢ per set retail. Up- 
land Industries, Inc., Dept. HA, 
115 Sixth St., Upland, Pa. 


Item 43 


New spray paint packages 

Five colors have been added to 
the aerosol Dupli-Color spray line 
of enamel and lacquer decorator 
colors, now packed in redesigned 
pink and black lithographed cans. 
A new large color coded cap carries 
color name and stock number. The 
new colors are light gray, cerulean 
blue, peacock green, shell beige and 
black hot rod primer. This line 
comes in a 12 oz can (shown) and 
6 and 16 oz cans with counter and 








floor stand merchandisers. J)upli- 
Color Products Co., Dept. HA, 2440 
S. Michigan Ave., Chicago 16, Ill. 


Item 44 


Multi-purpose closet rod 


This closet rod, called Closet 
Valet, spaces clothes in the closet 
and eliminates wrinkles. It is 
easily installed by screwing it to 
the bottom of the shelf, strength- 
ening the shelf. This rod can be 
used for storing tools, garden 
equipment, kitchen utensils, 
brooms and brushes. It is made of 
steel, with an electro-plated finish. 
The rod is offered in 24 and 36 in. 


sizes, which can be used singly or 
in combination to fit closets. Leigh 
Building Products, Div., Air Con- 
trol Products, Inc., Dept. HA, 
Coopersville, Mich. 


Item 45 


Rotary mower grass catcher 
Perfection’s Universal Jet-Pack 
grass catcher will fit 85 percent of 
all front and side ejecting rotary 
power mowers without drilling 
holes to attach bracket. It is held 
rigid by three-point suspension. 
The catcher tightly packs mulched 




















How Proto’s SD-11 
Supermart Builds 
Your Business 


Proto’s SD-11 Supermart displays 
313 different tools, answering 
almost every service need. 

The SD-11 makes you “Tool Head- 
quarters’’— gives your customers 
313 high-quality reasons to 

buy not only the finest in hand 
tools, but everything else 


you carry. 


Proto’s SD-11 pays for itself 
while it sells for you. Call your 
Proto Wholesaler for the liberal, 


90-day, Pay-As-You-Go Plan. 


HEADQUARTERS FOR TOOLS 


Merchandising Kit supplied with each 
SD-11 includes: Catalogs, Streamers, 
Dealer Ads, and many other free 


.) = promotion helps. 
Above shows 360° selling surface of SD-11. 


Division oF 


2213 Santa Fe Ave., Los Angeles 54, Calif. 
513 Allen St., Jamestown, N. Y. 
1713 Oxford East, London, Ont., Canada 


PROTO«TOOLS 


PROFESSIONA yuauty TOois 
Want more facts? Circle 147, p. 75 


HARDWARE AGE, April 9, 1959 © 85 





BUYING CHECK LIST 


Want more details? Just circle item number on p. 75 


leaves for the compost pile. The 
body design is streamlined for less 
space displacement. Perfection 
Mfg. Co., Dept. HA, 2701 N. Lef- 
fingwell Ave., St. Louis, Mo. 


Item 46 


Catalog on gun equipment 


Lyman’s Products for Shooters 
catalog will help sell metallic sights, 
scopes, shotgun chokes and reload- 
ing equipment. The 20-page catalog 
contains charts outlining the best 
metallic sight combinations accord- 
ing to types of guns or kinds of 
shooting. Reloading operations are 
outlined in another chart. Lyman 
Gun Sight Corp., Dept. HA, Middle- 
field, Conn. 


Item 47 


Multi-purpose lubricant 


Housewives, mechanics, home 
handy men and sportsmen will be 
traffic for E-Z Glide Spray-Lube, a 
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multi-purpose product that lubri- 
cates, preserves and waterproofs. It 
lubricates machinery, mowers and 
zippers. This product preserves 
and waterproofs luggage and auto 
seat covers. It can be used to treat 
skis, toboggans, guns and reels. 
Packaged in display shipper in 6 
and 16 oz. sizes. H. Forsberg Co., 
Dept. HA, 5103 Lakeside Ave., 
Cleveland 14, O. 


Item 48 


Improved chisels, punches 


Improved Pro-Tecto-Hed chisels 
and punches feature a raised up- 
set head which resists mushroom- 
ing and chipping, allowing greater 
safety and longer life. These tools 
are trip-hammer forged from spe- 
cial analysis steel. This line of 


tools is tested for hardness and 
toughness. Cincinnati Tool Co., 
Dept. HA, 1961 Waverly Ave., Cin- 
cinnati 12, Ohio. 


Item 49 


Improved toilet seat hinges 


Marlex rigid polyethylene has re- 
placed the metal bar hinge in the 
newest models of Church toilet sets. 
This hinge has built-in color that 
matches the wide color range of 
standard bathroom fixtures. The 
hinge is rust free, chip and crack- 
proof. It is resistant to chemicals, 
corrosion and is non-toxic and dur- 
able. C. F. Church Div., American- 
Standard, Dept. HA, PO Box 471, 
Holyoke, Mass. 


Item 50 


Drain, grease trap cleaner 


DC-1 is an inexpensive chemical 
which opens up small grease traps 
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with not over a three gal capacity. 
It eliminates stoppages in drain 
pipes within 15 minutes after the 
use of a pint. DC-1 deodorizes 
and eliminates rodding out drains. 
Comes in a pint bottle, competi- 
tively-priced and packed 12 per 
case. Sanivan Laboratories Inc., 
Dept. HA, 5129 “F” St., Philadel- 
phia 24, Pa. 


Item 51 


Vinyl-aluminum screening 


If you are in a seacoast area Vin- 
alume insect screening, with high 
weather resistance and corrosion 
protection, will be a high traffic 
item. This screening is easy to keep 
clean. Made of aluminum and vinyl, 
it does not collect static electricity. 
Retains maximum visibility and 
ventilation when exposed to smoky 
or smog-laden air. Available in 100 
ft or mill length rolls in standard 
screening widths in an 18 x 14 
mesh. New York Wire Cloth Co., 
Dept. HA, 441 E. Market St., 
York, Pa. 


Item 52 


Hidden interior door closer 


Hid-n-Rail, a concealed door 
closer for interior doors, is mor- 
tised in one location regardless of 
the degree of door opening. It is 
available also for surface mounting 
with an attractive wrought cover. 
Two lengths of arms provide open- 
ings up to 180°. Hid-n-Rail has a 
large expansion chamber, unit oil 
seal and controllable back-check. 























If you want to sell housewares, go where every page is full 
of ideas that sell: Better Homes & Gardens, the family 
idea magazine. It’s impossible to go through any issue of 
Better Homes & Gardens without finding hundreds of ideas 
that sell housewares, directly or indirectly. How do BH&G 
reader households compare with the U.S. average in adopt- 
ing new housewares ideas’? For instance: more than one out 
of five BH&G readers live in households owning an electric 


deep fat fryer — and that’s 62% above the U.S. average! 


During the year 13 of America reads 


eller: Homes .. the family 


and — 


idea magazine 


Want more fects? Circle 148, p. 75 
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SELIS ITSELF : 


¢ Quality + Craftsmanship 
«Dependable Service & Delivery 


FOR TOP VOLUME & PROFIT 
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! No. 80 9-Pc. DE LUXE 
FRUITWOOD SALAD SET 
(Includes No. 109 Peppermill Set) 


= 


| 
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PEPPERMILL SET 
Laminated ebony and mist-finish 
fruitwoods 


| 
| 
| 
| 


| 











No. 103 TOWER SALT & PEPPER 
SHAKER SET 
Mist-finish fruitwood with brass ring trim 


WOODPECKER 
WOODWARE 


6606 TENTH AVE., LOS ANGELES 43, CALIFORNI 


| 
| , No. 139 ZEBRA 


Want more facts? Circle 149, p. 75 
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It can be concealed in 134 in. doors, 
surface-mounted or installed in 
1%, in. doors and concealed with 
trim plates. P. & F. Corbin, Dept. 
HA, 102 Washington St., New Brit- 
ain, Conn. 


Item 53 


Window filter-ventilator 
Safeguard’s window filter-venti- 
lator for warm weather use, filters 
out pollen and up to 70 percent of 
dust and dirt. The unit functions 
as a regular ventilator when not 
used as an exhaust fan. It is 13 
in. deep and all aluminum. Comes 


packaged in a rack-type polyethy- 
lene bag. List price is $3.98. Safe- 
guard Corp., Dept. HA, Lansdale, 
Pa. 


Item 54 


50¢ window sash painter 

The Immie window sash painter 
is a tool that paints window sashes 
quickly, without paint smear on the 


glass. A metal handle is attached 
to a soft, mohair-coated plastic pad 
which compresses behind a guard 
edge. The window sash painter re- 
tails for 50¢. A companion item, 
the Immie Paint edger, for walls, 


ceilings and baseboards sells for 
70¢. Both items higher West. /mmie 
Corp., Dept. HA, 2105 N. Goodman 
St., Rochester 21, N. Y. 


Item 55 


Submersible pump models 

The Peerless Dynamatic, is a cen- 
trifugal type submersible pump and 
comes in %, 34, 1%, 2 and 3 hp. 
This line is recommended for wells 
up to 440 ft deep. It can deliver 
2010 gph from shallower settings. 
Its pump motor is automatically 
controlled by pressure switch. The 
Peerless Dynafio, a positive dis- 
placement pump, is now available 
in 2 and 3 hp models in addition to 
four smaller sizes. Peerless Pump 
Div., Food Machinery & Chemical 
Corp., Dept. HA, 301 West Ave. 26 
Los Angeles 31, Calif. 


, 


Item 56 


New overhead door closer 

The Yale “33” overhead, surface- 
applied hydraulic door closer can 
be adapted to three different clos- 
ing requirements. It simplifies in- 
ventory and installation and ser- 
vice. It is universal and may be 
used on doors of either hand with- 
out mechanical change. Can be used 





with standard, top jamb, corner 
bracket or parallel arm application. 
Has a two-speed closing control. 
Yale & Towne Mfg. Co., Dept. HA, 
11 S. Broadway, White Plains, 
N. 2. 


Item 57 


Binoculer with ray filter 


Bushnell’s Custom 7 x 35 mm 
binocular will appeal to sportsmen 
and spectators who wear eyeglasses 
as 124 percent more viewing area 
is provided with retractable eye- 
cups. This feature converts for 
non-eyeglass wearers. Permanent 


eye protection is provided against 
ultra-violet rays reflected from 
sand, snow and water surfaces with 
special filters. Lists for $89.50 in- 
cluding leather case. D. P. Bush- 
nell & Co., Dept. HA, 41 E. Green 
St., Pasadena, Calif. 


Item 58 


Matched glassware trio set 

This Golden Fruit pattern table 
trio set includes four each of 15-0z 
multi-purpose bowls, 10-oz bever- 
age and 6-0z juice glasses. The 
matching classic-swirl design items 
are decorated with a 22 k gold and 








ANNOUNCING BOONTONWARE'S 


OPEN STOCK 


PROMOTION 


New Pieces Bring Back Boontonware Owners 
For Open Stock Sales At Full Profit! 


Now! A complete assortment of new open stock and 
service pieces to follow the smash-success of the 1959-1 
Promotion. Participating dealers can cash-in on the 
momentum created in the January, February and March 
sale with the new, Spring Open Stock Harvest, again 
receiving exciting sales aids including full color consumer 
mailers. They’re bound to harvest profit because it’s a proven 
fact: open stock sales equal in dollars the sale of sets! 
Thousands of Boontonware owners are logical customers 
for open stock and service pieces. Order now, 
and join in the Open Stock Harvest. 

Killarney (top panel), Westfield (center panel), Pineland (bottom panel) 

New 16 pc. Starter Sets—$16.95 


Guaranteed Against Breakage. 


conton Ware 


finest of all melamine dinnerware 


BOONTON MOLDING CO., BOONTON, N. J. 
Want more facts? Circle 150, p. 75 
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orange color fruit pattern. Pack- 
aged in brightly imprinted corru- 
gated gift mailers. Each 12-pc set 
is priced to retail for about $5. 
Libbey Glass Div., Owen-lIllinois 
Glass Co., Dept. HA, 14th & Adams 
St.,. P. O. Box 1035, Toledo, Ohio. 


Item 59 


Charcoal fire starter tool 


Outdoor cooks will be heavy traf- 
fic for Androck’s fire starter. This 


tool starts charcoal fires in bra- 
ziers, outdoor grills or fireplaces by 
creating a chimney draft on metal 
bottom stoves. It is a black steel 
cylinder 6% in. in diameter and 10 
in. high. Washburn Co., Dept. HA, 
28 Union St., Worcester 8, Mass. 


Item 60 


Pencil soldering iron ground 
Hexacon pencil soldering irons 
are now available with a 3-wire 
ground connection. New terminal 
design makes this safety feature 
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useable on miniature pencil irons. 
Irons are guaranteed safe for 
printed or transistorized circuits. 
Pencil irons are available for tip 
temperatures of 550° to 1050°F; 


1/16, 4%, 3/16 or % in. diameter 
tips in copper or longlife. Hexacon 
Electric Co., Dept. HA, 170 West 
Clay Ave., Roselle Park, N. J. 


Item 61 
Polyethylene film dispenser 


Here is a compact unit for the 
sale of low cost polyethylene film by 
the yard. This display for Ger-Pak 
Tid-Cov’r film, allows lengths of the 
film to be cut to individual order. 
It features a folding method that 
permits wide width polyethylene 


covering to be dispensed from nar- 
row width cartons. Six ft wide 
Tidy-Cov’r fits into a carton 21 in. 
wide, while the 10 ft width is avail- 
able in a 33 in. wide carton. Gering 
Products, Inc., Dept. HA, N. 
Seventh St. and Monroe Ave., Ken- 
ilworth, N. J. 


Item 62 


Plastic drain-sewer pipe 


The Cresline-DS plastic drain 
and sewer pipe will withstand traf- 
fic tremors and freezing or thaw- 
ing conditions. This pipe combines 
toughness and flexibility. It is eco- 
nomical and easy to handle. Comes 
in 10 ft lengths. The pipe is guar- 
anteed to be root, moisture and 
corrosionproof. Crescent Plastics, 
Inc., Dept. HA, 955 Diamond Ave., 
Evansville, Ill. 


Item 63 


Indoor-outdoor picnic grill 

This Parker -Gaines Picnigrill 
features outdoor and indoor utility. 
It is handy for fireplace barbequ- 
ing. The nickle-plated grill has a 
full 10 x 14 in. cooking area. It 
comes individually boxed in an at- 








tractive carry carton mailer. Re- 
tails for $3.50. Parker - Gaines, 
Dept. HA, 38-06 31st St., Long Is- 
land City, N. Y. 


Item 64 


Motorboat vest for adults 
Boating enthusiasts will be 

heavy traffic for this new adult mo- 

torboat vest containing unicellular 





IT PAYS TO STANDARDIZE ON STANSCREW 


Machine Bolts and Carriage Bolts Now 
Produced to Stanscrew Quality Standards 


Now ... hardware wholesalers are offering to dealers 
all across the country new Stanscrew machine and 
carriage bolts. These fasteners are produced to the 
same standards of precision and uniformity which ATTENTION, WHOLESALERS 
have made Stanscrew a leading supplier of industrial 
fasteners for over 80 years .. . and they are avail- 
able at the same price as ordinary machine and screws machine ane tite note to 
carriage bolts. your dealers . . . wire, write, or call today 


Clean, sharp threads . . . exact dimensions. . . for complete information. Stanscrew’s ex- 
the smooth oval heads and square corners of the tremely quick delivery schedules and com- 
carriage bolts . . . all are unmistakable hallmarks of petitive prices will come as a pleasant 
the superior quality which the progressive hard- 
ware dealer extends to his customers in every line 
he carries. Call your Stanscrew wholesaler today 
for complete information. 


If you are not already supplying Stan- 


surprise. 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HIMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Beliwood, lilinois 


Want more facts? Circle 151, p. 75 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 75 


plastic foam. It is made of Jeans 
Cloth outer covering. A front clo- 
sure of harness snaps, dee rings and 
tie tapes assures a safe and tight 
fit. Comes in bright orange. The 
vest keeps the wearer’s head and 
face out of the water. Also comes 
in a child’s model. American Pad 
& Textile Co., Dept. HA, S. Wash- 
ington St., Greenfield, Ohio. 


Item 65 


Lawn aerating cttachment 


Homeowners who wish to aerate 
their lawns will want these bars 


to attach to their lawn rollers. These 
bars perforate the soil to allow 
water, seed and fertilizer to go 
beneath the surface. They are all 
steel and made in two sections, 
bolted in the center for length ad- 
justment. A set of eight bars for 
14 in. diameter rollers lists at 
$8.20; 10 bars for 18 in. diameters 
lists at $10.25 and 12 bars for 24 
in. diameters at $12. Jackson Mfq. 
Co., Dept. HA, PO Box 9, Harris- 
burg, Pa. 


Item 66 


Mower blade housing cleaner 


The Roto-Kleen nozzle is an 
item that can be tied in with rotary 
power lawn mower sales or rentals. 
Mud and grass cuttings within the 
blade housing can be removed by in- 
stalling the nozzle through the 
blade housing and connecting it 
to a garden hose. As the mower 
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idles the force of the water does 
a quick and thorough cleaning job. 
Solder-Craft Inc., Dept. HA, 503 
Amelia St., Plymouth, Mich. 


Item 67 


Rustproof aluminum signs 

The Futura line of 30 popular 
signs are made of lightweight alu- 
minum with a long-lasting coat of 
baked enamel. These signs are rust- 
proof and can be damp-cloth 
cleaned. Each sign is embossed with 


two holes for mounting. The signs 
retail for 50¢ each. Hy-Ko Products 
Co., Dept. HA, 6813 Wade Park 
Ave, Cleveland 13, Ohio. 


Item 68 


Lightweight animal trap 

The body-gripping Victor Coni- 
bear trap is now available in larger 
sizes for trapping beaver, otter and 
other animals of similar size. No. 
330 is a double spring model with 
jaws approximately 10 x 10 in. Each 


trap has a built-in safety setting 
device and a 19 in. chain and se- 
curing ring. It is lightweight and 
folds flat for compact carrying. Re- 
tail price is about $8.75 each. Ani- 
mal Trap Co. of America, Dept. 
HA, Locust St., Lititz, Pa. 


Item 69 
Nickel-plated call bells 


Here is a line of brightly nickel- 
plated call bells with antique satin 


black bases. These bells can be 
used in the recreation room, 
kitchen or sick room. They are 
also useful in schools, hotels, res- 
taurants, clubs and stores. Sug- 
gested retail prices from 59¢ to 
$1.89. Bevin Bros. Mfg. Co., Dept. 
HA, East Hampton, Conn. 


Razor-sharp kitchen knife 

Robeson’s razor-sharp Flame 
Edge household knife was described 
in the Feb. 12 issue as having a 
lg in. carving size, actually this 
knife is 8 in. long. The knife has a 
black Shur Wood plastic-impreg- 
nated birch veneer handle to match 
modern cookware. Retails for about 
$4.95. Robeson Cutlery Co. 
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NEW GAME! 


Who makes 
a jeweled-movement 
scale—the only U.S. bath scale 
chosen for display at 
the Brussels Fair? 


Who has 
the only 
light-up dial in the 
bath scale 
industry? 


Who revolutionized 
the bath scale industry 
by making the first scale 
that weighs accurately 
anywhere... even on rugs? 


Who brought 
out a new matching 
hamper line 
that became a 
sensation almost 

overnight? 


Look inside for the answer! 








YOUR ANSWER FOR EXTRA PRO 


Color coordinated Counselor Hamp 


Counselor again sets the pace with a beautiful new 
hamper line and a new kind of matching bath scale. 
Ensemble displays of these new Counselor Match- 
Mates offer you an unusual profit potential ... an 
opportunity to at least double every sale you make! 


ABOUT THE HAMPERS: Because toc 
they used to be, Counselor designed this r 
equally at home in bedroom or bath. The 
hamper and waste basket are enhance 
covering of smart new linear design. The 


THE BREARLEY COMPANY * ROCKFORD, 
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SJFITS: NEW ENSEMBLE SELLING! 


pers, Bath Accessories, and Scales 


» today’s bathrooms are not as spacious as ABOUT THE SCALE: This Citation 500 bath 
is new hamper line so each piece would be scale is brand new inside and out. It weighs 
he graceful lines of the hamper, hassock- as accurately on a bedroom rug as it does ona 
nced by luxurious taffeta-finished vinyl bathroom floor. Stylized handle adds to the beauty 
hey are the sturdiest hampers ever made. and utility of the handsome new Citation. $8.95" 


>, ILLINOIS Wor/d’s Largest Producer of Bath Scales! 


7 nl 
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THERE IS A DIFFERENCE IN 


Namper construction 
| 


Only Counselor Hampers have 
twin stabilizing rings at the top and 
bottom of the all metal body. 
These rings eliminate wobbling... 
make Counselor Hampers strong 
enough to support 300 pounds! 
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THERE IS A DIFFERENCE IN 


bath scale springs 


The shortest spring with the least 
stretch gives the greatest accuracy. 
Counselor has the shortest spring in 
the industry. This famous spring now 
has a new direct-ceiter weighing 

pin which makes possible perfect 
accuracy, even on rugs. 


> 








CAIN 
Gilli 


ORDINARY SPRING COUNSELOR SPRING 


PIONEER IN PLUS-FEATURE SCALES 





7 
VA $20.00" 





$11.95" cn $7.95* 





CLASSIC 1000 


The only bath scale with a Swiss 
jeweled precision movement for 
unerring accuracy. 


*Slightly higher Far West 


ELECTRA SOS 
Exclusive easy-reading dial 
lights up automatically when 
you step on the scale. 


CENTURY 900 


Slim sheer styling with quilted 
viny! surface; weighs accurately 
on smooth or uneven surtaces. 





VALUE LEADER 222 

Counselor lifetime quality, de- 
pendable accuracy and trim, slim 
styling at a slim attractive price. 





& 
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WESTCLOX SPRING 
TV ADVERTISING: 


SUNDAY, APRIL 26 
Six big weeks of 4 it 


- “ top rated Monday evening , ot Lou 


network TV show! 
season’s biggest, brightest “‘live”’ 


Starting April 13. 
L_ CBS tv i TV musicai— full CBS-TV Network! 
FUL - 


ENSATIONAL 
A FOR Ss Sa 
LES / 


















































NETWORK © STARRING 
WESTCLOX XTAB HUNTER *JANE POWELL 
selling | WALTER PIDGEON *JEANNE CRAIN 
for you: ( *RETA SHAW *ED WYNN 
*¥ GEORGE special guest stac MYRNA LOY... 
t ma witt 


the star of the show! 


Feature items on these 
standout TV shows: 
4 new watch series 


Ballet Waterproof Automatic 
Coquette Shadow Thin Waterproof 


Electric Wall Clocks 


New Frill Copper Keywound Alarms 
New Alhambra Big and Baby Ben 
Orbit Baby Ben Sequin 
Deluxe Shelb 
Electric Alarm Clocks Penthouse y 


. Exclusive Drowse 
Dynamic 
Fortune 


Lace selling WESTCLOX to millions of 
, Sheraton viewers for ‘you . —— ETSY PALMER 


Order Now! Get ready for the Spring gift-buying rush. Mother’s Day! Father’s Day! Weddings! Graduations! 
Westclox PROVEN SELLING POWER will be working for you all through this important season! 


Travalarm 


WORLD’S LARGEST MANUFACTURER OF TIMEPIECES + WESTCLOX IS YOUR FULL PROFIT LINE! 


WESTCLOX 


MAKERS OF BIG BEN « DIVISION OF GENERAL TIME CORPORATION « LA SALLE- PERU, ILLINOIS 
< Want more facts? Circle 152, p. 75 Want more facts? Circle 153, p. 75 A 
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Sell these to 
EVERYBODY! 





EVERYBODY 


drinks water 


EVERYBODY 


wants a low-cost famous-make 
fountain in their 
iiis 


EVERYBODY 


will Duy one 
if you stock 





HAWS 


FOUNTAINETTE 


FAUCET ATTACHMENT 


The famous HAWS name (50 years of progress!) 
is a solid boost for this sanitary, fool-proof 
attachment that screws on home faucets and 
delivers a drinking stream at the flip of a 
lever. Two models—one for indoors, one for 
outdoors. Leaves faucets free for normal 
use. PRECISION MADE QUALITY UNITS, IN 
on PLATED BRASS...SOLID SELLERS 


INDOORS % 
$5.95 List 





FOUNTAINETTE-100 
—takes place of aerator; acts as smooth-fiow 
tip or drinking fountain. Fits most threaded 
faucets; adapters available for others. 


Sage 


OUTDOORS 
$7.35 List 





FOUNTAINETTE-200 
—screws on hose bibs, leaves faucet free for 
normal use. More than a ‘‘novelty’’— an es- 
tablished home-improvement specialty ! 


Put them out where the public can see them: 
they'll sell themselves. Six in handsome 
display carton. Write for details and the 
name of our nearest representative. 


1439 FOURTH STREET 
BERKELEY 10 
CALIFORNIA 





HAWS DRINKING FAUCET COMPANY 
Want more facts? Circle 154, p. 75 
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“40 Years of Hardware” 


Dear Editor: 

Just a line to thank you for the 
note in HARDWARE AGE last month 
(Jan. 29, p. 62) about my wanting 
to purchase a few copies of “Forty 
Years of Hardware.” 


I have been successful in 
securing three copies and wanted 
to thank you for your help. 

Yours very truly, 

A. J. Carson 

Vice president, sales 
Stratton & Terstegge Co. 
Louisville, Ky. 


Editor’s note: Glad to learn you 
obtained a copy. The book, “40 
Years of Hardware,” by Saunders 
Norvell, was originally published 
by HARDWARE AGE in 1924 and 
quickly became a classic of the 
trade. We periodically receive re- 
quests for a copy of this book, but 
our supply was exhausted many, 
many years ago. If any reader has 
a copy of this book he would be 
willing to sell, drop us a note about 
it. 


A term for 10 pack 
Dear Editor 


A few months ago I read in a 
hardware trade magazine that deci- 
mal pricing and packaging are be- 
ing accepted and the next step is 
in a standard order form (HA, Oct. 
23, p. 94). 

To accomplish this and to make 
decimal pricing work there must 
be some acceptable terminology 
which is universally accepted, short 
in word length, logical in deriva- 


Mr. Carson gets some good reading 


W hat would you call a 10 pack? 


tion, not easily confused with exist- 
ing terms either in writing or in 
speech, and easily abbreviated. 

I submit the word “dekem” to 
mean 10 as correspondingly dozen 
means 12. 

It is easily written on the type- 
writer. 

Yours truly, 
LeRoy A. Walker 

Walker’s Hardware 
Gibbon, Neb. 


Editor’s Note: Mr. Walker’s let- 
ter brings back memories of pro- 
posals made by wholesalers seeking 
a term for decimal packaging to 
take the place of the word dozen. 
HARDWARE AGE conducted a contest 
to determine the best name. The 
five most popular terms submitted 
were: 10 only, Tenpak, Xpak, Tens, 
Big Ten. 


> hardware packages win 


merchandising awards 


The 1959 carton competition 
sponsored by the Folding Paper 
Box Assn. of America produced 
five awards for hardware pack- 
ages. 

The award winning entries will 
be on display during April and 
May in 20 major cities under the 
auspices of local advertising and 
sales executive clubs. 


Boxmakers submitted samples 
of their products and award win- 
ners were selected by a panel of 
printing and packaging experts. 
The five awards in hardware, gen- 
eral merchandising superiority 
category, were: 


First award, hardware display, 














SELLING—and FAST! 


Cash in now on new Ridiid ‘SpreDWwine 


\ 


H 


“Guaranteed by > 
_ a 





Now, TWO Aidiid kaos Bom ies 
tables in ONE...(1) tapered table for 
ircning clothes, and (2) ‘‘squared-off”’ 
table for ironing flatwork! 


It happened when Rid-Jid first introduced an adjustable 
height table. It happened when Rid-Jid introduced 
Knee Room design. And now it’s happening again with 
Rid-Jid’s newest exclusive—the SpredWing design: 


Women are recognizing this feature as a 
most welcome problem-solver...and they’re 
taking Rid-Jid SpredWing ironing tables 
off sales floors at a record pace! 


Cash in now with fast sales of this most wanted ironing 
table in your store ...it’s value-priced for your cus- 
tomers, yet you get your regular profit margin. 


Retails at $4 62° 
Model No. 1 


(higher in Canada) 


Save $1.98 on Pad & Cover set, regularly $4.98, now only 
$3.00 when purchased with Spred Wing table. Sold only in 
combination at $19.95. 


As advertised in Ladies’ Home Journal, 
Good Housekeeping, Better Homes & Gardens and Bride’s. 


Ridfid SprevWine 


r 


if e4 
yy 

















Just turn handle... 
... table “spreads wings”’ for 
ideal flatwork ironing surface! 


Patents 
applied for on 


SPREDWING 


feature 





Just Introduced 
SPREDWING Adjustable Table 


@ Sturdy chrome legs 
@ 12 height adjustments 
@ Non-slip rubber feet 
@ Finger-tip control 





£f2 i275 F7) 


@ Open mesh top 


only $4395 


Model No. 2 
thigher in Canada) 










Pad and cover only $3.00 
when purchased with table. 
Sold only in combination at 
$16.95 retail. 











Spring Park, Minn. ¢ Reading, Pa. 


For over 80 years creators of convenience in quality household products 
Want more facts? Circle 155, p. 75 
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THE J. R. CLARK COMPANY 








homes... . 


with Schlage 


LATCH 
PLATES 





5\/_'' x94 - 


“TASSEL unnowane 


the Supreme Grade of Hong Kong hardware 


ESCUTCHEONS 


73%" 


agen 
AYTILIP RE 
iS ‘ i 


dia. 8"' dia. 51/4''x8t/,"' 


HAND CAST SOLID POLISHED BRASS ESCUTCHEONS designed for the American 


. Ancient authentic Chinese motifs architecturally selected to enrich 


Lock knob). 


the doors of modern or traditional designs Acclaimed by leading architects 
Recommended by interior decorators (Escutcheons illustrated 


TASSEL CABINET HARDWARE 


DROP 
PULLS 


bd@ X2O God EEO pe Goo (> EES 


406-420 GRANT AVENUE 


HANDLES 
mae PATENT 


PENDING 





Our hardware is pre- 
cision hand made from 
heavy gauge brass sheets 
and rod stocks... . 
Generous amount of 
brass is allowed for cast 
items. Each component 
piece is hand buffed to 
a beautiful lustre . : 
Designed by our archi- 
tectural engineering 
staff to meet the in- 
creasing demand for au- 
thentic Chinese interior 
trims. Our line includes 
hinges, hasps, push 
plates, cabinet trims, 
switch plates, towel 
bars and rings, ivory 
inlaid jewel hardware, 
and many others. 

Stocked in San Francisco 
for fast shipments. 
Write for your catalog. 











City of Hankow Tassel Company 


Since 1915 
SAN FRANCISCO 8, CALIF. 








Want more facts? Circle 156, p. 75 
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J. Wiss & Sons, Inc., Newark, N. J. 
The boxmaker was Sample Durick 
Co., Chicopee, Mass. 

Merit awards, kitchen tool, Ekco 
Products Co., Chicago; baking set, 
Corning Glass Works, Corning, 
N. Y.; coiled appliance cord, Es- 
sex Wire Corp., Fort Wayne, Ind.; 
bits and chisels, Greenlee Tool Co., 
Div. of Greenlee Bros. Co., Rock- 


ford, Ill. 


Hardware display package of J. Wiss 
& Sons Co. winner of first award for 
merchandising superiority in folding 
paper box association competition. 


a yom peymrk 
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Sliding panels boost 
= 
paint section sales 


Sliding perforated wall panels 
mounted by rollers to an overhead 
track added 50 percent to the wall 
display in a paint department. 

These panels are used to display 
brushes, color charts, scrapers, and 
artists’ supplies. When a salesman 
wants to select a can of paint under 
one of the panels he slides that 
unit aside. 

Salesmen are instructed not to 
leave a panel over any impulse sec- 
tion. 


Utility bill collection 
station builds traffic 


If you arrange with your gas, 
electric or phone company to be 
bill collection stations you will pull 
in heavier traffic into your store. 

These collection stations work 
better when located in the rear of 
the store. Customers walk through 
the entire store, exposed to mer- 
chandise in many departments. 

Utility bills fall due on different 
dates of the months, so the agency 
will attract the same customers 
several times each month. 





IT PAYS TO “SELL UP” 


‘TO THE Red Breas? 


Quick turnover on Oxco’s Red Breast Whisk 
Broom at 69¢ makes it well worth your while 
to sell up to this genuine palmetto whisk. Its 
after whisk—and its 





uniform qu 
untold uses around the home, workshop, car or 
office make it a brush that appeals to any and all 
of your customers, male or female. Sure-fire 
evidence of its popularity is the fact that custom- 
ers all over America purchase almost 1,000,000 
Red Breast whisks each year! Check your stock 
right now on this nationally advertised whisk, 
then... SEE YOUR JOBBER! 





oXCo 


OX FIBRE BRUSH COMPANY, INC. 
preoernicx <elebiished /S§¢$ MARYLAND 








oe 








GOOD DISPLAY 
Malet dé dag 


CLEANING 
SUPPLIES Cw) 


Trowseait BUSHES 4 




















Display the fast-moving Red Breast on either 
of Oxco’s attractive, modern and permanent- 
type displays—the No. 25 or the No. 12 
Household Brush Merchandisers. Order Red 
Breast from your Jobber packed one dozen 
to a carton, or, at a slightly higher price, one 
dozen to a printed display carton. 
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ANCHORGLASS GIFT SEIS 





w300/238 


4 pe. Splash-Proof Mixing Bowl Set with red 
Kitchen Aids decoration. Each set in a gift 
carton. 4 sets to a shipping carton. Wt. 37 Ibs. 
Set retails for about $3.49. Matching Range Set 
on right. 


wse96-G/13 9°," Milk White Egg Plate. 
B896-G/13 9°," Turquoise Blue Egg Plate. 
Both decorated in 22K gold. Each plate packed 
in an attractive gift box. 12 boxes to shipping 
carton. Wt. 24 Ibs. Retails for about $1.00. 


W300/244 


4 pe. Range Set with red and black Tulip Time 
decoration. Each set in a gift carton. 8 sets to 
a shipping carton. Wt. 19 lbs. Set retails for 
about $1.50. 
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W300/239 


4 pe. Range Set with red Kitchen Aids decoration. 
Each set in a gift carton. 8 sets to a shipping 
carton. Wt. 19 lbs. Set retails for about $1.50. 


Ww50-G/13 

1114” Milk White Divided Relish Dish. 
BS50-G/13 

11144” Turquoise Blue Divided Relish Dish. 


Both decorated in 22K gold. Each dish packed 
in attractive gift box. 12 boxes to shipping carton. 


Wt. 24 lbs. Retails for about $1.00. 


W300/243 
4 pe. Splash-Proof Mixing Bowl Set with red and 
black Tulip Time decoration. Each set in a gift 
carton. 4 sets to a shipping carton. Wt. 37 lbs. Set 


retails for about $3.49. Matching Range Set on left. 
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‘OR MOTHER'S DAY 





Your first choice 
for the second biggest 
gift occasion 


eeeeseee7ane7n5e@*eeegsGngtreee#ew#9neoe@e¢@e#e#@*e#ee#8§e 


There’s no time to waste if you want to cash 
in on the big profits these Anchorglass gift 
sets can bring you. They’re packed right, 
priced right to be Mother’s Day gift naturals. 


Six of these sets are packaged in attractive 
gift boxes. One set (W4600/9) comes in 
a gift box that doubles as a display box. 
All of them have the eye appeal that will 
make them high impulse items. 


So see your wholesale distributor right 
w4600/9 away. Show him this ad, and when he takes 
8 pe. Fleurette Snack Set. Four 6 oz. Milk-White your order, you know you'll be all set 

cups and four 11” x 6” Milk-White trays, all deco- 


rated in a colorful floral pattern. Each set packed to make extra profits during the second 


in attractive display style gift box. 6 sets to ship- ; £4 x . 
ping carton. Wt. 48 lbs. Set retails for about $3.00. biggest gilt buy ing ume of the — 


3 Qovey nomotionall, Now... more than ever... 


hit with CL notailor ANCHOR HOCKING GLASS CORPORATION 
LANCASTER, OHIO 
and, of cowre, 


Mothor;too ! 
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There’s Moore (Garry, that is)... and More 


for 59! 


More sales-getting promotions ...more 
aggressive advertising, including 
nighttime network TV!...more effective 
decorating helps—featuring a great 

new MAESTRO® COLOR PLANNER—will 
bring more customers into 

Pittsburgh Paint dealers’ stores. 


Y  eamneta and timely promotions of high-quality 
products—backed by hard-hitting advertising 
in Magazines, newspapers and on ‘T'V and radio— 
brought the greatest number of customers into 
dealers’ stores last year in Pittsburgh Paint history. 


@ And this year should be even bigger! There'll be 
more promotions. More powerful advertising in 
magazines, on radio and in newspapers, with dealers’ 
names listed at no charge. 


@ And for the first time, there’s network nighttime 
TV—the new GARRY MOORE show—with this great 
star’s convincing salesmanship reaching households 
in every dealer’s community. 


@ Besides, Pittsburgh Paint dealers now have avail- 
able for their customers the most complete color 
service in the industry. A new MAESTRO COLOR 
PLANNER, with thousands of color harmonies to 
choose from, has been added to the MAESTRO COLOR 
SELECTOR and the popular book, ‘““Modern Deco- 
rating Ideas.’’ Supplementing these is a complete 
line of color cards with large-size chips and helpful 
painting suggestions. 


@ Store identification signs, eye-compelling window 
displays, colorful streamers, banners and pen- 
nants identify dealers’ stores as Pittsburgh Paint 
headquarters. And a completely revised edition 
of the helpful Maintenance & Buying Guide 


PAINTS * GLASS =» 
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aids dealers to service customers more efficiently. 


@ This complete sales promotion and advertising 
program has been carefully planned to help Pitts- 
burgh Paint dealers get a bigger share of the 1959 
market. Now is the time to get on the bandwagon 
and cut yourself a bigger slice of the paint business 
in your community. 


PITTSBURGH PAINTS 


CHEMICALS -° 


BRUSHES + PLASTICS 


. Ome A Bw Y 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
Want more facts? Circle 159, p. 75 
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New pricing tickets . | ‘ ‘ an NOW, for the 


feature hi-lo control e & 


. @ 

These bin price-marking tickets| ~ 7 | fi I | 
have been designed by Shapleigh ee cg ) rs ime 
Hardware Co., St. Louis, Mo., ! . : 
wholesaler for dealer use in the oe 4 | | h 
Keen Kutter Stores Program. ee { anyw ere 

A feature of the tickets is no-| | 7 \ . 4 

<5 N . 4 


tation space for Hi. and Lo. stock 
amounts. Hi. stands for maximum 
amount of any item. Lo. means low 
or danger point for that item. 
There are many types of these 
tickets being supplied to dealers, 
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GYM SWING BEARINGS 
FOR THE 18 MILLION PLAY 
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but the majority of them specify 
maximum and minimum amounts 
of each item. The use of Hi.-Lo. 
designations has value in faster 
recognition of too much or too lit- 


At least 18 million of the 28 million play 
swings now in use need replacement bear- 
ings—for SAFETY! e Since their intro- 
duction last year, the phenominal sales 
success of WESSEL ball bearing gym 
swing sets proves that families every- 
where want to replace dangerous, rusty 


> Co) “ we ae SWINGS THAT NEED THEM NOW 


a gl Soe TE ! 

tle inventory. SS ee hangers | 
Shapleigh supplies the tickets , All around you .. . where ever swing-age 
pts tena appa children live . . . ready, PROFITABLE 
either pre-printed with prices or anne sales—extra profits—await you. Just 
blank spaced, for dealers to fill in i — show WESSEL gym swing ball bearings 
. nolan sae | ofS Cisse fe on your counter; display the sales-making 
their own price levels. se Sie OEE: window banner that comes in every car- 
ton; you'll sell WESSEL Gym Swing 

: Bearings fast. 

; cctrw wt Bh. OSES asi Wessel ball bearing gym swing sets are 
Bride registry with aS es Sie ee ee eee an 
an added sales angle wi colorfull pre-priced cards for self-service 


\ impulse buying. Two styles available. 
Most consumers think of a a we paren 1o aesist weaTeen” The #809 comes with thru-bolt and fas- 


bride’s registry as a means of keep GYM.-SWING BEARINGS sunvact rove tening cap. Both easily, quickly installed 
s registry as a means of keep- ° 6 


— _ qusty seams —both zinc plated to resist weather. 
ing track only of dinner and flat- (| EY, SWING « Stock both styles NOW for spring and 
ware patterns and pieces a bride \ ‘ ¢ SAFELY summer sales, Call your jobber, or write to 
wants. When friends buy indi- 5 _ Ye =e BEAR WESSEL HARDWARE CORP. 
vidual pieces of these patterns a | . | “hi 919-931 N. 5th St., Philadelphia 23, Pa. 
record is kept to avoid duplication In Canada: Geo. S. Hall Co. 25 Grenville. St., 
and to show others what items the Oa eA FOR YOU panente &- oun Hall & Reis, Inc., 165 Broadway, 
bride needs. win ras =n REPLACE NOR Eh 
An Iowa dealer invites brides-to- 

be to tell the firm about other types 
of housewares items they want for 


their new home. This gives the ag EL 
bride-to-be’s friends a wider range <i 


Want more facts? Circle 160, p. 75 > war-wHs70-159 “ai ncn mane oe rooses RDWARE 
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SALA BEARING 
ror You 
sarer, payer seanines NOW 





NOW HERE’S THE BIG NEWS... 


ORDER NOW FROM YOUR REGULAR 


SUPPLIER OF PLUMBING BRASS GOODS 


AUTOMATIC SPRAY SERVICE CENTER 


IF IT HAS A THUMB 
3 CONTROL, THESE 
y REPLACEMENTS FIT: 


DISH-QUIK: deluxe replace- 
ment, attaches to existing 
hose in place of any auto- 
matic spray. Dish-Quik suds, 
scrubs and rinses. 


RINSE-QUIK: standard re- 
placement, for rinsing only. 
Also replaces any automatic 
spray. Packed separately or 
with 4-foot hose. 


P g 


REPLACEMENT HOSES: 4-foot 
for deck-mount faucets, 30- 
inch for wall-mount faucets. 
All have universal adapter 
to fit all faucet connections. 


SPECIAL OFFER TO RETAILERS: 
Order this Bonus Display 
Pack! You get one extra 
Dish-Quik Replacement Unit 
free—an extra $9.95 profit! 
Includes Dish-Quik, Rinse- 
Quik and universal hoses, 
plus hose guides, Dish-Quik 
brushes and handy kit of 
automatic diverter replace- 
ments. Retail value: $51.10 





of items the bride wants in higher- 
priced and medium-priced ranges. 

The brides can make up the list 
themselves or have help from a 
member of the store staff. Custom- 
ers who know what they want to 
spend have a wide range of sugges- 
tions by checking the list of things 
that have already been bought for 
the bride and noting those not yet 
bought. 


Each paint customer is 
reminded of brush care 


Everytime a western firm sells 
a customer paint and a brush, care 
is taken to sell the idea that the 
brush must be cleaned after each 
use to preserve it. 

The dealer says, “Despite the 
fact that we always explain how 
to clean and take care of brushes, 
many amateur painters fail to 
heed our advice. 

“Each paint customer is asked, 
‘how is your brush?’ ”’ 

Many reply that it is hard and 
caked and that a new one is 
needed. 


Why toy displays should 
always show price cards 


If you serve a_ neighborhood 
trade be sure that your toy dis- 
plays have prices plainly marked. 

When your toy displays show 
prices on each item young and old 
customers have no doubt as to 
what an item will cost them. This 
saves the time of your staff. 

It also saves the customer from 
embarrassment, particularly 
youngsters with limited sums to 
spend. 


Fishing camp bulletins 
build store traffic 


A Florida dealer displays cards 
on a bulletin board on which fish- 
ing camp operators tell what is 
being caught and what is being 
used to catch it. 

The dealer gives a number of 
these camps a supply of self-ad- 
dressed cards. Operators send in 
the cards several times a week to 
let customers know what accom- 
modations are available and how 
the fish are biting. 


Want more facts ircle 161, p. 75 
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APRIL 23 THRU MAY 2 y 


WALL MOUNTS ATTACHES TO 
SEPARATELY, | CAN OPENER 
OR WALL BRACKET 


price of 








FREE COUNTER DISPLAY - ” Guaranteed by 
FREE WINDOW BANNER _ tilt Housekeeping 


a 


AS apveanistd Te 


FREE AD MATS ” top 


Order the No. 66 Deal now. Includes 6 No. 307WM, white enamel! 
Magnetic Can Openers, and 6 No. 107 Magnetic Bottle Openers 
Total retail value $17.88, less regular discounts. 


oFFPRs 
wii FIRST IN SALES FIRST IN VALUE! 


SWING-A-WAY MANUFACTURING CO. « 4100 BECK AVE. « ST. LOUIS 16, MO 


Want more facts? Circle 162, p. 75 
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e No Floats 
to adjust 


eRe Operation switchover: a line 


to foul up 


e No Water 


Level Worries 
with 


under par may need reloeation 





Before you hold a sale or think of marking 


\( 7 Ni ( O down an item or line, try switching the 


merchandise to a new spot on the sales floor. 





The ORIGINAL and Best Yet 


Submersible Pump 


EASIEST 


To Install 


Use the hide-away pump— 
KENCO—easily concealed below 
the floor, out of sight, out of the 
way. Just plug it in any 115-v. out- 
let, connect discharge pipe and it's 
ready to go—no tricky float ad- 
justing, no water level worries! 


Built-In Check Valve 


Exclusive with Kenco— eliminates 
extra installation expense often 
necessary with old-fashioned 
pumps. 


Won’t Flood Out! 


Completely submersible —all 
controls inside the pump—motor 
can't flood or burn out—has ther- 
mal overload protector with auto- 
matic re-set. AA-9333 








This new wall! display doubled sales of rubber goods. 


You can switch two lines on the sales floor and boost sales in 
one or both of the lines. This was proved recently by Phillip E. 
Abrams, Phil’s Hardware, Carmichael, Calif. 

Mr. Abrams had a common problem. 

Sales of an important line, in this case rubber housewares, were 
off. Mr. Abrams decided that maybe the island fixture display was 
the trouble. He thought the rubber items would look better and 
Complete Line sell better from a wall display. 

600 to 6000 GPH The switch took place. Rubber goods got a wall display through 
up to 100 ft. heads! | using perforated paneling. The wall area had been used for house- 

wares’ display. The housewares were moved to the vacated island 
See Your Wholesaler! mary 

Net result: Rubber goods’ sales doubled. Housewares sales did 
not change. 

Look around your own store. Find an important item or line that 

KENCO PUMP isn’t doing as well as it could. Then try to find a new spot for it, 
| one that has an advantage. 

Division of The American Crucible Products Co | When you make occasional rearrangements of displays you 

Klee) Thi: Wien CCT e) Tt | force shoppers to explore the store. They’re exposed to lines that 

they may have been missing. end 
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New selling tool 
from 
“SCOTCH” BRAND ! @3 


Free Paint Brush Collar (reg. 20¢ value) in Every 98¢ Box 





*% Keeps paint brush handle clean—rinses out like a sponge. 
*® High profit—fast selling—consumer tested premium offer. 


*% Advertised in ‘Better Homes & Gardens,” “American Home”’ 
and on 7 ABC-TV daytime shows. 


ORDER NOW! 
Cat. No. 185 


ScoTcH BRAND 


FREE '™ cach BOX 
ao-Drip Paint Brush Collar 


s PAINT grush 


-  12-98¢ rolls *‘ScotcH”? BRAND Masking 
* Tape 34” x 90’ in special display carton. 

















YOUR PROFIT... $4.70 


_ OS ad 
—_ 
- oo —— 
<*s* = — 


Another Sharp Selling Tool 


14 inch Stainless Steel Frozen Food Saw 
Special Consumer “‘Send-In”’ Offer: 50¢ 
with word ““ScoTtcn”’ from top of box of 
““SCOTCH”’ BRAND Freezer Tape. 


wi oa cn) 
Catalog No. 178 Ta 
12 rolls 98¢ %4”x 90’ Sie" 








s MN ARE REGISTERED TRADEMARKS FOR PRESSURE s e 


; -SEN ADHESIVE 
PAUL 6, MINN. EXPORT: 99 PARK AVE., NEW YORK 16. CANADA: LONDON, ONT. 


Mienesora ftninc ano \fanuracturine company co coe 
+++ WHERE RESEARCH IS THE KEY TO TOMORROW y, 
Want more facts? Circle 164, p. 75 
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Everything is for display except the lovely lady! 
She’s illustrating the traffic-building free gift. 


7 
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juick dry... 20 minute 


coming your WAV... 
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One of the biggest 


paint merchandising 
programs ever 





presented 
on the dealer level! 


Frankly, we’re skirt-chasing this 
Spring. It’s the little darlings who 
get restless at this season; and de- 
cide to put new paint on their rooms 
as well as on themselves. And, we’ve 
planned a local selling campaign for 
you that’s as woman-oriented as 
a sailor. 


It’s cherchez-la-femme during April 
and May; with local advertising and 
merchandising material that reaches 
your prospects and sells you as local 
paint headquarters. Plus colorful, 
woman-delighting window, floor, and 
counter displays. There’s a FREE 
gift they won’t be able to resist. 


The paint? Devoe Vinyl Wonder- 
Tones. With these femme-enticing 
features: easy application, fast dry- 
ing, scrubbability, more than 200 
colors, and no after-mess. Water 
cleans all equipment. 


Here’s your opportunity to turn 
paint from an accommodation item 
into a profit-maker. Because “‘Spring 
Tonic for Tired Homes’”’ is only one 
of four selling campaigns designed to 
move paint for you year-round. 


For more details, write today to 
Dept. H-4, Devoe & Raynolds Com- 
pany, Inc., Louisville, Kentucky. 


205 years 
of paint leadership 


DEVOE & RAYNOLDS COMPANY, INC. 


ATLANTA * BOSTON *® CHICAGO ® CINCINNATI *® DALLAS * DENVER 
LOS ANGELES * LOUISVILLE * NEW YORK *® PHILADELPHIA 


Want more facts? Circle 165, p. 75 
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Appliance survey helps 
make big-ticket volume 


Build Bigger Sales 


When an Ohio firm’s inside 


, | | | | | | salesmen are not busy they go out 
Volume in LEVELS | Laan 8} on part of a continuing survey. 
wit EMPIRE £ 
i 


Salesmen canvas a neighborhood 
to find the use and age of appli- 
ances. They identify themselves 
with the store but make no effort 
to make sales on the initial calls. 

They gather information on the 
number of persons in a home, their 
ages, age of the home. They also 
try to learn how recently major 
improvements of any kind have 
been made in the house, and in- 
quire whether the home has 220- 
volt service. 

When there’s definite need for 
new appliances the canvasser calls 
back within two weeks to do a 
selling job. 






Worid’s Most Complete Line & 
gives you a Streamlined 
Assortment of Fastest-Selling 
Levels... PLUS Exc/usive New Leve/s 
Destined to Leadership in Industry 


Carpenters, plumbers, bricklayers, 
masons, sheetmetal workers, 
engineers, home hobbyists — 
they're all your steady customers 
when you offer them “Extreme 
Accuracy” EMPIRE Levels that 
fit their needs exactly! Show 
them all sizes and types from 
slim pocket “torpedoes” to great 
78” “door jamb” levels — in 
lightweight Aluminum or 
Magnesium in special models 
for special work. 





For greater sales volume and profits in Levels, 


set up a complete EMPIRE display . . . Write today for | Unusual collection an 
prices and catalog — including the new Yr 4 
SLIMLINE Levels. attract store traffic 
Customers like to look at un- 
usual collections of sporting 
10926 West Potter Road, Milwaukee 13, Vis. 


| goods, coins and weapons. 
Want more facts? Circle 166, p. 75 | Hardware dealers who cater to 
| this interest can attract traffic, 


LL AS ATEN AO SERRE IE MINERES A SL NOAR RTRINIE  S 
ATTENTION DEALERS | get news stories in local papers 


EMPIRE LEVEL MFG. CO. 














\ don’t miss this...the most sensational | and make their customers talk 
extra profit...introductory offer | about the store. 
Magic for Hardware Week, 1959 | When a southwestern hardware 
7 | 


| dealer modernized his store he 
showed a friend’s collection of an- 


PLASTIC ALUMINUM 
and MAGIC RUBBER 


AMERICA’S FASTEST SELLING “DO-IT-YOURSELF” 
REPAIR PRODUCTS. PACKAGED IN SELF-SELLING 
PLASTIC BUBBLE CARDS \ 


tique bows and arrows in the 
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HERE IT 1S...DEAL #HW 59 / 














(Ah 
“—* 
Available Jan. 1 — Apr. 30, 1959 1h 
BIG FREE GOODS OFFER! , ith 
Baker's Dozen — 13 for 12 = ( | 
Retail _—— 1% Am 
8 — $1.00 size tubes MAGIC PLASTIC ALUMINUM—amazing metal ET } —_J 
Magic Plastic Aluminum ...... $8.00 mender! It’s real metal in paste form, : é, “ - 
. sticks fast to all metals, wood, concrete, ’ rid \ 
5 — $1.00 size tubes glass. No heat or tools needed. Hardens iv wey + Tl - 
TE EOD cccececocecnenscsens 5.00 into real metal. It's waterproof and heat- wae yi a lh C 
f. 1001 : A=’ of 
Plus Free Wire Display Rack as — 4 {\\ >) bf 
: NEW APPLICATOR CAP FOR EASY é — - 
Total Retail Valve ................ SPREADING ! | (\ = Fi Sip 
DEALER COST ONLY .................. PLUNGER ELIMINATES CLOGGING oo ?) _ Ay &\ 
ee $5.80 MAGIC RUBBER — tough. elastic rubber in ry, 4 a 3 Oy 
paste form. Dries to real rubber. Repairs ) ) vi al 
A HUGE 801, % PROFIT FOR YOU! all rubber or fabrics without heat or tools. fd 3 X 
Stops leaks, repairs. seals, insulates, wa- 2? 5 { Nn 
NATIONALLY terproofs. 1001 uses. ¥ lee t 
ORDER FROM YOUR JOBBER NOW! ee = qnann 
ADVERTISED! © aa ss k 
Magic backs you with consistent > ” 
advertising and promotion on Magic IRON CEMENT CO., INC. 
TELEVISION, newspapers, and ® "Tb hing hi 
in popular consumer magazines. 5403 Bower Avenue Cleveland, Ohio ere goes your washing macnine 
motor.” 
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stan these bold, bright, Lamson fasteners made to top quality standards 


Get the extra value of Vy) 





carton labels, you can fill orders in the industry’s most modern plants. 
. faster — with fewer mistakes. Even in You get the benefits of one-source 
dimly lighted stockrooms, you can __ buying, from the Lamson complete 
7 ; easily spot the right fastener on top- line. “Bulk up” your orders to save 

most shelves. Labels are printed in handling and delivery costs. 
: different colors, for easy product Your Lamson Distributor is our 
identification. working partner in bringing you the 
Inside the carton, as well as outside, easiest-to-handle, easiest-to-sell line of 

you get the best from Lamson. You get _ fasteners in the industry. 


LAMSON & SESSIONS 


5000 TIEDEMAN ROAD «+ CLEVELAND 9, OHIO 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
Want more facts? Circle 168, p. 75 
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one of your best 
W | thee 
bread-and-butter’ § 
: ) 
profit-makers! | 





Because it’s more profitable than most 
other items, KESTER SOLDER has a day- 
in day-out sales potential in your store. 
Be sure you're well stocked on all 
Kester products... be sure your cus- 
temers can see them... then you'll be 
sure to do the business you should in 
Kester... first name in Solder! 


KESTER 
SOLDER 


“Soldering Simplified” is a 16-page bro- 
chure that creates more solder custom- 
ers for you. Write for your stock of 
“give-away copies today! 


KESTER SOLDER COMPANY 








4207 Wrightwood Avenue ® Chicago 39, Illinois 
Brantford, Canada 


Newark 5, New Jersey °@ 
s? Circle 169, p. 75 





sporting goods section. A window 
sign invited people to come inside 
to see it. 

The exhibit included archery 
items from Turkey, Dutch New 
Guinea, Japan and from the an- 
cient hunting grounds of Amer- 
ican Indians. 


Honor system sales help 
boost fastener turnover 


To cut down on sales costs, an 
eastern firm invites customers to 
serve themselves in its fastener 
department. 

A sign invites customers to 
“count ’em out yourself and take 
to the register.” 

Some customers make mistakes 
in their count, but these losses are 
offset by the time employees save. 
And there are customers who take 
fewer fasteners than they indicate. 

Fasteners are displayed in plas- 
tic containers with label telling 
size, manufacturer, type, price per 
dozen and price by the gross. Paper 
bags are kept in racks throughout 
the section. 

Some of the plastic jars are on 
shelves attached to swinging panels 
which conceal drawers with larger 
stocks of the items. Other jars are 
shown on tilted panel displays. 

When a customer has made his 
selection he places it in a paper 
bag, takes it to the cash register 
and tells the cashier the quantity 
and value of the bagged items. No 
effort is made to check the accuracy 
of the count. 


Changes made each week 
make stock look fresher 


Table displays in gift depart- 
ments can look fresh and new by 
taking the contents of one table 
and changing them with another 
table. 

A West Coast dealer often 
changes items on one giftwares 
table with those shown on a table 
on the opposite side of the aisle. 

The customers will see merchan- 
dise from different angles at dif- 
ferent times. This makes custom- 
ers think some of the items that 
have been stocked for a long time 
are new arrivals. 
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LO dY,Y Ahoy es SS ee =] es makes it easy 


for anybody to do a professional spackling job 


“Give the customer what he wants” makes smart 
sales-sense. And, when it comes to spackling com- 
pounds, Today’s Customer wants it handy, ready- 
to-use and fool-proof in performance. Which is 


does a professional job and it stays put: One 
stroke; it’s there; and there to stay! And the novel 
applicator-nozzle means greater convenience. 

It all adds up to a natural for home owners as 


another way of saying: He wants S-14 in tubes! 
Why has Schalk’s S-14 scored such a big suc- 
cess? It knifes better, sands faster, shrinks less. It 


well as painters and paper hangers. A right-smart 
package in a right-smart display container that 
sings out and sells. Order from your jobber! 





THE SCHALK FAMILY of quality products 
for home care and repair iene 








eo PUTT 


, , 
~ ie 
‘ 





Schalk’s Patch Paste « Sure-X Paint Remover ¢ Liquid Waxoff « Do-X Cleaner « Water Putty « Tile Cement ¢ Liquid Savabrush 
Wood Putty « Tile Paste « Waxoff « Plaster Pencil « Savabrush « Spot Remover « X-it Paint Remover « S-14 « Double X 


SCHALK CHEMICAL COMPANY + FACTORIES: 351 EAST 2ND STREET, LOS ANGELES 12 - 3333 WEST 48TH PLACE, CHICAGO 32 
Want more facts? Circle 170, p. 75 
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[: Guaranteed by * 
Good Housekeeping 


Sheffield 


1958 Awan 
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Shefficld Bronze Maint 
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Quik Spray 
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QUIK-SPRAY enamels and lac- 
quers in spray cans has been 
awarded FIRST PRIZE in the 
national package competition 
conducted by the Aerosol Divi- 
sion of the Chemical Special - 
ties Manufacturers Association. 








The famous Sheffield quality 








) combined with eye-stopping 


{ 
Shettield Bronze packaging can mean more prof- 


its for you. A complete range of 
Paint Corporation decorator colors... regular 12 
17814 Waterloo Road + Cleveland 19, Ohio ee ees Se ae. Se. 
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Old appliance display 
helps sell newer units 


A little bit of nonsense in a win- 
dow display can sometimes help pull 
traffic into your store. 

An eastern dealer showed an old 
refrigerator in his window with the 
unit set at an angle as if about to 
fall over. Some beaten up crutches 
appeared to be supporting the unit. 

One crutch was labeled, “last 
leg’, and the other “repair bills.” 


A simulated grave at one side 


included what appeared to be a 
tombstone. 

A banner at the top of the win- 
dow asked, “Yours? Too Bad! 
Look!” 

Customers visited the store just 
to comment on the display, and 
stayed to look at appliances. The 
comic idea paid off in sales. 


Power tool displays are 
used each week of year 


To sell power tools every week 
of the year display them at all 
times. 

A New England dealer does this 
by showing complete windows of 
power equipment several times a 
year. At other times one or two 
units will be displayed with a win- 
dow of hand tools. 

Whenever the tools are shown in 
the window displays they are iden- 
tified as to what type they are, and 
what they cost. 
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FROZEN FOOD Containers 
for REPEAT SALES 





| 1 at.-',gal. sizes 





NEW 
Point of Sale 
PACKAGES 


3 of one size packaged in 
polyethylene bag with full- 
color merchandising label. 
Also individually labeled, 
both prepriced for self-service. 





Guaranteed by 
WORLD'S LARGEST manufacturer of Plastic Housewares 


| 


FREE i4fhio- Wane PAIL / 
with QUICKIE” SPONGE MOP BY) 

















































Users agree “wide top” 
LUSTRO-WARE polyethylene 
Frozen Food Containers are 
unequalled for ease of filling, 
sealing, storing and emptying. 
Customers keep buying ‘til they 
have a supply of all sizes. Fea- 
ture this year and profit from 
their GUARANTEED customer 
satisfaction. 


T-SEAL LID 





Big 4% square lids always make 
air-tight seal . . . have built-in 
freeze expansion bellows. Snow 
white lids best for marking . . . 
look better, too. 






Projections on sides also prevent 
wedging of bottoms when not 
in use. 


SAVE SPACE 


The identical square shape and 
proportionate heights of all sizes 
permit compact, uniform stack- 
ing. Never freeze together. 





Nationally Advertised 


Values for PROFITS 


Presold to homemakers everywhere 
along with 200 other guaranteed 
Lustro-Ware housewares. Order now 
from your distributor. 


COLUMBUS PLASTIC PRODUCTS, INC. 
Columbus, Ohio 





UNBREAKABLE polyethylene * For complete information Weald ME ehOl lon .@0 8 0 a CemOnOH. 2mm 2.000 O-0-S0-2iRE- Misa Simin 0 
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People have faith in 


eaders s Digest 


Largest magazine circulation in U. S. 


Over 11,750,000 copies bought monthly 
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HOUSE PAINT NEWS 





Your big opportunity for bigger paint profits 


A new house paint that lasts 50% longer! That’s news! 
That’s BIG news that has to be told in a BIG way! 

So Du Pont selected the Reader’s Digest to tell your 
best customers about this remarkable discovery in house 
paint. Only the Reader’s Digest penetrates so deeply into 
every corner of America. It reaches a third of all families 
in your community earning $5000 or more. 

On the opposite page is the full story of Du Pont’s 
*‘Lucite’’ Acrylic House Paint told in simple, believable 
terms in the May issue of the Reader’s Digest. 


REG. u. 5. pat. OFF 


Better Things for’ Better Living 
... through Chemistry 
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We urge you to read this preview now before your 
pre-sold customers ask you to tell them more about 
Du Pont’s “‘Lucite’’ Acrylic House Paint. Read it again 
to make sure you can answer the questions that clinch 
sales ... why it lasts so long . . . how it solves blistering 
problems. . . why it can be applied so easily. 


And send in the coupon now. Let the Du Pont rep- 
resentative give you more facts and start you off with 
the paint that paints today’s rosiest profit picture. 


Sell the paint that’s worth the work... fhe beauty /asts/ 





E. 1. du Pont de Nemours & Co. (inc.) 
Dept. HA-94, Finishes Division 
Wilmington 98, Delaware 


I would like to know more about Du Pont ‘“‘Lucite’’ 
Acrylic House Paint. Please have a representative call. 


Name____. 


Street 


City Zone _ State 
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One percent bonus makes 
everybody want sales up 

An eastern store manager gets 
a bonus of 1 percent of net sales 
each year. A like sum is divided 
equally among the sales clerks. 

This system does not tie in with 
any quota. The greater the volume 
the higher the bonus for all em- 
ployees. 





As sales increase everybody 
makes more money, regardless of 
their regular salary. When sales 
slump that 1 percent bonus is for 
a smaller sum which is an incen- 
tive to push the sales curve the 
other way. 

The bonus is paid at the end 
of each quarter. 











Patent Pending 

New! "The 

* EXTENSION LADDER 
‘ with the STEPLADDER 
= STEP!" Easier to 


should be your offering Bee these Wide-treod 


When a hardware dealer wants to Straight and Exten- 
. eae sion ladders have 
attract entire families to a spe- reeded 2!/,"" step- 
cial anniversary sale or a new rungs welded to 

: : 1-Beam channel 
store opening he can do so with a to 


souvenirs for customers of all locking sections for 
ages. safety and sliding 
. : ease. Equipped with 
When an Indiana dealer opened as rope, pulley and 


a new shopping center store he me =specially-designed locks 
offered bargain sales plus free 
souvenirs. Plastic pocket rules 


were given to the men. Women - , 2 
received roses and youngsters U a 
each left the store with balloons x 
having advertising messages. me | 

Free soft drinks for all cus- - LUG 
tomers who wanted them, coffee ' 


for adults added to the festivities. = World’s most complete 
2 metal ladder line 





Souvenirs for all ages 





AMERICAN 


’ The Old Faithful” Crayon 








Neato i pe esa 


Classified ads feature : MAG he ESI U M 


Product Control is more same lines as big town 


vital than ever. . . Insure LADDER 
its success—insist on Old , A western dealer about 50 miles 


° . i - b ‘ — > 23 , vé > Ig ‘ 
Faithful Quality! | from a large city watches that Outlast . . . outperform other ladders 


THE AMERICAN CRAYON CO ; | city’s newspaper and TV ads pro- * So light a 40-ft. ladder can be easily 


: — : te « : ara. handled by one man 
SANDUSKY, OHIO- | | moting new products sold in hard * Stronger than any other metal ladder, 

















, | rare s "eg pound for pound 
NEW YORK | ware stores. yt he | 
The dealer then offers the same ¢ Fireproof, rustproof, corrosion and shock 
, . ; . resistant 
lines in classified ads to remind ¢ Non-magnetic, non-smudging, non- 


: : sparkin 
the public that his store has those meee 
Write for full information, catalog and 


new products. prices on complete metal ladder line, and 


CRAYONS That's Our Middle | Some ads headed, New Items, other household products. 


list both the brand and the price HITE METAL ROLLING 
of the new item. Others show z STAMPING CORP. 


brand name in caps and type of 443 FOURTH AVENUE, NEW YORK 16, i. Y. 
item in upper and lower case let- Ponts: Warsaw, Ind., & Brooklyn, N. Y. 


ters. 














a PT aes Pre cae eee 
Other classified ads carry the ¢ agnesium Products” | 
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NATIONALLY ADVERTISED RUST 
The PREVENTIVE IN SPRAY CANS! 


PROFITABLE RUST PREVENTIVE 
The SPRAY LINE IN THE INDUSTRY 
46% Profit on Derusto Back-up Stock Ass’t #25-A 


RUST PREVENTIVE SPRAY WITH A 
The “BUILT-IN” PRIMER (the only ONE COAT 
ENAMELIZED COLOR LINE in the industry) 


FIRST!— Master Bronze Powder Company pioneered in producing and introduc- 
ing the first nationally advertised rust preventive in spray cans. Now, Derusto 
SPRAY is first again with the only rust preventive spray in a ONE COAT 
ENAMELIZED COLOR LINE! 


MOST!—Derusto offers you the biggest dealer profit deal of all! By taking 
advantage of the special discount offered with Derusto SPRAY Assortment 
#25-A (back-up stock) —you make a 46% profit—biggest in the industry! 


ONLY !— Yes, Derusto is the only rust preventive spray that has a “BUILT-IN” 
PRIMER! One coat—one single application— prevents rust ... STOPS rust— 


ee 


“woo ie 
ONE coat SPR/ 


primes, finishes, protects and beautifies . . . in 24 different Derusto color finishes! 
; a sh 4 Me eek: a eA ee oe, hae eeemap rene " Th 


Derusio SPRAY “SELF-SERVICE” 
DISPLAY ASSORTMENT #25 


This striking “‘self-service’’ Derusto SPRAY 
display assortment is now being featured prom- 
inently in thousands of dealer stores from coast 
to coast! Complete color line shown on 3-D 
sign. This compact floor display (can also be 
easily adapted as a counter unit) is of sturdy, 
lightweight, colored poly-vinyl—also provides 
ample space in rear for 24 cans of Derusto 
SPRAY back-up stock. Assortment includes 
two dozen 16.2 oz. Derusto SPRAY cans—one 
each of 24 different color finishes. Retail $1.89 
each. Total Retail value $45.36—Dealer cost 
$27.22--Dealer profit $18.14! FLOOR 
BEAUTIFUL DISPLAY UNIT WORTH $8.50! FREE! 
jee Re) +) 





MAGAZINE 


This Week 97 


Par Ye leY suppiemenrs! 








MASTER BRONZE POWDER COMPANY, INC. Calumet City, Illinois 





message, “Yes, we have it” to- 
gether with a brief description of 
the new household item. 


‘Pre-str etched” ad a 4 | | Distinctive name builds 


lity gift »s sales 
for more Strength quality giftwares sa 


Women like a gift section 

7 : : } named for a flower or for a well- 

: longer wear! } s >. : Me ) y known area in some foreign city. 

Or SSS | When you give your gift shop a 

special name be sure to use that 

title on gift boxes, wrapping paper 

and advertising for that depart- 

ment. If the department has its 

own window then show the name 

on it as well as the name of your 
firm. 

Advertising for this department 
should feature the special name 
| : for the section as well as your firm 
Sale. GENS ~, ee i —_ » f ‘ — name. Tie the firm name and gift 


Guaranteed by : - wherever pnos- 
Good Housekeeping wed name together wherever pos 
sible. 


ae 
~r 4 aeveanistd wt 


Demonstration tank can 





promote outboard motors 


How do you demonstrate how 
| an outboard motor works? 
( eee | A New England dealer uses a 
teehee T Cee | demonstration tank with a free 
e? — | flow of fresh water, and a duct in 


* one 
»* BSirartfaord — %. | the ceiling to remove exhaust 


fumes 


The tank is also used to test 
motors brought in for repairs and 
for checking them after repairs. 

Customers visiting the store to 
buy other lines hear motors when 


they are being tested in the tank 


™, _ Braided Cotton Clothes Line ° | and walk over to see how they 


e* 
%e operate. 





Your customers prefer Shuford’s 
HAWTHORNE because it’s 
‘‘pre-stretched’’ for more HARDWARE HUMOR 
strength, less stretch and long- 
Display and Sell er wear! Gleaming white. 


Shuford’s TIGER LILY, Remind your customers that 


Plastic Clothes Line laundry is sunshine-fresh when 
In white and colorfast pastels PR my pubenars Vie ws 
Gmes Blue, a Pink, Tiger HAWTHORNE line! 

T d Mint 
tienes For more sales, bigger profits 

... stock and display Shuford’s 
HAWTHORNE Braided Cotton 
Clothes Line! 


For complete details, write 





CLOTHES LINES »« TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS » WEATHER STRIPPING 
COTTON & RAYON YARNS « EXTRUDED PLASTICS 
3793 World's Largest Manufacturer of Cotton Cordage 
Want more facts? Circle 177, p. 75 
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“| don't care whose relatives they 
are, ... out!" 














THE BEST VALUE! 
Linseed Ol Outside fouse Pacut 


"A new kind of paint as 


Hear that phrase and your natural interest will always make 
you think in terms of comparison— the new product matched 
against a recognized standard. 

Such a standard, for an experienced paint man, will always be 
a linseed oil paint. Here, he has definite information... 
about cost of application...drying time... film qualities, gloss, 
hardness, toughness... resistance to weather...adhesion strength 
to various surfaces...durability...the surface condition 
at repainting time. 


If the “new” product is offered as “better” or “cheaper”, 
a paint man will always ask, “better for what?” 
and ‘‘cheaper for how long ?” 
For outside house paints, linseed oil still offers the best values 
and the greatest opportunities for both manufacturers 


and merchants to maintain good earnings in the paint business. 


Customer compliments, 0 complaints 
When Linseed Oil ts in your paints! 


Want more facts? Circle 178, p. 75 
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NEW JET FRAME 


FITS ALL SIZE 
CONVENTIONAL 


COVERS! 


EXTENSION HANDLE 
FEATURE REALLY SELLS! 


Standard mop handle threads 
are up in the handle for added 
strength . . . not in the butt end 
where strain occurs and thread- 
ed joint tends to break or loosen. 


Covers slide on and off easily, yet fit snugly. Two-point 
suspension keeps cover from freezing on frame. Hi-style 
plastic handle is grooved for better grip. Lightweight, 
well-balanced, less tiring. Easiest frame to clean. New 
universal size “J E’'T”’ means less inventory... more sales. 


GS BRIGHT SPRING SPECIALS FOR MORE 
“PAINT-UP-TIME” PROFITS 


EXPLODED-TIP BONANZA 


A top selling brush to professionals. 


“PRO” FRAME—WOOSTRON COVER 


Now —big price savings puts this 
popular 4-inch brush in the do-it- 
yourself price range. You make your 
full profit. Free promotional material 


Your customer gets Woostron cover at 
90c savings with each 9-inch heavy 
duty “Pro” Frame at regular price. 
Fits all size conventional covers. New 
all-plastic handle. Full profit margin. 


with each shipment. Sales helps included. 


Sea etenieateanenteenteteteteteteetertatatetetetetetetetetatetatetatetatetetetete tate 





“Y’’ FRAME — WOOSTRON COVER 


For those who prefer the good bal- 
ance and even wear of “Y” Frame 
design. Sell 9-inch Woostron cover at 
50c savings with each “Y” Frame at 
regular price. New plastic handle. A 
full-profit special. Sales helps in- 
cluded. 





THE WOOSTER BRUSH CO., WOOSTER, OHIO 
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Cash and carry bargains 


ilies! cla eee SELL MORE... AND REDUCE 
Some dealers occasionally offer HANDLING COSTS WITH 
cash and carry bargains. | 


Department stores have long SELF-SERVI rt 
featured specials from. regular 
stocks, or especially acquired for ) ’ - 


the sale. for “no phone, no deliv- , ee iNj Ie | ‘ , a 
ery, no mail order” events. aa 5 2 15-7 Vasant 

If a customer telephones for de- 
livery of these specials, and is 
indignant because you won't de- 
liver, the diplomatic suggestion 
that you could make an exception 
with the purchase of other goods 
may save the day. 

Explain that you offer such 
items because you believe that a 
visit will be to her advantage. 
Explain that delivery expense on 
these items makes delivery uneco- 
nomical because of the low profit. 


























Specialty shop idea can = : 
promote bathroom items : @ 

An effective way to increase - 100 KEGS OF NAILS 
sales of bathroom supplies is to + : 
display them in a bath shop. : DISPLAYED AT 


t, 


% ug j) > 














If the department is. brightly | se : POINT OF SALE 


lighted and marked as a bath shop . 
with large lettering it can attract “NAILS AT THE SCALES Sales go up and handling costs come down 
heavy traffic. No. 25B (Scales Ex- — - — — Bins for nails, rivets, 
: ittings and other similar items. 
A western dealer’s bath sho tra) 5 sections, 25 
features shower curtains aan compartments that ae dai “oor tin gly 
and utility towel vesie bath : hold a keg of nails 


bh Di ter: 44! your stock! With Revolvo, your customers may 
scales. hi: a er ar CER. WUaNSrET: ' serve themselves, then look around and sell 
scales, hampers, and plastic drap- Height: 56’. Order 

ery materials. An artificial win- 


themselves some more from 

; : now from your Revolvo’s spacious, easily 

dow in the corner has shelving for Jobber. accessible revolving bins. 

displaying bathroom scales. Cur- 

tains and draperies hang on rods. Write today for free Folder 320-A 
Concealed fluorescent  lightin “MODERNIZE WITH REVOLVO." Shows 

, “ . . full range of sizes and models. The 

in a valance adds to the appear- 


: Frick-Gallagher Mfg. Co., 102 S. Mich- 
ance of the corner. igan Ave., Wellston, Ohio. 


Cage display boosts 
sales of toy animals 


When an eastern firm wanted to 
sell stuffed toys priced from 25¢ 
to $69.95 it showed them in a win- 
dow dressed to look like a circus BONDERIZED 
cage. 

A sign, “Do not feed the ani- REVOLVO PARTS CASES REVOLVO | NAIL BIN DISPLAY 
mals,” was an eye-catcher. Bars COUNTER NAIL BINS COUNTERS COUNTERS 
were made of black adhesive tape 


pasted on the inside. The floor was 
covered in excelsior. 


Animals, each price-tagged, in- 
cluded a mouse, monkey, tiger and 
dogs. 
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Exclusive Features 


@ Patented inner heat tubes 
®@ Patented built-in blower system 


Exclusive Performance 


@ “Traveling” Floor Heat 


Your Siegler Representative is a full-time, trained spe- 
cialist in the home heater field. He will show your sales- 
men how to “sell ’em up” to Siegler, and help you plan 
your advertising, promotions and demonstrations. 


SIEGLER HEATER COMPANY, CENTRALIA, ILL. 


OIL, GAS, 
LP-GAS 


HOME 
HEATERS 
AUTOMATIC 


——aorit LINE 


R 
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DUNOI HARDWARE WEEK SPECIAL HS-159 


You get 12 tubes of PLASTIC ALUMINUM 
plus 2 FREE “SURPRISE” TUBES in this 


_ ie} v e 
Save OME’ ...FuL 1 VOpRSEL © 
4 ( lee Onqreet 
| = 








reasure 
= a 


YOUR PROFIT MARGIN NEARLY 50% 
You get 12 big 5% oz. $1.00 tubes of DURO 
PLASTIC ALUMINUM, the original metal in putty 
form . . . the fastest selling fix-it item on the 
market today. DURO PLASTIC ALUMINUM can be 
> imitated, but not duplicated. 
PLUS 2 FREE TUBES OF EITHER: 

DURO PLASTIC RUBBER, chemically vulcanizes to repair 
most everything made of rubber or canvas. Big 4 oz. tube 
only $1.00 OR 

DURO PLASTIC PORCELAIN, just the trick for a chip or 
nick. Repairs chipped or worn down porcelain. 134 oz. tube 
only $1.00 OR 

DURO PLASTIC ALUMINUM. The 2 surprise tubes are packed 


in your Treasure Chest carton. You're a winner with any 
combination. 








Tf 
4 A x* _ 4 


Wf 


He, 





Retail Value 
$14.00 


Zo <x... Dealer Cost 
° ULAP 
(Meee) $77.20 


ORDER STOCK NO. HS-159 FROM YOUR JOBBER 
theW OODHILL Chemical Co. - 1390 East 34th St, Cleveland 14, Ohie 
“Originators and World's Largest Manufacturers of Plastic Aluminum" 

Want more facts? Circle 182, p. 75 
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FREE UPON REQUEST 


[] Self-Selling Wire Display Rack 

[ }] Display Card Window Banners 
|] Ad Mats [}] Envelope Stuffers 
| | Sample Applications 

Fill in and return the postpaid card 
included in your Treasure Chest carton. 


ALTE MTA tb 











Same style type should 
appear in all your ads 


If you show your store name in 
a script type or in a face of un- 
usual design this can be an adver- 
tising advantage. 

When a southeastern firm mod- 
ernized its store it adapted an at- 
tractive script-face type which 
suggested handwriting. 

Now the firm uses the same 
style type on letterheads, news- 
paper ads, business cards, month- 
ly statements, credit applications 
and price cards. 

All customers quickly spot ads 
or material from this store through 
use of the distinctive script. 


Special brush display 
featured at wrap unit 


A wide panel of paint brushes 
of varied types and qualities is on 
the front of the wrap table in a 
western store. On either side are 
shelves large enough for display 
of smaller size cans of paint. 

Paint customers who may not 
have wanted a brush when placing 
their paint order are often re- 
minded of them by the wrap coun- 
ter display. And sometimes they 
will buy extra paint while at the 
wrapping table. 


Home tryouts will help 


you promote housewares 

If you give housewares depart- 
ment employees samples of new 
household merchandise to take 
home and use, their interest in sell- 
ing it will increase. 

When an employee says of a new 
gadget, “I use one myself, and 
wouldn’t be without it,” she has a 
real sales clincher. 


Cooperation helps make 
record sales go higher 


Songs featured in current movie 
are promoted in the record depart- 
ment of a mid-west store. Theatre 
placards and sheet music are shown 
in the hardware store’s record de- 
partment a week prior to, and dur- 
ing the run of a movie. 

In return the theatre advertises 





GhEAT VECK 
GOOD EARTH 


GARDEN TOOLS 


A factor in your profit picture, the Great Neck 
garden tool line is easy to sell. 


Five basic garden tools, the line is top quality . . 
extra sturdy. The tools are lighter, stronger . . . 
easier to work with. 


Noted for its eye-appeal, the line has specially 
plated ferrules and cold-forged steel blades. 
Tarnish and rust-proof — each Good Earth tool 
has the stainless steel look — truly a factor 

in your profit picture. 


No. TR-1 
TROWEL 


No. CU-1 
CULTIVATOR 


COLORFUL SELF-SERVICE DISPLAY 
SETS SELL THEMSELVES 


NO. TF-2 TWO PIECE SET consists of Trowel and Fork 


NO. TTF-3 THREE PIECE SET consists of Trowel, 
Transplanter and Fork 


NO. TF-5 FIVE PIECE SET consists of Trowel, 
Transplanter, Fork, Weeder and Cultivator 


GREAT NECK TOOLS ARE 
NATIONALLY ADVERTISED 


WRITE FOR COMPLETE CATALOG 
OF TOOLS AND KITS FOR EVERYONE 


GREAT NECK 


SAW MANUFACTURERS, INC. 


N ae © a ee a Y @ =o 
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AY NEW COLORS: 


Top quality features! 


ne) 
» Ec; 
Arvin 
“CHARKY’’ GRILLS 


Easier to stock and sell 


4 basic models with interchangeable accessories 
make 12 combinations to sell from $9.95 to $69.95 





Model R21 


ates 


Sixt the. tp 


_ a ained Joie 
en 


OUTSTANDING VALUE 


e 24” steel firebowl with red-and-white spatter 
finish e Matching lower tray e Chrome-plated grill 
is rotatable, removable, adjustable 3” e 12” hood 
with spit and UL motor e 14” bright-plated legs 
e 6” red enameled rubber-tired wheels. 

Suggested retail price, $29.95 


OTHER ARVIN “CHARKY” COMBINATIONS in- 
clude step-up grills and hoods and many eye- 
appealing, sales-appealing accessories—also a pro- 
motionally priced 18’ grill with folding legs. 


SOLD ONLY THROUGH DISTRIBUTORS 


Furniture and Housewares Division 


Arvin INDUSTRIES, Inc., Columbus, Indiana 


Arvin also manufactures Leisure Furniture, Ironing — 
Radios, Phonographs, Electric Heaters, Fans, Car H. 


_ | NEW YORK: 1150 Broadway, 230 Fifth Ave. 
cauaiuntaens tes American Furniture Mart, SPACE 501-2 


Want more facts? Circle 184, p. 75 
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HIGH 
FOOD 
PRICES 


make HOME 
BOTTLE 
CAPPERS 


#B 


Nee Na 


FRUIT JUICES 


OTHER BEVERAGES 


Volume-selling capper 

that’s a real value. 

Popularly-priced for 
quick sales. Sturdy, heavy 
metal construction gives long 
service. Easy to operate. Han- 
dle springs back into place 
after bottle is capped. Adjust- 
able to handle bottles up to 1- 
quart capacity. Packaged one 
dozen to carton. 


4No. 150 GEAR TOP CAPPER 


Deluxe model priced to bring you big profits. Women 
like its easy-to-operate, gear-type action. Equipped 
with cap-holding ‘‘Double Seal’’ throat that elimi- 
nates cap balancing. Crimps sides and depresses 
top for sure closure. Heavy, padded base prevents 
bottle from slipping, adjusts to bottle size. Packaged 
one-half dozen to carton. 








P S$. Everedy Cappers are ideal for re-sealing soda 
@@@ and ginger ale botties, too. Phone your jobber 
now for details and prices. Ask about Everedy's com- 
plete line of fast-selling, profitable Chrome, Copper and 
Stainless Steel Housewares. Write direct for Free catalog. 


THE EVEREDY CO. e FREDERICK, MD. 


. tsmenin CHROME @ COPPER « STAI? 
Want more , facts? Circle 185, p. 75 
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the record department in its lobby. 

From time to time the store has 
set up a record player in the the- 
atre lobby, with continuous playing 
of records featuring songs in the 
movie. Signs in the lobby tell that 
the records can be bought at the 
hardware store. 


Sun Shine Shop promotes 


lamp profits for store 


When a New England dealer put 
incandescent and _ fluorescent 
lamps in a 9-ft wall display and 
called it the Sun Shine Shop, im- 
pulse sales of all types of lamps 
started to rise. 

A red-lettered, frosted glass 
sign identifies the Sun Shine Shop. 
The sign is located just inside a 
Venetian blind separating display 
window and store. 

Samples of most sizes and types 
of lamps stocked are shown on a 
background panel. Although the 
mounted samples do not light there 
are testing units for both incan- 
descent and fluorescent lamps. 


Toy section advertises 
when it gets new items 


When a western store moved its 
12-month toy department to new 
quarters on the first floor it began 
to advertise that it receives new 
toys frequently. 

Newly received toys are quickly 
placed on display with regular 
stock so customers will see them 
through the visual-front windows 
of the store. 





HARDWARE HUMOR 


(T- YouRSE 
om Pant Mi KER 


"Trouble is, they ted themselves 
and think it's coffee . 





N EWS! A Great 


Sales-pulling Name 


Newest, Sunaat Way to. E “we 


a, 


Sell boat hardware... 


profit big from the booming boat market! 


Figure it out for yourself! Boat owners are everywhere! 
Not only shore, river and lake areas but inland city areas, 
too, where boats are trailer-hauled. And here’s your chance 
to sell the growing number of them in your area just what 
4 al-)' Mnf: 10) ¢amm al - sO Sm oy 1) | OnE ga l0)-) am ole) 0) 01T-| ammaat-lalal-Mmal-1ael)7- 14> 
items by Presto — world’s largest manufacturer of custom- 
quality specialty hardware. All are top-quality products... 
dazzling-designed . . . economy-priced. And-all are made 
of cast bronze with an eye-catching, sea-resistant, triple- 
coated chrome-plated finish. Individually packaged with 
screws in exclusive, transparent Presto Pac to enhance 
sales appeal! Order and profit today! 


“BOAT — 


, HARDWARE CENTER 


M-400 INTRODUCTORY DEAL! = Seg h tag lt 
List Price $138.90 : —_ 








[aed ee 
« “—— 


Your Cost 83.34 RESTO Prt \. eee 
YOUR PROFIT $55.56 , 








PRESTO 


MARINE HARDWARE 


Tee MARINE RS ©®wweore «4 


Write today to Len Harris for full information. , ' : 
Presto Marine Products Division, Presto Lock Company FREE Self Service Display Unit 


Main Office and Plant: 100 Outwater Lane, Garfield, N. J. . 
Direct New York Wire, CHickering 4-0043 Keep track of complete inventory at a glance 
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seman Eh 


PEOPLE ARE BUYING 
p SUVANIZED STEEL Ware 








“J&L ware sells itself when customers can see and feel 
the difference.’’ E. R. Bates, rear, points out the as- 
sured strength and brightness of the line to an Atlanta 
homemaker and her family. This modern, attractive 
display was prepared in co-operation with the N.R.H.A. 





} : ue Pm, 4 ‘ ; 
a e j LS 5 ihe o@®. a Scabies soils 8 
aE - 





- 





“We increased galvanized ware sales 35°/, 
through display of top quality J&L ware’ 


... reports Bates Hardware Co., Atlanta, Ga. 


“The J&L ware line is so complete that 
several items can be featured in seasonal 
promotions throughout the year. And our 
galvanized ware department runs at a profit 
all year round,” says owner E. R. Bates. 

‘“‘We keep a complete display of J&L 
ware within the customers’ reach. They can 
see for themselves that steel ware is best 
for the service intended,”’ adds co-owner 
Leon Nalley. 

The strength, brightness and permanence 
of Jalware and Cream City ware, both pro- 
duced by Jones & Laughlin, are the reasons 
for this typical dealer enthusiasm. 

J&L, an integrated steel company, has 
a stringent control program that assures 
consistently top quality ware. No other 
brand has so many sales advantages. 

Next time you order, specify J&L ware 
for faster turnover, increased profits. 
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Another example of how more and more people are 
walking out of more and more stores every day with 
top quality J&L galvanized ware. 


Jones & Laughlin Steel Corporation 


Container Division—Consumer Products 


Toledo, Ohio; Atlanta, Georgia; Lebanon, Indiana 
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The CF&«I Image—ready to supply you with... 


GOLD STRAND’ Insect Wire Screening 


This giant steelman is the Image of CFa&l...one of the 
nation’s leading producers of quality steel Hardware 
Products. And in his nationwide network of offices and 
warehouses, he not only sells steel products, but he serves 
his customers in every possible way. He provides ade- 
quate stocks of such items as GOLD STRAND Insect 
Wire Screening promptly from local CF&I outlets. 


GOLD STRAND Insect Wire Screening is supplied: 
* in galvanoid, aluminum or bronze 
* in regular widths from 16” to 48” 
¢ in full-length 100-ft. rolls 
* in standard 18 x 14 mesh 


And GOLD STRAND screening is but one of a com- 


GOLD 





STEEL. 


Houston ° Lincoln 


Los Angeles Oakland 


plete line of steel hardware products available from 
CF«elI. Others include: 


¢ CF«I-Clinton General Purpose Welded Wire Fabric 
—100-ft. rolls, five widths from 24” to 72”, mesh 
sizes from 1” x 1” to 2” x 4” 

¢ CF«&I Hex Mesh Netting—galvanized after weav- 
ing, wire sizes from 14-20 gage, all standard meshes, 
widths from 12” to 72” 

¢ CFs«I Hardware Cloth—100-ft. rolls, four widths 
from 24” to 48”, heavily galvanized after weaving 


Ask Also About: CF&I Woven Ornamental Fence and 
Flower Bed Border «+ Lok-Line® Poultry Netting 
CF&I Merchant Wire « Quick-Hitch® Gate Springs 
Perfection Door Springs 


STRAND 


INSECT WIRE SCREENING 
THE COLORADO FUEL AND IRON CORPORATION 


In the West: THE COLORADO FUEL AND IRON CORPORATION— Albuquerque -' 
Oklahoma City + Phoenix 


Amarillo + Billings + Boise + Butte * Denver + El Paso + Ft. Worth 


Portland + Pueblo Salt Lake City San Francisco + San Leandro 


Seattle * Spokane + Wichita 


In the East: WICKWIRE SPENCER STEEL DIVISION — Atlanta + Boston + Buffalo - Chicago + Detro’t - New Orleans » New York Philadelphia 6698-A 


< Want more facts? Circle 187, p. 75 
132 © HARDWARE AGE, April 9, 1959 


Want more facts? Circle 188, p. 75 A 





without waste 








@ 1 kit repairs a chair 


A (COD) a q 2 kits re-web an entire chair ~ 
a0g00g0¢g 4 kits re-web an entire chaise 


Customers mix or match colors without buying un- 
necessary yardage. And you sell ‘em right out of 
this eye-catching carton with no time lost in measur- 
Ing, trimming or wrapping. 

6 yds. rolls of AlR-LiTeE Saran Webbing woven of 
Firestone Velon are individually packed in trans- 


ONE SOURCE PROVIDES 


AIR-LITE 


FIBERGLAS * 


Screening 


in AG HT 


lets customers re-web chairs 


ALL THESE SALES LEADERS 






parent bags with display cards attached. Bags con- 
tain 15 metal screws and washers as well as how-to- 
do-it instructions. 30 rolls to the carton. Standard 
assortment: green, yellow, red, white. Pastel pack: 
pink, turquoise, black, white. 2'4” wide herringbone 
weave. Write for details, 





AIR-LITE 
Outdoor Furniture 
Cloth woven of 


*tm OCF Corp 
@ Firestone 





Sell the nation’s most 
wanted Screening off 
this space-saving rack. 
Only $11.95 with 6 
roll purchase. 

$/6 BONUS: You get 
a 50 ft. roll of AtR- 
Lire Fiberglas Free 
with order. Retails 
for almost $16, 





Firestone )eZn" 


This sale-making Dis- 
play Rack Free with 3 
roll order. 





OLD CHAIRS 
™“, 


ees Saran 


“ 





Feature AtR-LITE products 
prominently. It’s the line 
of least sales-resistance. 
See your wholesaler or 
Plastics Co, write Us. 


“aR Webbing 


AIR-LITE 
Chair Webbing 
woven of 


Firestone )eZn)" 


Display rack stores, 
sells, dispenses. Free 
with 4 roll order, 








‘Plastic llouen Products Ine. 


Weavers of AIR-LITE Products 
Sales representatives: John H. Graham Co., Inc. 





AIR-LITE 
Furniture 
Cloth Kits 


Each kit re-covers 
one deck or beach 
chair. Display 
stand holds 24 
kits. Free 

with order. 
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CASH IN NOW! 


‘Want Book 
PROFIT 
MAKERS 


‘dela 









the NEW eu ter #88 Assortment 


This self-service sales magnet is loaded with popu- 
ular, wanted tools—screwdrivers, pliers, tiles, ham- 
mers, chisels . . . etc. each in a strong ‘'see-thru'’ 
vinyl pouch . . . high-profit items at 88c retail. 
GET this fast-moving assortment KEEP it 
brimful, and just watch ‘em go! 


ORDER or RE-ORDER TODAY! 


Check your stock and re 
today. Ba we spots 


| 
Sales > 


Ask your saad for 
Fuller 


noney-makers. 


|| FULLER, TOOL CO., INC. 


3522 Webster Avenue, New York 67 


ther fam: LIS 


self-service 


World's Largest 


Jacleltl4 Tan ol ae Clilela-te) 4¢1el. 
Amber Handle Tools 


Fuller Products are made in U.S.A., England and other countries, of the highest quality materials, by skilled 
craftsmen . . . designed for service . . . and rigidly inspected to preserve Fuller Quality and Reliability. 
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= “THE “— CALLS” = 


 DYKEM. 
‘STEEL BLUE’ 





America’s Fastest Selling, 
Most Advertised Line of 
Rat and Mouse Killers— 
Qutsells All Others 
Combined! 


Pre-Sold To Your Customers 
Through Powerful Radio, Maga- 
zine, Farm Journal, Local News- 
paper Advertising! 

GET TOP TURNOVER— 
BIG PROFITS with d-CON 


"Sema 


Shri renee 
et ynyhd. ‘ 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout ina few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305B North 11th St. «© St. Louis 6, Mo. 


THE d-CON COMPANY, INC. 


= 
= 
= 
= 
= 
= 








1450 Broadway, New York 18, N. Y 
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Convention 
Calendar 


Convention Check List 








For complete details about the conven- 
tions listed by dates below use the alpha- 
betical listing following this quick check 
list. 
April 
12-16 Southern Hardware Conven- 
tion, Palm Beach, Fla. 
30 to National Assn. of Sheet Metal 
May ! Distributors, Spring Meeting, 
Pittsburgh 
May 
13-15 Triple Industria! Supply Con- 
vention, Dallas 
18-31 American Hardware Supply Co., 
Toy Show, Pittsburgh 
June 
l-l 1 Cotter & Co. Toy-Gift & Fall 
Goods Show, Chicago 
1-12 American Hardware Supply Co. 
Toy Show, Pittsburgh 
7-9 Ace-Hardware Corp. Summer 
Convention and Toy Show, Chi- 
cago 
11-13 Texas Wholesale Hardware 
Assn. & Texas Hardware Boost- 
ers Club, Austi: 
July 
13-17 National Housewares Exhibit, 
Atlantic City 
13-24 American Hardware Supply Co., 
Gift Show, Pittsburgh 
19-23 National Retail Hardware Assn., 
Congress, Los Angeles 
26-28 Our Own Hardware Co., Sum- 
mer Convention and Stockhold 
ers Meeting, Minneapolis 
August 
2-5 National Wholesale Sporting 
Goods Show, Chicago 
2-7 Associated Fishing Tackle Mfrs. 
Trade Show, Chicago 
September 
13-15 Mid-West Hardware & House- 
wares Show, Chicago 
27-30 National Builders Hardware 
Convention, New Orleans 
28-30 National Hardware Show, New 
York 
October 
1-2} National Hardware Show, New 
York 
8-10 Mid-America Lawn, Garden & 
Outdoor Living Trade Show, 
Chicago 











National Events 


Associated Fishing Tackle Manufac- 
turers Trade Show, Aug. 2-7 Hotel 
Sherman, Chicago. John M. Holmes, 
430 Bond Bldg., Washington 5, 


D. C. 
Industrial Supply Convention, May 
13-15, Statler Hilton Hotel, Dallas. 








Tools you will sell the most 


DURING NATIONAL HARDWARE WEEK 


PROMOTED THE YEAR ‘ROUND Reader's Digest—Life, Saturday Evening Post—Esquire, 
Popular Mechanics, Popular Science, Mechanix Illustrated 






























“All-Saw’”’... Cuts 4x4 
at 45°...6” Log... 
Fine Scroll Work... 
WITH COMPLETE SAFETY! 


Does Everything a Pattern Saw Will Do; More Than A Circular Saw Does! 
Does many things a band saw or nibbler will do—and many things that, 
until now, only a chain saw could. No other portable electric-saw can cut a 
6” board or a 6” log, yet cut any pattern, too! 








| Som | 


ef ess 
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Complete with 7 blades, rip 
guide, circle cutter, 45 tilting ONLY 
base plate. Universal Motor: $4495 
AC-DC, 3400 1” strokes per LIST 
minute. Length 8”, Width 7’, 
Height 7%", Wt. 6% Ibs. 


Cuts 2x 4, 4x 4, 6 x 6—all metals, including steel thin gauge to 14” 
/ —pipe and thin wall up to 2” in diam. Cuts curves, circles, straight 
cuts, fine pattern work in Masonite, Bakelite, wood, metals, tiles, 
Formica, wallboard, Plexiglas, plaster board, asbestos. Knife 
blade cuts all materials cut with knife. 

Curved foot plate enables inside cut anywhere; cutting blade in 
line of sight; air stream clears dust from line of cut; powerful 4% 
H.P. motor; 3 wire 8 cord with adaptor; heavy duty hardened 
gears; heavy duty roller and oilite bearings. 





Fit y) UL listed under Industrial 
Ly Classification 


OOO A 

















HARDWARE WEEK SPECIAL —F- Tale td adel it-tal-1a-me- tale Mm Gh a 
$29.95 List 
%'' 2-Speed “SS of 
Power Drill $13.95 $16.95 $19.95 List 
Model 808 Model 202 Model 303 Model 404 
A 2-speed %” Power Drill by Wen—and Small, light, handy and quiet. General utility sander Has special motor, amazing 
only Wen. Here in one tool is everything Powerful motor delivers 14,400 14400 straight strokes power. Heavy duty model 
needed in an electric drill. Easy to change Straight line action strokes per per minute.Casestrong Drives 34%4” x 6%,” sanding 
speeds. 1000 RPM to 3000 RPM. Husky, minute.Ideal for finefinishing red plastic. Comes in pad. 14,400 straight strokes per 
powerful, but streamlined design. Genuine and —e Strong black ‘“‘gold’’ metal Kit Box minute. Ebony black plastic 
: ¥_"” Geared Chuck. Universal 2 amp. plastic case. Comes in attrac- with 12 abrasives, 2 shatter and heat resistant 
autifully balanced Motor. Size 124%” x 434” x 29”. Weight tive Display Carton with 6 polishing pads. case. Comes in metal Kit Box 
he ded. A ts ple I ble i n kit form ; 4 Ibs. assorted abrasives, 2 polish- with 15 assorted abrasives. 2 
] ying ing pads. polishing pads, instruction 
eae ook. 





...8 standard and special tips 






















Promotionally Priced 
ee we a 
, $9.95 List $12 .95LisT $5.95 List 
$7.95 ust | $9.95 List Model 288 Model 250 Model 100 
Model 199 Model 199K 
General purpose gun. Heats 2% seconds. Heats in 5 seconds, far beyond 200 Famous WEN 250 Watt Heavy Duty Model. Feather-light (19 oz.) Slim-line (1''A¢” cross 
Weighs 1% Ibs. Has long, durable tips, watt rating. Light (2% Ibs.) Has 567 hours continuous operation. Heats in section) 100 Watts power. Heats 2'4 sec- 
spotlight, sturdy red plastic case. Kit in- long reach, long life tips, spotlight, 5 seconds. Spotlights work. With special onds. Built-in spotiight focused on work. 
cludes gun, extra tips for hot-cutting, strong shatterproof handle and rip cuts plastic tile. Strong black plastic Long reach, long life tips, replaceable and 
smoothing, rosin core solder, all in strong case. case. Comes in attractive Self-Display er with special purpose tips. 
metal box. Carton. Also available in kit form (250K) Lustrous black plastic housing. 
with metal carrying case. 
Order now—WEN is selling for Start NOW THE 12-W DEAL IN DETAIL 
you Nationally all the time! with THE WEN 12-W A Complete Too! Departmen | 
Every day lost is a sale Lost! “PACKAGED” DEAL 4 owt . : Cealer Coat 
b ; 1 Floor Display Merchandiser 
Writ e Four Nationally Advertised plus Local Tie-In Ad-Merchandiser Kit............ $15.00 (FREE) 
on Complete Home Workshop 1 505-K Power Saw Kit 21.97 
| Tools—not dust catchers u%" EEE SteS ROSSA ARCA RRERORE ES ei 
Products, ins : : 1 808 %" 2-SPEED Drill.................... 19.97 
but top-of-the-line fast sellers 1 202 Sander-Polish 9 
5810 Northwest e Beautiful Merchandising ander- olisher......... Oe ea a ee .30 
Highway Floor Display 1 199-K Soldering Gun Kit........ nilewanens 6.64 
Chicago 31, Ill. e Complete Local Tie-In TOTAL 12-W DEAL VALUE................... $72.88 
‘ Ad-Merchandiser Kit 
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CUSTOMERS ~~ 
WILL BUY ‘EM - 
WHEN YOU 


DISPLAY 





Top Quality 





BALL BEARING 
TOOL AND SICKLE 

GRINDERS AND | 
ABRASIVE WHEELS | 


... STOCK THE FULL WISSOTA LINE! © 


rs 






NEW ELECTRIC TOOL GRINDERS 


® Heavy Duty ‘4 H.P. or 1/3 H.P. Motor. 
@ Chisel Grinding Attachment included. 
@® Easy Access to front of wheels. 

® Ball Bearing @ Also New ‘/, H.P. Grinder. 








WISSOTA GRINDERS 
_ . . fill exacting needs of BF7S 
your most particular customers at the right price. 
A full line of Belt Driven Sickle and Tool Grinders. 
Also Hand Operated Tool and Sickle Grinders. 


Ek pF: 
ai Te eae | may 
“(ee a st 4 
Ne Gee 


be ~ 

~ ’ Aa Be ’ 
a a © m* + * . 
00 TRI / 

“ Pace, SY 
i 
7 6 s\ WJ 
} 





New Improved Design 
SAW MANDRELS 


® Ball Bearing type available with single 
or double threaded ends. 

@ Pillow Block type with end pulley. 
center pulley. 

© A Complete Line! 





Also 








Fully Vitrified 


ABRASIVE WHEELS 
SICKLE CONES by 
WISSOTAI! 


Safeguard good tools 
and sections. Cool, 
fast cutting... Are 
better balanced. Uni- 
formly made. Accu- 
rately dressed. Care- 
fully tested. 


WRITE FOR COMPLETE CATALOG! 
Ask Your Jobber's Salesman. 





MANUFACTURING COMPANY 


MINNEAPOLIS 4 MINNESOT 
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Convention Calendar 
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Sponsored by American Supply & 
Machinery Mfrs. Assn., W. B. 
Thomas, Hunter- Thomas Associ- 
ates, 2130 Keith Bldg., Cleveland 
15, business manager; National In- 
dustrial Distributors’ Assn., 1900 
Arch St., Philadelphia 3, Robert C. 
Fernley, executive secretary; 
Southern Industrial Distributors’ 
Assn., 712 Volunteer Bldg., Atlanta, 
Ga. E. L. Pugh, secretary-treasurer. 


National Assn. of Sheet Metal Dis- 
tributors, April 30-May 1, Spring 
Meeting, Pick - Roosevelt Hotel, 
Pittsburgh. Thomas A. Fernley, 
executive secretary, 1900 Arch St., 
Philadelphia 3. 


National Builders’ Hardware Conven- 
tion, Sept. 27-30, New Orleans. 
Headquarters hotel, Hotel Roose- 
velt. Exposition and meetings at 
Municipal Auditorium. Sponsored 
by National Builders’ Hardware 
Assn., John R. Schoemer, managing 
director, 515 Madison Ave., New 
York 22, and American Society of 
Architectural Hardware  Consul- 
tants, George P. Merrill, executive 
secretary - treasurer, 220 “E” St., 
Santa Rosa, Calif. 


National Hardware Show, Sept. 28- 
Oct. 2, Coliseum, New York City. 
Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York 17, Frank Yeager, managing 
director. 


National Housewares Exhibit, July 
13-17, Convention Hall, Atlantic 
City, N. J. Sponsored by National 
Housewares Mfrs. Assn., 1130 Mer- 
chandise Mart, Chicago 54, Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 
gress, July 19-23, Statler Hilton 
Hotel, Los Angeles. Sponsored by 
National Reiail Hardware Assn., 
964 N. Pennsylvania St., Indian- 
apolis 4, Ind. 


National Wholesale Sporting Goods 
Show, Aug. 2-5, Sheraton Hotel, 
Chicago. Sponsored by Trade Asso- 
ciation Shows, Room 923, 600 S. 
Michigan, Chicago 5, III. 


Regional Events 


Ace Hardware Corp., Summer Con- 
vention and Toy Show, June 7-9, at 
Ace Warehouse, 2355 S. Blue Is- 
land Ave., Chicago 8. Charles B. 
McClaskey, show manager. 


American Hardware Supply Co., Toy 
Show, May 18-June 12; Gift Show, 














MOST WANTED 
TYPES .:. 


MACHINISTS’ CHESTS 


UNION has done it again! Here now in sturdy, 
streamlined steel are two chests which offer 
the ultimate in design, ultra-modern appear- 
ance, rugged construction, increased capacity, 
easier accessibility and 100% utility for ma- 
chinists, tool and die makers, aircraft and 
auto mechanics, millwrights, skilled techni- 
cians, etc. 


MODEL MT-3 (above) 
3 full width drawers and till 


Overall size (both 


models) 20%2” x9" x 14” 


MODEL MT-7 (below) 
7 drawers and till 





drawn seamless reinforced cover... 
saga te bottom einforcement 
Non-sag drawer and till bottoms . . oe 
extension drawer gliders ron ord 
stop... Easy-to-clean porcelain-tt a 
ish... Felt-lined drawers and till... 
King-size dimensions. 











JOBBERS! DEALERS! 


Cash-in on the tremendous demand for these 
fast-selling items. Place your stock orders 
now! Literature and prices on request. 


STEEL CHEST CORP. 


LEROY, NEW YORK 


UNION 
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New! automatic 
STAPLE DISPENSER 


Stand this new dis- 
penser box on the 
counter near the cash 
register...or hang it 
on a wall. Remem- 
ber! The sensational 
business you build 


Ss Compre 
= ‘Stare 


¥ GUN S9* 


MORE SWINGLINE 
Jo STAPLE GUNS SOLD 


THAN ALL OTHERS CO} 





Here’s the staple gun all your customers want 
... sales prove that!...and at a sensationally low 
$4.95! The rugged, heavy-duty steel SWINGLINE 
101 Staple Gun delivers as much driving power 
as machines twice its size and weight! Takes 
two staple sizes: 4/16” and °/is”...performs actually 
hundreds of tacking jobs including insulating, 
carpentry and upholstering! Gun positively 
will not jam! Don’t delay. SWINGLINE offers 


WITH 

BUILT-IN STAPLE 
EXTRACTOR AND EXCLUSIVE 
~ PUSH-BUTTON LOADING PLUS HANDLE LOCK! 
















PRE-SOLD TO 


MILLIONS! Tie-in with 
SWINGLINE’S Spring 
Hardware Week Promo 
tion...and Tie-up sales! 
You get window stream 
ers, store pennants 
newspaper ad mats, 
local publicity and na 
tional advertising in 
Saturday Evening Post 
Popular Mechanics 
Popular Science, Me 





mo with SWINGLINE’s you immediate delivery — chanies tustssted 
al _ ee a i. for immediate profits! Farm Journal & others 
pete build a fabulous on all quantities, 





repeat business 
ad ' 
in staples! 


ee 
eins 





3 colors! S - . 
For complete information. contact } NC. 
Long Island City 1,N. Y 


WORLD'S LARGEST MANUFACTURER OF 
STAPLERS FOR HOME AND OFFICE! in Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14. Canada 
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Now on display cards! 
BASSICK clear 
Styrene wheel casters 
for customers 








Here’s the latest addition to Bassick’s 
line of casters on display cards suitable 
for pegboard display or glass binning. 

They’re Bassick #9429 SCNE cast- 
ers with 2” clear Styrene non-marking 
wheels, stem construction and nickel 
finish. Perfect for cribs, tea tables, bas- 
sinets, strollers, service carts, other 
household furniture. 

And on the display cards, your cus- 
tomers will see, stop and sell them- 
selves. Easy-to-apply instructions 
printed on cards along with uses and 
product features help sell these attrac- 
tive casters. Stock up, you'll sell them. 
THE BASSICK COMPANY, Bridgeport 5, 
Conn. In Canada: Belleville, Ont. 

















|Excellence) 
STEWART-WARNER CORPORATION 
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July 13-24, both at company ware- 
house 41 Terminal Way, Pitts- 
burgh 19. 


Cotter & Co., June 1-11, Toy-Gift & 
Fall Goods Show, 2740 N. Clybourn, 
Chicago. 


Mid-America Lawn, Garden & Out- 
door Living Trade Show, Chicago, 
Oct. 8-10. International 
theatre, Chicago. 
managing director, 
Ave., New York 17. 


Frank Yeager, 
331 


Mid-West Hardware & Housewares 
Show, Sept. 13-15, Navy Pier, Chi- 
cago. William B. Moody, show man- 
ager; William F. Ewert, operating 
manager. Sponsored by Illinois, 
Indiana, Michigan and Wisconsin 
Retail Hardware Assns. 


Our Own Hardware Co., Summer 
Convention and Stockholders’ Meet- 
ing, July 26-28, at general offices at 
618 N. 3rd St., Minneapolis. 


Southern Hardware Convention of 





the Southern Wholesale Hardware 
Assn. & the American Hardware 
Mfrs. Assn., April 12-16, at Bilt- 
more Hotel, Palm Beach, Fla. 
SWHA managing director, Ralph 
E. Kirby, 806 Peachtree St., N. E., 
Atlanta 8, Ga.; AHMA secretary, 
Arthur L. Faubel, 342 Madison 
Ave., New York 17. 


State Events 


Texas Wholesale Hardware Assn. and 
Texas Hardware Boosters Club 
Convention, June 11-13, at Stephen 
F. Austin Hotel, Austin. Howard 
Weddington, Secretary - Treasurer, 
1327 National City Bldg., Dallas 1. 





HARDWARE HUMOR 





os PAINT ¢ SL 








[ numene pete L ape a 4 | 


NR 











“He hasn't been the same since he 
caught his head in the paint mixer." 


Amphi- 





Madison | 














ITEMS 





EASY-TO-SELL 
PROFITS 


One-Piece Durable 


6 sizes ('/2"" to '‘4"') in Nickel and 
Brass, eac 
packed 100 to 
a box, %"" size 
carded in 7 
popular colors 
olus Nickel and 
Brass. 


UTILITY HOOKS 


Handy self-screw all purpose hook 
bright plated finishes. ~- 
in boxes of 50. 


E27 . HOOKS 


i di ie 





"Lit. 





2-to-a-card or 


&-2 TEE . HOOKS 








Lacquered Brass, Nickel, 
Chrome or Bright Iridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


Bright rustproof finish . 

4 popular sizes. . boxed 
in an attractive " counter 
display. Also available in 
bulk or packaged 
100 to-a-box in a 
complete range of 
thread sizes. 


Attractively finished and packed 
in a self-selling counter display 
assortment in 4 popular sizes. 
Also available in bulk or in 
boxes of 100 in all thread 
sizes. 


JOBBERS: Write now for prices and cata- 
log sheets on GRC's full line of money-making hard- 
ware items, including DRAPERY RINGS, SCREEN & 
WINDOW HARDWARE, DRAIN COCK KEYS. 
DEALERS: See your jobber salesman for immediate 
delivery on these and other 
GRC hardware items. 





GRIES REPRODUCER CORP. 


World's foremost producer of small! die castings 
; 161 Beechwood Avenue, New Rochelle, N. Y. 
* 1 NEw Rochelle 3-8600 
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A promotion with 
REAL APPEAL! 


Millers Falls IS PONY “all Oil CO 
bring customers iImto ‘Seleeg store 


during TOOLITIIME 59! Attractive 


s 


price reductions, bonus offers FREE 
PLUS a whopping national ad ° 
: : Carrying Case and | 
Campaien aAfigi plenty 0) ee ae sales ; 
- 5 ~~ 
promotion material to back you up Rip Guide - $15 Value NF 


Reduced prices on all tools shown Offered with an “all-new” Millers Falls Heavy Duty Saw at regular 

here and shipped during April, May : h ; . ‘ 
price. Three models with tremendous cutting capacity. Professional 

builder features. Full-power motors. Exclusive “Micro-Guide’’®. 





and June. Ask vour MF man about 


special buying terms soon! 





_——e Capacity 

Saw “ 45° Power Price 
” ” , 

* Bargain Prices * Window Cards . Ne. 646-672 _ | 1-11/16" | 0.3 $69.50 

National Ads * Demonstrations No. 747-7144" 234” _ 2.0 HP $84.50 


* Publicity * Giant Posters No. 800—8 144” 27," 2-9/32” 2.0 HP $95.00 


* Free Offers * Displays 














Price of saw includes FREE case and rip guide 





FREE BENCH STAND and TABLE WITH 
VERSATILE JIG SAW 


A fast seller — and the fastest saw in its field. Cuts own 








starting hole in wood. Bench stand and table included 


for regular price of No. 480 saw alone! 





i 


Pt ) 


Bit 
Rieweetnen 
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Y  _- MILLERS FALLS Set Mo. 8006 | 


Ip No. 8006 = Any Old 


POWER BIT SET — Screwdriver 
me | | worth $5.00 

10% Saving : 
Towards a 


6 high speed steel bits that | 
‘NEW DRIVER DRILL 


cut quickly through wood, 

steel, plastics. Even bore 

through nails. 344” to 1”. 
2 tools in 1! A power screwdriver, geared to 275 
RPM for high torque and easy control. Quickly 
converts to a 4%” drill. Pistol grip (No. 2860) and 

saw grip (No. 2660). 


ONLY $3495 plus any old screwdriver 























NOW $6235 














$300 OFF 
HEDGE TRIMMER FE ils | 


ATTACHMENTS : ey SPECIAL PRICE 
an \\ on No. 725 
NEST OF SAWS! 


teig ONLY $300 


No. 2150 No. 8821 


NOW *1123 NOW 4923 


Specially reduced prices on 2 models. No. 2150 
fits any 14” drill. No. 8821 for use with Millers 
Falls “888” power unit and Nos. 1114, 1115 


Pistol-grip handle with 3 interchangeable blades. 
8 positions. Cut steel, plaster, wood and practically 
anything else! 


and 1134 drills. 








+11 SAVING on a Langdon Acme Mitre Box 


The famous Langdon Acme, best mitre box you 
can buy! Rugged construction. “Oilite” bearings 
for smooth saw glide. 


pgoje) 


SINCE 
EY: 


ee @ 
iif } fe 


\ ‘eau if It | Lk | i | lj Pe EE) 
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-eethe Pipe Vise 
that gives your 
home workshop 
customer 


his money, 








® Look at what he gets in 
this RifeID Bench 
Chain Vise! ... a replace- 
able heat-treated tool steel 
LonGrip jaw he won’t 
need to replace, that’s 
easy on nickeled pipe, with 
easy-to-tighten chain. 
Holds any pipe to 2’’, It 
has integral rest to keep 
pipe straight for better cutting, threading, 
reaming. And it’s famous RIGA0D design 
and quality. Stock and sell the BC-2A for 
good steady profits . . . call your Wholesaler. 


LALLY 


Elyria, Ohio, U.S.A. )))) H)) 


5 jE 
The Ridge Tool Company \ " 


THREADED PIPE... it's Tight ... it's Best . . . Costs Less! 
Want more facts? Circle 201, p. 75 
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why Hardware Dealers 
everywhere like fo Sell 


@yxkuitle propucts 


A The only complete line of humidifiers 
for warm air heating systems 


P More profitable sales due to greater 
product demand 


3. Superior quality construction 


The New “&kuttle Model 711 Counter- 
- Balanced Humidifier 


Here’s a sure bet to increase your 
sales and profits. The new Skuttle 
Model 711 is installed in vertical 
plenums of any warm air heating 
system easily and quickly. There’s 
no complex mechanism, operates 
with a single orifice. The Model 
711 is shipped completely assem- 
bled for do-it-yourself installation 
if desired. Complete instructions 
and template included in package. 


Write for further details on all models of Skuttle Humidifiers. 


aatia Patented Vapoglas Plates 


Millions of humidifier evaporating plates 
need replacing annually. Increase your 
profits by using Skuttle No. 489 Universal 
Vapoglas Plates, designed to fit all makes 
of humidifiers. Skuttle Vapoglas Plates 
have been satisfying customers for years. 
Get the best, install Skuttle Vapoglas 
Plates ... copied but never equalled. 


Siuwwe-aine axe Electrostatic, Permanent, 


Washable, Lifetime Air Filters siete 


gar he 
Your customers will save; you Teeny ag meat 
will profit with Skuttle-Aire per- ; i i is na “ 
manent, washable air filters for Bis i, ae 
furnaces, central air conditioning ( si ah 
systems and room coolers. Re- a ay Kip iB si 
placement costs are completely Be “ 
eliminated. Easy to install, easy [Ry Woe 
to remove for cleaning. Skuttle- oe 

Aire light weight filters are avail- 

able in all sizes. And they never 

need otling. 


You can be sure your customers are getting maximum efficiency 


from any installation where Skuttle-Aire Electrostatic, Perma- 
nent, Washable, Lifetime Air Filters are used. 


EA TETU  manuracturine co. 


MILFORD, MICHIGAN 


IN CANADA: WAIT-SKUTTLE CO., OAKVILLE, ONT. 


DEFENSOR 504 HUMIDIFIERS PERMANENT FILTERS 
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Hows the Hardware Business? 





Dealers leave Lawn-Boy's mower service school 
with kit of materials explaining service plan 


All the material needed to fully 
explain Lawn-Boy’s 1959 service 
program is gathered into a kit for 
dealers who attend the company’s 
power mower service schools. 

This “Golden Age” service dealer 
kit provides dealers with a package 
spelling out the sales and promo- 
tional potentials of the service op- 
eration. 

The kit was designed and edited 
by Charles J. Lear, Lawn-Boy fac- 
tory service manager. Here are 
some of the items included in the 
kit: 

An outline, on the inside cover, 
of the current power mower ser- 
vice picture, and its changing and 
expanding potentials. 

Product literature from several 
manufacturers outside the power 
mower field, including customer- 
need items and special tools for 
service operations. 

An illustrated catalogue of 
Lawn-Boy engine and mower parts 
back to 1954. 

Descriptive illustrated literature 
for floor display racks for acces- 
sories, blades and complete units, 
plus window and outdoor signs. 

The kit also includes emergency 
order form, a 17 x 11 in. warranty 


dealer wall placard, and Factory 
Authorized Reconditioned Mower 
agreement forms. 

“What we do hope we've been 
able to accomplish here,’ Mr. Lear 
explained, “is to put into one pack- 
age the very essence of each ingre- 
dient necessary to make up an au- 
thorized service dealer’s operating 
program for 1959.” 


Firemen battle flames 
with power chain saws 

The classic image of a fireman, 
swinging an axe as he battles his 
way into a burning building gives 
way to the machine age. 

Salesmen of firemen’s axes will 
not like the new competition, but 
salesmen of chain saws will. Roch- 
ester, N. Y., has decided to equip 
each of its fire engine companies 
with a gasoline-powered chain saw. 

Remington Arms Co. made the 
sale of 5-hp saws, the kind used 
in the pulpwood and logging in- 
dustries, and points out that Roch- 
ester fire authorities found the 
chain saw efficient and speedy in 
cutting into roofing; clapboard, tar- 
paper, sidings; and through studs 
in rafters. 





These are the materials of the kit issued by Lawn-Boy to dealers attend- 
ing factory authorized service schools explaining Lawn-Boy’s 1959 
profit making service dealer program. 


WARRANTY &o 
(8 LAWN BOY Prem 


' 
z 
3 
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SBA licenses first two 
small investment firms 


The Small Business Administra- 
tion has licensed the first two 
small business investment compa- 
nies. 

The First Midwest Small Busi- 
ness Investment Co., Minneapolis, 
and the Citizens and Southern 
Small Business Investment Co., At- 
lanta, got the first federal licenses 
to begin operating under the au- 
thority of the Small Business In- 
vestment Act of 1958. (See HA 
Mar. 12, p. 229.) 

The First Midwest Small! Busi- 
ness Investment Co. has an initial 
capital of $315,000 owned by 25 
stockholders, including the North- 
western National Bank of Minne- 
apolis which holds a five percent 
share. No government financing 
is involved. The company will op- 
erate in Minnesota, Wisconsin, 
North Dakota and South Dakota. 
Alan K. Ruvelson is president. 

The Citizens and Southern Small 
Business Investment Co. has an 
initial capital of $325,000 owned 
entirely by the Citizens and South- 
ern National Bank, Atlanta. The 
company will operate in Georgia 
only but will establish branch of- 
fices in Savannah, Atlanta, Macon, 
Augusta, Valdosta, and Athens 
within 60 days. Hugh W. Fraser, 
Jr. heads the company. 

The Atlanta company plans 
within a year to increase its capi- 
tal by $500,000 through the sale of 
stock. 

Twenty - one other companies 
have been given preliminary ap- 
proval pending licensing by the 
SBA. 


The Small Business Administra- 
tion was busiest during the last 
six months of 1958, Administrator 
Wendell B. Barnes reported to 
President Eisenhower and_ the 
Congress. 

There were 4981 business loan 
applications for $282.8 million. 

More than 2600 loans were ap- 
proved, for $119.7 million. 

The SBA and 45 leading educa- 
tional institutions co-sponsored 58 
courses in administrative manage- 
ment for small business owners 
and managers. About 1500 small 
business men attended the courses. 
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Sports trophies: traffic 
builder, big profit line 


Sports trophies build sales and 
pull traffic into the sporting goods 
department. 

What trophies will you need in 
this business? Football, softball, 
bowling, basketball, track, base- 
ball, golf, and tennis are most 
popular. You’ll need various sizes, 
either in figurines or wall plaques. 

Then there are team cups, and 
these usually are the higher priced 





ere om 
‘ <4 owe — or re ee © eer 
, ~ ~~ Eee 
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“Wreax . 


Meets your Customers’ Demands for a Quick Way 
to Give Natural Woods a Waxed, Hand-Rubbed 
Look—Without Waxing or Rubbing! 


Quick-drying Trimmac fits right into today’s demand for 
easier-to-use products—and the increasing use of natural 
woods for paneled walls, cabinets, woodwork and trim. It 
brings out the beauty of the grain, does not darken or vellow 
with age. It even feels “waxy —vet gives such a hard smooth 
finish that dust won't cling. 


Plus these advantages for you: 

* A profitable item, fair-traded for your protection. 

e Backed by national advertising in AmericAN HOmE and 
LivinG For YOUNG HOMEMAKERS. 


Free ‘‘How-to-do-it’’ folders available for your consumer 
trade. 


® Sold only through paint and hardware stores. 


WM. ZINSSER & CO. ZIINSSER e 


516 West 59th Street New York 19, N.Y 
310 N. Western Ave. Chicago 12, Illinois sinCcE /a49 


Also manufacturers of Bulls Eye” Shellac * Spray Shellac * B-I-N Primer-Sealer~ * Bulls Eye Black Gloss * 
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A few shelves and about 6 running 
feet of wall space is all you need for 
a trophy department. 


models. You should also have an 
arrangement for engraving. Most 
jewelers can handle this end of 
the business for you. 

John A. Warren of John Warren 
Hardware, Eugene, Ore., is a deal- 
er who has built a profitable trophy 
section in his sporting goods de- 
partment. 

Mr. Warren says, “The depart- 
ment more than pays its way with 
sales of from 25 to 30 trophies 
each month. 

“This is one of the best atten- 
tion-getting smal! departments in 
the entire store. Youngsters are 
fascinated by this display and 
Visit the store in groups just to 
look at the case. Adults are good 
customers, and they get just as ex- 
cited as children about the 
trophies.” 


How to stretch your 
promotion dollars 

One way to stretch your adver- 
tising budget is to make full use 
of manufacturers’ co-op advertis- 
ing programs. 
House 


\ second 


A lengthy Directory of 
wares Co-Op Ad Programs 
edition) was published in the Jan 
1 issue of HARDWARE AGE. This 
Directory tells yeu which manu- 
facturers have co-op 
demonstrators, etc. 


programs, 


You can get a reprint of this Di- 
rectory while supply lasts by send- 
ing 15¢ in coin or stamps to HA 
Dept.. HARDWARE 
AGE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


Reader Service 





NEATEN YOUR 
SCREW STOCK 


WITH 


ELCO TOOL & SCREW CORP. | 
1109 Samuelson Rd. * Rockford, Hlinois 


PACKED 100 
TO A BOX 





ONLY 4 

SIZES OF BOXES 
FOR ALL SCREWS 
AND BOLTS UP 
TO 6” LONG 








CAN BE ORDERED 
TAPED IN STRIPS OF 10 


All DECI-PACK boxes are of drawer-type construction with 

pull tabs, as shown. When stacked, any drawer can be 

pulled out with no difficulty. Sizes are plainly marked. Head styles 
are shown with graphic symbols. Colors identify materials. 

Also available taped in strips of 10. Taped screws are 

precounted for you. Tape tears easily for less-than-ten quantities 
— and screws stay on the tape for fumble-free handling. 

Here is one of the greatest packaging advances in years — take 
advantage of it in your store. Save time! Improve efficiency! 
Increase profits! 
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Stock the one 
all purpose 
water seal 




















Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood + Tile + Stucco «+ Masonry 
Concrete + Shingles + Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains *« Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 
Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
save inventory. 


Write for complete information and name of 


distributor nearest you. 4936 


J 
MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 


E. A. Thompson Co., Inc., Merchandise Mart, 
San Francisco 3, California 


San Francisco * Los Angeles * San Diego ¢ 
Portland * Chicago * Seattle © Denver © Dallas 
Houston ¢ St. Louis ¢ St. Paul ¢ Detroit 
Philadelphia * New York City * Memphis « 
Cleveland ¢ Factory: King City, California 
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Promotions 


Manufacturers’ New 
Merchandising Plans 


Du Pont No. 7 contest 
builds store traffic 


Du Pont $100,000 Lucky “7” con- 
test begins May 15, with a tie-in 
traffic builder to hardware stores. 
The contest will be backed by heavy 
consumer advertising. 

Consumers who enter the contest 
get an entry blank at hardware 
stores and other retail outlets han- 
dling Du Pont No. 7. To qualify, 
consumers must correctly count the 
number of sevens in the official 
entry blank. 

A customer does not have to pur- 
chase a Du Pont No. 7 product. 
However, if proof-of-purchase is 
submitted then contest winners get 
a bonus prize. 

First prize in the contest is sev- 
en times the winner’s weight in 
silver dollars. The bonus prize is 
a Buick LeSabre automobile. 

The contest closes Aug. 15. 








Mower quality stressed 
in Penn. Mower program 


The Pennsylvania Lawn Mower 
Div. of American Chain & Cable 
Co., Inc., Bridgeport, Conn., will 
stress mower quality in its ad 
campaign this spring. 

Ads will appear in the April 18 
and May 23 issues of the Saturday 
Evening Post, the April issue of 
Sunset, and May Readers’ Digest. 

The campaign will be backed by 
added coverage in local newspapers 
across the nation. 


Columbus Plastic issues 
new series of ad mats 


Columbus Plastic Products, Co- 
lumbus, O., has issued a completely 
new series of ad materials for 
dealers. 

An ad mat service folder is is- 
sued for more than 75 ads from one 
column drop-in spots one and two 
inches deep, to larger two, three, 








Sale Speeder No.2 


Use this fast convincer 
for quick sales. it works! 
sd 


No. SD 
''Dynalite”’ 
(CF tdel-lamm—y el. tel — 


SHOW customers tne taper- 
ceolgel-lemmmell-lel- Bama dallel.4-|aulaeal-ha-t 
where wear is greatest, thinner 
<selel-s- Masel am -t-0-tl-laalel-lal-tag-halelar 
A 5 Gl Ge teeth dal- tal elel© ale ih ielalelelelaler 
hole aal men cele lelal-s- sam aal-leol- rum @r- tL 


"Jol e iam alm -fealel-iam'salell-t-1-tl-1a 


RUE TEMPER 


Your basic line... your money line 
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every home and 
factory is a prospect for... 


TRI-CON 
heh) mor 448 3~ 


Over 30,000,000 residential and 
industrial woter users will find 
this easy-to-operate trigger nozzle 
the best for any job! : 


MAKE MORE PROFITS WITH THE FAMOUS 
TRI-CON HOSE NOZZLE IN THE 


...new bubble package 


SOLD BY LEADING WHOLESALERS 
Write now for catalog sheet and price list! 


MOLDED SPECIALTIES, INC. 
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New 
BETHLEHEM 
RING-LOK and GRIP-SCREW 


They hold like screws 


Here are two new nails to help build up your profits. They 
are Bethlehem Grip-Screw Nails and Bethlehem Ring-Lok 
Nails. Both pack terrific holding power . . . and are easy 
to drive. 

Ring-Lok Nails have exceptional holding power because 
of the rings on the shank which act like barbs. 

Grip-Screw Nails have a threaded-type shank that actually 
cuts into the wood like a screw. 


FEWER NAILS NEEDED ON JOB 

With Grip-Screw and Ring-Lok Nails, there is less tend- 
ency toward splitting or loosening, less ““working up.’’ Jobs 
move along faster because fewer nails are needed per square 
foot of area to be fastened. 


BETHLEHEM STEEL 


MOST STYLES AND SIZES 

Both of these new nails are available in the most popular 
styles and sizes, including underlay, flooring, drywall and 
pallet, in either 50-lb or 100-Ib cartons. 

When you stock and merchandise these nails, you'll 
find they move fast, with gratifying profits as the result. 
Demand for these nails is growing fast. Write us for 
further information on prices and promotional aids 
that will help you sell Grip-Screw and Ring-Lok Nails! 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


aETHUEH EN 
STEEL 
a oom 
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First chain door fastener, ever, that 
UNLOCKS FROM OUTSIDE! 


iLCcCO 
GUARD-O-MATIC 


Here’s the hottest idea that’s hit the builders’ hardware 
market this year... unique type of chain door 
fastener that... 


% Offers a revolutionary convenience 
feature—it permits entrance by key from x en ae 
outside at any time without disturbing FROM INSIDE — Chain permits door to open only 


occupants. slightly so that visitor can be identified before ad- 
mission. Visitor cannot remove chain from outside. 


ye Provides extra security — occupant Easily removed by occupant. 
sees visitor before allowing admittance. : 


You've got a double market for [LCO’s new 
GUARD-O-MATIC. It’s a sales natural for 
the still-growing Do-It-Yourself market because it’s 
so easy to install, so practical. And builders want 
it to add more sales appeal to their new homes. 


Can be keyed alike with ILCO Locksets. 


This is too hot an item to miss. Ask your jobber 
today about GUARD-O-MATIC or write ce 
us direct for complete information. FROM OUTSIDE—A turn of key rotates slotted 


plate inside and ejects locking pin from slot. Five 
pin tumbler cylinder provides top security. 


SPECIAL 
INTRODUCTORY 
OFFER 


With order of seven or more 
GUARD-O-MATICS you get 
attractive demonstrating display 
FREE — with one of them mounted, 
as illustrated. 


EASY TO OPERATE—To release chain from out- 
side, merely turn key in cylinder and locking pin 
drops from slot. From inside, close door and slide 
pin from slot. Pin hangs in bracket when idle. 


Ask your jobber today 
for full details, or write direct. 


-— aaamtiacaraamcnseccae LOCK COMPANY 


FITCHBURG, MASS. 
Want more facts? Circle 209, p. 75 
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Manufacturers Promotions 
(Continued) 





four and five column display ads. 
These ads are illustrated in a 12- 
page newsprint folder. 

High fashion Lustro-Ware Ele- 
gante metallic decorated pantry- 
ware and matching kitchen acces- 
sories are featured for seasonal 
tie-in with Lustro-Ware national 
advertising. Also featured are 
polyethylene waste baskets, refuse 
containers, bathroom and laundry 
accessories, and new frozen food 
containers and gardening helpers. 

Also supplied in mat or repro- 
ductive proof form for special pro- 
motional use are individual repro- 
ductions of more than 200 items in 
the Lustro-Ware line. 


Melnor has spot TV ads 
for ‘59 sprinkler line 


Spot television ads for lawn 
sprinklers will be used by Melnor 
Industries, Inc., this season. The 
Brooklyn, N. Y. lawn and garden 
equipment manufacturer says the 
television campaign will be nation- 
wide. 

Ads in Better Homes & Gardens 
and Maclean’s magazine will back 
the program. 


Butcher ad campaign to 
build hardware traffic 


The Butcher Polish Co. of 
Boston has announced an advertis- 
ing campaign to direct customers 
to hardware and paint stores for 
wax and polish products. 

The ads will promote Butcher’s 
self-polishing wax, paste wax and 
Butcher’s liquid wax. 

They will appear in the current 
Saturday Evening Post, May Living 
For Young Homemakers, Septem- 
ber McCall’s, and October House 
Beautiful. 


Fast draw champ tours 
in Crosman promotion 
The “Fastest Gun Alive” is 
demonstrating fast draw with the 
new Hahn “45” Revolver, and do- 
(Continued on page 153) 
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“ CRAFTSMEN WILL WELCOME THIS 
= BY 


GRIFFITH TOOL WORKS, INC. 


Dealers have a real profit opportunity 
by featuring these exclusive 


——._ _G) 
GRIP-A- GRiFF 


Shock-Resistant Grip 


HAMMERS & HATCHETS 


TIRED of selling commonplace 
merchandise at cut-throat prices? 
Welcome then to the GRIFFITH 
“GRIP-A-GRIFF" seriesof hammers 
and hatchets that feature the exclu- 
sive (patent pending) shock absorb- 
ing neoprene rubber cushion grip, 
bonded to hickory handles. 


GRIFFITH, pioneering and _ spe- 
cializing in producing hammers and 
hatchets for over one hundred years, 
guarantee the tools bearing the 
“GRIP-A-GRIFF” trademark to 
give faster, more accurate and less 
tiring heft, swing and strike, with 
longer rugged service life. 

“GRIP-A-GRIFF” tools are supe- 
rior. Full polished or velvet black 


finish heads, all hand forged, pre- 
cision ground, Rockwell controlled 
tempered; mounted and lock wedged 
on selected top grade hickory han- 
dies which are sndividually fitted to 
each head, belted stained; plus the 
exclusive “GRIP-A-GRIFF” grip 
permanently bonded to handle. 
THE EXCLUSIVE neoprene rub- 
ber cushion grip will not loosen or 
pull back at shoulder, does not 
stretch or pull off. And too, it with- 
stands impact from nails, sharp 
edges, brick or even rock. 


TOOLS processed with the “GRIP- 
A-GRIFF” grips have been field 
tested; have the unqualified endorse- 
ment of craftsmen everywhere. 

















In spite of their greater value, the “GRIP-A-GRIFF” series of hammers and 


hatchets are priced no higher than th 


e top lines on the market © MERCHAN- 


DISING the all new “GRIP-A-GRIFF” series of hammers and hatchets is the 


answer to the wide-awake dealer in 


search of ways to increase sales and 


profits. ASK YOUR JOBBER. He has or can quickly get a stock of Griffith 


GRIP-A-GRIFF tools for you. 


\ GRIFFITH TOOL WORKS, INC. G.P.0. BOX 8657 PHILADELPHIA 1, PA. 


> 
‘a 


GRIFFITH 


and 
MASTER BUILDER 
HAND TOOLS 





BEFORE YOU BUY ANY MORE PORTABLE ELECTRIC TOOLS 


The American-Lincoln 
Corporation announces the 
formation of a new division, 
whose single effort will be to 
make and sell the finest 
power tools in America! The 
American Power Tool 
Company is the youngest 
division of one of America’s 
oldest corporations. 
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This Marks The First Time That Any Company Has 


Introduced A Complete Line Of Portable Power Tools At One Time 
HERE’S WHY = and what it means to you 


POWER TOOL 
KNOW-HOW 


MANUFACTURING 
FACILITIES 


COAST TO COAST 
SALES TOOLS SERVICE 


For more than twenty years we 
have been supplying national retail 
chains with famous name power 
tools. Research confirmed the de- 
sires of dealers (and their cus- 
tomers) for a truly quality line of 
tools. Subsequently, the decision 
was reached to serve this growing 


need by utilizing our engineering — 


The American Power Tool Company 
has the finest facilities including 
the most modern and efficient pro- 
duction equipment available today. 
While modern assembly line tech- 
niques are used by highly skilled 
craftsmen, the emphasis is on top 


and production know-how to make | | 


and sell our own line. 








The American Power Tool line will 


be marketed by a team of national 
sales representatives to jobbers and — 


other wholesalers selling retail 
supply outlets. Each man is a vet- 
eran tool salesman. Every APT tool 
is packed in its own display case. 
Initially, an extensive public rela- 
tions program, in-store displays 


ee ae 


 licize the line, 
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Regardless of where you live, 
“Factory Service’ is within 24 
hours of you. The factory trained 
service personnel of over forty 
American Floor Machine Co. 
branches and eleven Canadian 
offices will repair your American 
Power Tools. Know-how, power tool 
Sales experts and coast to coast 
service—it all adds up to a new line 
that's really “got what it lakes to 
‘make good.” 





—designed exclusively for retailers 


‘FAST SELLING ew 


“AMERICAN 


POWER TOOLS 3 “c: 


by American Power Tool Company | Monn catia! Gillan tor tongue lit, 


more jable service 





hy . Say 


6’2"’ AND 7'2’’ POWER SAWS TWO %”’ DRILLS—1800 AND 2400 RPM TWO %"’ DRILLS 
WITH PATENTED SAFETY CLUTCH ONE %’’ DRILL—1000 RPM REVERSIBLE OR NON-REVERSIBLE 





pany 


DIVISION OF 


RICAN- LN CORPORATION ie ” 
eo Soe DUAL-MOTION PAD SANDER 4’" BELT SANDER 


ORBITAL AND STRAIGHT LINE MOTIONS , 4"’ x 24” BELT SIZE 





ts taht 


DUAL ACTION SABER SAW ELECTRIC TRIMMER 
STRAIGHT OR CURVILINEAR STROKE SELF-FEEDING, SELF-HONING BLADES 





ERICANM 


LEARN HOW THE APT PROGRAM 
CAN INCREASE YOUR PROFITS 


This fully illustrated catalog gives you facts 

pwr on the new line of power tools designed ex- 
clusively for sale by retailers. You can make 

high profits, enjoy fast turnover—without in- 
ventory problems and confusion. You sell only 
top quality when you sell American Power 
Tools. Wire (your name and address only) 


today for your copy of the API catalog and 
OL company ~y-] 


DIVISION OF MERICAN- 
INCOLN CORPORATION Toledo 3, Ohio 


OTHER A/L DIVISIONS INCLUDE AMERICAN FLOOR MACHINE CO., LINCOLN FLOOR MACHINERY CO., WILSHIRE POWER SWEEPER CO 

























Undercut 
Channels... TRADE MARK REG. U. S. PATENT OFFICE 
another 

Channellock 


Re-inforced 
Exclusive 


Tension Edge... 
@ Channellock 
exclusive 


No. 4sSsoOo 


BIG GRIP for big jobs 
COMPACT DESIGN for easy handling 





ACTUAL 
SIZE 


Your best tool customers—home owners, service: 
men, mechanics of all kinds—have been 
asking for a Channellock plier b/g enough for 
big jobs... compact enough for easy handling. 
Here is the answer... the Channellock 
No. 430 BIG CHAMP. This new plier has 
a full.2” parallel jaw capacity yet can be 
carried easily because of its compact design. 
Best of all, BIG CHAMP has the terrific 


Display It... And They'll 
Buy It! Pliers packaged in 
this colorful display carton. 
Shipped 6 per carton. 


er ee om _ TS pf gripping power... the unique undercut, 
/ L& fae . non-slip tongue and groove channels “aa 
\ _-~the patented reinforcing rib...in 
SS , Ags < ~ short, all the exclusive features 


which have made Channellock the... 
fastest selling pliers in America. 
__ And you'll sell these new | 
—~ BIG CHAMPS faster because 
~ they're packaged in a compact, 
— ~~ colorful display carton you 
: can set up front in a jiffy. Order ' 
your supply today. 





LENGTH 10” 
CAPACITY 2” 


LIST $3.30 EE 
WT. PER DOZ. 10 LBS. 
CHAMPION DeARMENT TOOL COMPANY - MEADVILLE, PENNSYLVANIA 
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Manufacturers’ Promotions 
(Continued ) 





ing tricks and marksmanship shoot- 
ing with Crosman Pellguns, rifles 
and pistols. 

The nationwide personal appear- 
ance of Dee Woolem, national fast 
draw champion, is sponsored by 
the Crosman Arms Co., Fairport, 
N. Y., as a part of Select Dealer 
Program, 

Dealers who want to tie in with 
Dee Woolem’s appearance can get 
his itinerary and a complete pro- 
motional package from Crosman. 


Kennatrack sale offers 
Y2 price to builders 


Builders can save one half the 
price of gliding door hardware in 
a promotion by Kennatrack Corp., 
Elkhart, Ind., a subsidiary of Ekco 
Products Co. 

The promotion is based on a 
coupon offered to builders through 
magazines and direct mail ad- 
vertising. The coupon is redeem- 
able through the dealer. The dealer 
will redeem the coupon with the 
wholesaler who in turn uses it to 
buy replacement merchandise. 

The promotion applies to Ken- 
natrack’s three lines of hardware. 
It ends Aug. 31. 


Glove deal includes 
free wicker basket 


A multiple pack promotion is 
offered by the glove division of 
Riegel Textile Corp. to increase 
sales of basic staple 8 oz work 
gloves. 

The promotion offers a re-usable 
wicker display basket free with 
each 12 dozen order. Gloves are 
pre-packed in the wicker basket. 
Gloves are available in men’s sizes 
or an assortment of men’s and 
ladies’ sizes. 


Big plans for 50th year 
Father's Day promotion 
Both 1959 and 1960 will be used 
to promote the 50th anniversary of 
Father’s Day. This year it falls on 
June 21. 
About 150 organizations, such 

















| 


Keeps pugs away- 
brings customers 


with 4 Big Benefits! 













| STICK INSECT 
REPELLENT 


OFFER NO. W3 
“FLIES GNATS and 1 dozen Skeeto-Go 








CHIGGERS 69° Retail List...... $8.40 
ry Wour CoP ccccces $5.04 
LASTS FOR nov 
Your Profit. . . . $3.36 
H| PROFIT FROM SMALL SPACE or 40% 


Colorful display, only 3%"x5"x714" 
brings you 40°, profit! 











Big Benefit ay Easy to use—just rub on. No liquid 
to spill. No gooey cream. 


Big Benefit 2) Won’tstain skin or clothing. Won't 
harm nylon stockings, fishing lines, 
plastics. 

Big Benefit é) Safe for Children—can’t get in eyes. 


Won’t burn even sensitive skin. 





Smells good — just like new-mown 
hay. No irritating “perfumed” or 
“chemical” odor. 























“ 
| Weco Products Co. | 
| 20 N. Wacker Drive, Chicago, Illinois | 
| Please send me.........6+: Skeeto-Go offer No. W3 at a cost | 
| of $5.04 per offer. F.O.B. destination. | 
Company Name 7 
7 Street Address 
| City Zone Stote | 
| By | 
Un eee eee ee ees ee ee ee ce ee ee ee ee ee ee ee ee ee ee ee ee eo ee ee ee ew awe a | 
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Manufacturers Promotions 
(Continued ) 





as Boy Scouts, are getting behind 
the Father’s Day Slogan: “Juvenile 
Intergity Starts in the Home.” 
More publicity than ever before is 
scheduled by the Father’s Day 
Council, both paid-for and spon- 
taneous. 

The Council predicts last year’s 
record of $350 million spent on 
gifts for Dads will be broken in 


Want more facts? Circle 212, p. 75 


1959 due to extra publicity. Hard- 
ware stores should get a big share 
of this volume if they promote. 


Smaller dealer kit is 
ready for Mother's Day 


A smaller than usual 22-piece 
dealer display kit for Mother’s Day 
promotion has been designed by 
the National Committee of the Ob- 
servance of Mother’s Day. 

Mother’s Day falls on May 10 
















Kalamazoo, Michigan jobber! 


‘‘More closer sales in one month 
than during entire previous year”’ 


A dealer reports... “Just put 
display in view. . . and get 
impulse sales.”’ 


NEW 
NEWELL 
DISPLAY 


DOUBLES DOOR CLOSER SALES 


DIAL-A-MATIC! CLOSER 


Colorful new display creates 
volume impulse sales. 


Closer #006-D just $944° 


Display free with order of 6 


Newell offers the MOST 
COMPLETE LINE of closers 
from $1.33 to $16.00* 





ATTENTION 
Builders Supply Wholesalers 


ae 





NEW ATLAS vs 
does hydraulic-sized jobs 
for Y2 the cost. 
Precision-engineered, rugged- 
ly built for heavy, high- 


frequency doors. Send for full 
details today! 











Cover the entire consumer market for door closers with just one 


reliable source. Six closers from an economy model to new heavy 


duty Atlas. Also hardware kits, matching locks, door stops, hinges. 


Send today for catalog pages and name of nearest jobber. 


*Suggested list prices 


Newell Manufacturing Company Chatham St., Lowell, Michigan 
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this year. The Committee said 
sales are expected to top $900,000,- 
000 this year for Mother’s Day, 
second only to Christmas as a gift 
holiday. 

The 22 piece kit with window 
and interior trims of various sizes 
cost $7.95. It is available through 
the Committee office at 129 W. 
30th St., New York City 1. 


Cory seeks more sales 
in consumer ad program 

Cory Corp., Chicago, has a sales 
promotion program featuring four 
gift items: an automatic coffee pot, 
an electric knife sharpener, an elec- 
tric can opener, and a new 18-cup 
automatic percolator to be intro- 
duced in May. 

Ads will appear in U’. S. & World 
Report, New Yorker, National Geo- 
graphic, Esquire, Wall Street Jour- 
nal, House Beautiful. 
Sunset and others. 


Newsweek, 


Republic ad campaign 
to boost bin sales 

Republic Molding Corp., Chicago 
manufacturer of Polly Flex home 
vegetable bins, is promoting its 
new apartment size polyethylene 
vegetable bin in current issues of 
Ladies’ Home Journal and Sunset, 
April issues of Farm Journal, and 
Better Homes and Gardens, and 
May Sunset. 

The current campaign is a con- 
tinuation of the Fall campaign 
which initiated the bins. 





HARDWARE HUMOR 


—_ 


— 






( 


SNOW SHOU 





‘How does it fee/, dear?’ 






















CAST ALUMINUM 
WEATHER 


VANES 
Cast in 3 di- 


mensional life 
time aluminum. 

Adjustable 
Bracket. Fits 
any roof. 5 De- 
signs in gleam- 
ing black. 













Only 
$9.95 


Retail 










Individually 
packed in 
gift shipping 
, . 
ver. shipping container. 
num Mail Boxes, House 
5s, Door Viewers. Send 













Mfrs. of Cast Alum 
and Mail Box sign 


for FREE Catalog. CO., INC. 
REMINGTON HARDWARE + 


102 GREENWICH 
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STOCK 'EM NOW! 


Now Nationally Advertised! Now.. 


SPECIFIED IN POPULAR 
EASI-BILD* PATTERNS 


TEENUTS’ 











Flush-Mounted, 
f "Can't-Slip’’ Nut 
\ Securely Anchors 
Bolts in Wood! 


a 
TEENUTS 
7 "4 aety P 


*T. M. Reg. U. S. Pat. Off, 


Build-it-yourself fans will be asking 
for DOT TEENUTS because they'll 
use them as specified in famous 
EASI-BILD PATTERNS for making 
many useful and wanted projects 
around the home. Handymen will 
want ‘em for repairs. Stock up now 
on TEENUTS and other items in the 
DOT LINE. 





SELF-SERVE 
DISPLAY PAK 


ORDER FROM YOUR WHOLESALER 
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You're in Business 
with 


80% Profit Rai 


Cet 


ts a . n 


When yeu purchase “Sa 
prey 











R42 x PKA-3 , 


CONSISTING OF KEY§ ~ * 
DUPLICATING MACHINE, 
MOTOR, ROTARY KEY- 
BOARD plus 1020 of the most popular KEY 
BLANKS. YOU CAN CUT CYLINDER AND CAR 
KEYS QUICKLY AND ACCURATELY. 


FREE 


THIS SIGN WITH YOUR ORDER 
TO HELP YOU SELL KEYS 










KEIL LOCK CO., INC. 
Charlestown, New Hampshire 
Please send complete information on your 


R 4% x PKA-3 ‘‘Package’’ Deal plus FREE Key 
sign. 


a ee | 

PLEASE PRINT 
Address............... 
is eiciciliaatiintinniiscin C—O 
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More profits, less inventory are the goals in 


Lufkin's Turnover Target program for dealers 


The Lufkin Rule Co., Saginaw, 
Mich., has a new merchandising 










ee 02 @#eee#eee#e#ee#e###ee##*#e####ee##?es @ @ @ 
program to increase turnover and oe ew owe weeweeve eee eeeeevree eevee eee 
profits for hardware stores while Ce ee ee ee 
; : ose eoeeees e*oeevee#er#se8e ee 
reducing the stock of measuring ena. — I ag 
tools. *eeeees *eeeeees 
Lufkin’s program is ‘Turnover * 2e«e#e BASIC MEASURING TOOLS *ee#e#e 
Target ” eee : } eeee 
; °° ° “ 
The sales records of 61 whole- ~s : : 
salers and 120 dealers were studied 7 Ao — eee °- 
to find which measuring tools are °° ° * S=== ° 
basic. The study showed that 21 . 
tape and rule items produced 95 he 


percent of store sales. 

A market test was conducted to 
check these findings. Twelve stores 
in five states tried Turnover Tar- 
get. The stores were in cities from 
2000 to 3 million population and 
were country, neighborhood, shop- 
ping center and city stores. 

The results were an average re- 
duction in tape and rule items 
stocked of 22 percent, and an aver- 
age increase in measuring tool 
sales of 34 percent. Here is Lufkin's Turnover Target display showing the 21 basic measuring 

Next, Lufkin designed a circular tools. 

(Continued on page 160) 


MOLDED HUMIDIFIER PAN DEFIES CORROSION 


TOUGH! Resists chipping, cracking and small pin holes EXCLUSIVE LIFETIME FEATURE OF 


which lead to corrosion. 's’’ thick—won’t distort from heat. G E Ni ' R A | ee is O O > hb, 
HUMIDIFIERS 


~ 






eee “8 @e 





eeeeee#eee#ee#*ee#*ee#e#e#e##ee##e#### # # # #¢ # @# #@® @ 
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SPECIAL 
PHENOLIC 
COMPOUND 


Developed for parts continually 
exposed to heat and water, 
this specially formulated phe- 
nolic compound is tougher than . 
steel, needs no porcelain 


enamel coating—can’t chip! 
ABSOLUTELY " CORROSION -PROOF! 


Withstands strong acids and alkalies. . 


No doubt about it . . . here is the first LIFETIME humidifier or corrode as conventional metal pans often do. Stronger, 
pan. Molded from a tough, heat-and-water-resistant com- more rigid and easier to clean, this new pan is adding 
pound, the new General pan absolutely will not rust, pit exclusive new trouble-free features to the General ‘800’. 






DO THE JOB RIGHT. when you sell a 


General Humidifier recommend a General 
Filter. Customers need both. 
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challenger ee 
| amo st 
Ee ow 


as 






POPLLAR MECHANICS 
INSTRUCTION MANUAL 
INCLUDED 


J -idilen : 7 
c 
ad "Gat “GCC al 


FIRST TIME AVAILABLE OUTBOARD MAINTEN A» 














ING ; | 
spARK PLUG poet wae ... Fills an Immense Demand... ~ AIT 
SOCKET . - - - will not Millions of Outboard enthusiasts ° 
















so 
— ve ahet or burn 
r 
fingers- 


are looking for a Set like this! Has every tool required for 
repairs and adjustments to keep outboard motors at peak 


: WATER-PROOF 
efficiency . . . PLUS the appeal of an OFFICIAL KIT FOLDS 
POPULAR MECHANICS MAGAZINE “‘OUTBOARD MOTOR - 

t “ : DOWN TO 5 

MANUAL” which tells how to handle every x11 Ve" x 2" 


ATic_ Situation easily, quickly. Note, too, the SPARK 
DIS- PLUG HOLDING SOCKET for inserting or removing plugs without 
IN dropping them in water... or burning fingers. Moreover, 
you can’t beat this Assortment for IMPULSE SALES, because its 
need is INSTANTLY APPARENT—and the Low Price stimulates 
IMMEDIATE BUYING ACTION! Comes in Plastic WATERPROOF 
‘‘Roll-up’”’ Kit—all tools FACTORY GUARANTEED. Today America 
is Outboard Motor minded... Capitalize on this . . . Order 
your Challenger Imperial OUTBOARD MAINTENANCE KITS now! 


CATALOG No. 6190—CONTENTS 


°% x Ys OPEN END WRENCH _— 10” ALL-PURPOSE 7 PIECE SET SCREW 
» Me 2 Vin OPER END Wnenen LOCKING PLIER WRENCH SET AND KIT 
© 6” MECHANICS PLIER 
°% x % OPEN END WRENCH > IGNITION FILES o SPARK PLUG HOLDING 
° SOCKET WITH NEOPRENE 
e 8” PHILLIPS SCREWDRIVER e 7 PIECE SPARK INSERT 
© 8” MECHANICS ADJUSTMENT TOOL ° SHEAR PIN AND COTTER 
SCREWDRIVER e 10 PIECE FEELER GAUGE PIN POUCH 


In Waterproof “Roll-up’’ Kit... Shpg. Wt. 3 Ibs. 


ORDER THROUGH YOUR JOBBER...OR WRITE 


PENENS TOOL CORP. SCHILLER PARK, ILL. 7 
... SUBSIDIARY OF PENDLETON TOOL INDUSTRIES, INC. . 
“Fifty years of Fine Tool Engineering” 






™ 
a 
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APRIL 6 


ON EACH OF THESE DATES, OVER 45,000,000 TV VIEWERS WILL 
SEE DYNAMIC DEMONSTRATIONS OF SHADESCREEN ON KAISER 
ALUMINUM’S HIT WESTERN ADVENTURE SERIES, “MAVERICK”. 














ShadeScreen...sell it for the sunny 
side of the house! 





Keeps rooms up to 15° cooler 

Reduces glare and prevents sun-fading 
Gives daytime privacy 

Lowers air-conditioning costs 

Can’‘t rust—minimum maintenance 
Easy to install 


18 th kl AE IN 


Keeps out flying insects 


Sell ‘Em The New ShadeScreen Frame Too! 
New for ’59! A do-it-yourself extruded frame 
made especially for Kaiser Aluminum Shade- 
Screen. Packaged with corner braces, screws 
and spline for easy stocking —fast, profitable 
selling. 





07 ERT EF a OE 
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JUNE 14 





















ALUMINUM 


Trademark — a louvered screening product made by Kaiser Aluminum. 


‘Maverick’ features Warner Bros. stars James Garner and Jack Kelly. 
Seen every Sunday evening on the ABC Television Network. 


Kaiser Aluminum & 
Chemical Sales, Inc. 


Building Products Dept. 1013 
919 N. Michigan Avenue 
Chicago 11, Illinois 


Please have your Shade- 
Screen representative 
call so we can get full in- 
formation about the new 
ShadeScreen Sales Cen- 
ter and the 1959 advertis 

ing and merchandising 
program. 
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a UV 


PHONE NO. cniniedenineetetneme 


We sold ShadeScreen in *58 


— | 
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[#6 easy fo self 
NATIONAL 


FeChaide they're conveniently 


packaged, easy to install, are made 
of the finest materials, and are priced 
for fast turnover. Place a sample 
order today and you'll soon learn 
they’re real money-makers. 


. 


SS 


* 


VINYL-INSERT THRESH- 
OLDS—No exposed 
.screws, no hook strips. 
3 widths (1%", 32", 4") 
—any length. 


TWO-IN-ONE WEATHER- 
STRIP—A doorstop-weath- 
erstrip combination for 
windows or doors. Comes 
in 7° lengths. 


PACKAGED WEATHER- 

} §TRIP—Bronze and alumi- 
oum—in standard sizes or 
17° and 100’ rolls. 





SEALER-STRIP—Metal and 
felt weatherstripping. 17° 
of material in each box. 


INTERLOCK THRESHOLDS, 
SILLS, SADDLES—Wide 
range of designs—all pre- 
cut ready for installation. 


LINOLEUM BINDING AND 
EDGING—Brass, aluminum 
or stainless steel—in clear — 
plastic packages (12)), or Say 


75° lengths. 4, 


x) 
ry). 
i 4 , 4 
= ] 
f 
7 


““CASE-TITE’'’ SNAP-ON 
WEATHERSTRIP—For metal 
casements. No nails or 
screws needed. Comes in 
6° lengths (bulk) or in cut 
sets. 


METAL AND FELT DOOR 
SWEEPS—Choice of <A 
materials—3 metals, 

2 colors, 2 felts. 


ORDER FROM YOUR JOBBER TODAY 
OR WRITE FOR CATALOG 


| ‘ [ 
NATIONAL METAL 
PRODUCTS COMPANY 


National Metal Products Co. 
2 Gateway Center, Pittsburgh 22, Pa. 
Want more facts? Circle 221, p. 75 


160 © HARDWARE AGE, April 9, 1959 























(Continued from page 156) 


display panel for the backwall of 
the tool department. The display 
shows the 21 basic items. It is per- 
forated to hold complete inven- 
tories of each item. 

Included in the display package 
are complete instructions, one each 
of the basic 21 items, a basic stock 
and price list, extra order forms 
and other sales aids. The package 
is free except for the merchandise, 
which is sold at regular prices. 
Since only one of each item is in- 
cluded, this cost is kept to a mini- 
mum. 

The display, Lufkin points out, 
uses a minimum of space, gives a 
maximum display of measuring 
tools. It organizes stock, eliminates 
duplications because all stock is 
easily visible, and because of the 
basic 21 items, reduces inventory 
investment. 


Your lamp sales climb 
when you display more 

A recent study by the General 
Electric Co., Cleveland, has focused 
attention on several aspects of lamp 
merchandising: 

Improved display techniques can 
boost sales by 20 percent. 

sulb sales average $10 per $1000 
of all commodity sales in hardware 
stores. 

The average can rise to $15 per 
$1000 in sales when displays get 
attention. 

Individual sales can rise to $18 
per $1000 when a complete line dis- 
play is 
basis. 


maintained on a careful 


G.E. recommends stocking levels 
for 63 base types of bulbs in these 
groups: dealers doing under $50,- 
000 a year; from $50,000 to $100,- 
000 yearly; and more than $100,000 
a year. 

The company lists amount of 
display given to all types for ideal 
full-line merchandising. G.E. dis- 
tributors and sales offices supply 
copies of the plan. 


Business failures up 


Business failures rose to 311 in 
the week ended March 12, accord- 
ing to Dun & Bradstreet, Inc. This 
compares with 288 in the preceding 
week, and 336 in the same week of 
1958. 











Are you selling Toilet Seats just 
to turn over merchandise and 
trade dollars? Or do you want to 
sell a Seat on which you can make 
real profit? 


If you want profit, inquire about 


the new PURITAN Imperial 700! 


AA-6739 


$625 


Retail 


Mi 
be 


PRODUCTS, INC. 
Cleveland 13, Ohio 
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Sale. Speeder No. | 


Use this fast convincer 
icolame Olle: @m_t-tl-) Mian eld. 4s 


‘love @lelLars | 
New Serrated- 
Biade Hoe 


ih OAs Motel Sdeleal-la- Mun dal- mae _lal-tge 
Tiago td-lelm—lelel- Me) aadall- tale! _ mmm 3 ane 
dal-iesmhamia-1- ih a olhd-)- Sm lehdemm dal — 
ol gel¥lalerraieiehe-mgele)e-muasl-l.4-)- male. 
Tale mm -1-0-1l-1gums- 0-4-1 eum @lgel-iamagelas 


Zele lam eae - me -lealel-lam ,alell-s-t-ll-ia 


TRUE TEMPER 


Your basic line... your money line 
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3 -WAYEX— 
MAGNETIC CABINET CATCH 


No. 1475— For the first time—a powerful mag- 
netic catch that can be installed in any position 
on shelves or doors— whether lipped, overlay or 
flush. Positive (10% Ib.) holding power. 


At your jobber or write 


PENN AKRON CORPORATION 


(Hardware Division) 


WOODSIDE 77, NEW YORK 
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-EYE APPEAL: 


NO. 480 SERIES 


CARDED COIL WIRE 


The finest carded line 
on the market, especially 
suitable for peg board or 
self service displays. 


ECONOMY & UTILITY 
COILS 


Soft copper 
Soft galvanized 


* 
WIRE MIRROR CORD 


Pat. Pending 


” 
PICTURE WIRE 
«* 
ALUMINUM WIRE 
* 

STOVE PIPE WIRE 


Catalog on our complete 
Wire Line is yours for the 
asking. 











(a> 
au 


@ FIRST QUALITY 
oe STRONG 

© FLEXIBLE 

© DURABLE 









10 FEET hee. 
‘ Price | 


SOLD THROUGH JOBBERS ONLY 


WIRE CORPORATION 


—_- Sse 2 Bee ae ae Pe 
JAMAICA 23, LONG ISLAND, NEW YORK 
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Fast Mover Made Faster! 


GERING 


Tidy Mat 


ADVERTISED IN 


LIFE 


<< Ys ‘ump oO 


+" Guaranteed by ™ 
Good Housekeeping 


* 
T2245 apvennste HES 










Now 


for permanent hygienic protection . . lasting freshness! 


Retards bacteria, germ growth Prevents 
odor development + Resists mold, mildew 


First polyethylene shelf liner to offer this unmatched 
protection! Famous Sanitized process — with over- 
whelming consumer acceptance — gives you new 
sales power! Non-toxic stays effective no 
matter how often Shelf Liner wiped clean! 


NEW QUILTED DESIGN 


e Adds strength, draping quality, consumer appeal! 
e 5 Sales-winning Colors! Red, yellow, pink, 
turquoise, white! @ Scores of Uses! For drawer 
liner, shelf liner, closet liner, more! @ Convenient 
Size! Standard 1134” shelf width in choice of pre. 
packaged 9-ft. take-home roll (12, 24 or 48 case) or 
50-yd. bulk roll! @ Stays New-looking! Washable, 
won't fade, won't stain! @ Nationally Advertised! 


VERSATILE 24-Pack NEW DISPLAY-SHIPPER! 
Shows 80% more product in half the space usually 
needed! Also available in 48 pack Display-Shipper 

Profit BIG — Order From Your Distributor Today! 

Samples and literature upon request, write 






j we if 
ben 


ees 








rT 


Gering Products, Inc., Kenilworth, N. J., Dept. HA-4 
Garden and Sprinkler Hose * Super Mat © Tidy-Cov’r © Tidy-Mat Household Mat 
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JEFFERSON 


invites you to 
BOOTH 35 at the 


MARINE SUPPLIES AND 
EQUIPMENT SHOW 











in connection with | 
9th Annual NAMS Convention, | 


Hotel Roosevelt, New York City | 
April 16 and 17, 1959 


WRITE JEFFERSON 
FOR TICKETS! 


JEFFERSON 
Stocks Everything in 
MARINE FASTENINGS 
. for Shipment Today! 


MONEL* NAVAL BRONZE 
SILICON BRONZE | 
BRASS * ALUMINUM | 
STAINLESS STEEL | 


..and America’s Most Complete | 
Stock of Galvanized Bolts! 


lf you can't attend the Show, write 
for Jefferson catalog! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 12, N.Y. 
$Pring 7-8400 
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Campaign promotes use 
of galvanized cans 


Sales of galvanized steel garbage 
cans will be promoted by two trade 
associations to help hardware 
dealers increase sales during the 
peak spring and summer selling 
months. 

The American Zinc Institute 
again offers a free weather-resis- 
tant poster to health departments 
throughout the country. 

The colorful poster is 17 by 22 
in. The poster illustrates the ad- 
vantages of proper garbage han- 
dling. Two garbage cans are 
prominently illustrated on_ the 
poster. The message states “Stop 
disease. Use covered zinc-coated 
galvanized steel garbage 
Don’t feed rats and flies.” 

The Galvanized Ware Manu- 
facturers Council is handling dis- 
tribution of the poster. The Council 
has worked with health depart- 
ments for many years in educating 
the public on health benefits of 
covered metal garbage cans. 

The poster is plastic-coated and 
can be used outdoors and indoors, 
for display in schools, store win- 
dows, and sides of municipal 
vehicles. 


Cans. 


Bike month objective: 
increase traffic flow 

bike month objective: to increase 
the flow of traffic for dealers who 
sell bikes; purpose: to stimulate 
sale of American bike merchandise. 

These are the goals of American 
Bike month to take place in May. 

Bike retailers throughout the na- 
tion will offer a public service to 
riders in their community by pro- 
viding a free bike inspection to all 
riders and a free copy of safe rid- 
ing rules to every customer who 
enters their shop. 


Housewares show buyers 
increase 5'/2% over 1958 


Total buyer registrations of the 
January 1959 National Housewares 
Mfgs. Assn. Exhibit in Chicago 
showed an increase of 514 percent 
over the 1958 exhibit. 

Forty-one percent of the buyers 
represented retail firms and 59 per- 
cent wholesale firms. 
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QUICKIE offers Highest Profit 
on every Mop Sale 


With your %, 
purchase 
of a 


butlomatic 
Sponge Mop 


$4 on No. 5] 


5 Year Guarantee 


Squeezes 
itself dry 
Automatically 


YOUR PROFIT 16, 7 


on 6 mops plus free pails & 6 refills 
Your Cost $24.17 








Order from your jobber Now 
or mail us your order 
QUICKIE MANUFACTURING CORPORATION 

= 20th & Oxford Sts., Phila. 21, Pa. 
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_ CHAIR-LOC 


Amazing New Liquid 

S-W-E-L-L-S Wood 

@ Penetrates wood fibre— 
makes them e-x-p-a-n-d 
permanently. 
Quickest and easiest way 
te fix loose chair rungs, 
legs, handies, dowels, 
dove-tails, ete. 

A Fast-Selling impulse item 

Write fer Free Samples and 

Literature 





CHAIR-LOC CO. 
Lokehurst 3, N. J. 
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( WRITE FOR YOUR FRE: 
‘Stan NC 


vColorful Streamers 
Thot Will Brighten Up \ \\\\\ 
Your Store 

vW New Edition of Key \\\ 
Blank Comparative List 


STAR Key & Lock 
Manufacturing Co. 


51 South First Street 
Brooklyn, N. Y. 
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TOY CATALOG 7 


























a) 


Here's every toy and hobby 

kit you need for setting up a 

successful toy department. Educational pre- 

school items, woodworking and woodburning 

kits, metal tapping, work benches, hand tool 

sets, pegtables, blackboards, etc. Write for 
your copy today. 


r AMERICAN TOY & FURNITURE COMPANY 
8 6130 N. Clark St. remo oe 26, Illinois 


' Les eee eae eae ee ee 
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CHROMTRIM —ANOBRITE— 


the ORIGINAL “Trim-it-Yourself’’ 
Metal Moulding in a i 
New Protective Finish 


Get full 50% profit with 
CHROMTRIM ANOBRITE, 
the aluminum trim with 
sealed-in metallic finish 
for indoor & outdoor use. 
8/72 ANOBRITE Deal fea- 
tures twelve 6’ lengths 
each of 8 popular CHROM- 
TRIM anodized aluminum 
mouldings including a 
gold anodized edging. 
Free colorful merchan- 
diser gives more display in 
less space...each length 
pre-ticketed with price & 
Style information for 
quick self service. 





‘BETTER ALUMINUM PRODUCTS 
FOR HOME AND INDUSTRY’ 


STAINLESS STEEL & ALUMINUM 


ARDEE Clamp-Down Frames 


(pat. no. 2,440,741) 


...FOR PERFECT 
COUNTER-TOP 
INSTALLATIONS 


Only ARDEE Frames are com- 
pletely manufactured under one 
roof — quality controlled to as- 
Sure perfect uniformity, save 
time and labor on every instal- 
lation. Available for prompt de- 
livery in all sizes, all types. Each 
ARDEE Frame is packaged in col- 
orful carton with easy-to-read 
style & size identification. 


CHROMTRIM and ARDEE FRAMES are products of R. D. WERNER 
CO., INC., largest manufacturer of a complete line of aluminum 
ladders, stages and scaffolds...all UL approved. 


TONS ERLE Rice: 


Dept. HA-4, 295 Fifth Avenue, New York 16, N. Y. 
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when customers ask... 


“What can | do about 
my power mower...it's 
so hard to start?” 


Advertised in 
Reader’s Digest, 
Saturday Evening 
Post, Popular 
Mechanics, Outdoor 
Life and other 
national magazines. 


. makes power mowers easy to start, helps 
them deliver full power. Added to the fuel, 
GUMOUT quickly removes gum from carbu- 
retor and gas lines. Your customers will like 
what GuUMoUT does for their mowers. And 
you'll like the extra profits it brings. 


This GumouT Self- 
Service Display Will 
Make Extra Sales in 
Your GardenSection. 





Order GUMOUT from your hardware distributor or write 


GUMOUT DIVISION 
PENNSYLVANIA REFINING COMPANY 
2680 Lisbon Road, Cleveland 4, Ohio 
Want more facts? Circle 233, p. 75 
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HARDWARE DEALER _ 


Make that 
“HARD TO 
PLEASE © 
Customer 


Smile! 


with... 
TAN DARD 


UALITY 


_ thru easy viewing STANDARD a 


INRREASED SALES MAKE » 

| il A REAL BAR: 
GAIN . . ONLY 19 x 23 inches 
of counter space needed, yet the 
Tool Pool II displays a complete 
line of quality cutting tools... 
each tool clearly visible and easy 
to reach .. . Protected from dirt 
and pilferage by a strong, clear 


covering. 
: joo! ,0 = 


& \PANDAR oa 2 TOY Posy 


Smallest, most compact 4 | 
drill assortment and dis- ’ | ie 
penser on the market. = = 
Holds 150 high-speed ns 
drills, individually pack- h 
aged in strong plastic 

tubes. Display protected 


with clear non-break- 
able covering. 


IMPORTANT! 

Stop ‘em... 

Show ’em... Miso ne — 
The San ‘ne COL _w 
Discriminating mh. ae, tag A re 
Drill Buyer will @ Holds 230 tools. 
SELL HIMSELF! Complete ! 


STANDARD [O01 | 


9505 CHESTER av LEVELAN 





BRANCH WAREHOUSES IN| NEW YORK . DETROIT . CHICAGO - DALLAS - LOS ANGELES . SAN FRANCISCO 
ant more facts? Circle 234, p. 75 
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EASIEST ACTION 
TOUCH SWITCH ON THE MARKET 


® 
Ai # 
s touch — ~ Its on or off 


ER Oe eer i 





U.S. Pat. No. 2,820,113 - other patents pending - foreign seteats applied for 


fits standard outlet boxes and plates 
for fast replacement of old switches 
© measures just 1’’ in depth for easy installation 
Th © need I wiri 
UL) G) ° nsasd S00 100-2770 . = or double pole, 
3 or 4-way models - brown or ivory button 


Of all touch-action switches, Touchette requires the least a- 
mount of pressure to actuate — yet it is the least expensive 
touch switch on the market. Easily installed, it's ideal for 
replacement. (Perfect for new homes, too.) 


‘ i. RODALE TOUCHETTE ... IMITATED BUT NEVER EQUALLED 


eee miata co., inc., dept. HA4, emmaus, pa. 
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PROVEN in SALES! PROVEN in USE! 
Compare! Compare! Compare! 


w®-STRALT—-LINES 


self-chalking CHALK LINE BOX 
ond a = 


# 125-50 
4 25 list with 


50 foot line. 


#125-100 with 
100 ft. line $1.50 list. 


RUGGED! SIMPLE! DURABLE! 
Strait-Line Boxes are precision molded of light- 
weight aluminum alloy. They are long lasting, 
leak-proof, non-fouling and GUARANTEED 


agin all defects. 
NEW STRAIT-LINE NO. 66 
ADJUSTABLE TRY-SQUARE: 


A time saving, durable tool for 

carpenters, sheetmetal workers, 
‘. \| builders and home shops. Long 

lasting, thoroughly guaranteed. 
pe A List $4.80 each. 


STRAIT-LINE PRODUCTS, INC. 
, P.O. Box 577, Costa Mesa, Calif. 


Want more facts? Circle 236, p. 75 








Bath Mat goes back to Regular Retail July 1st 


RUBBERMAID 
“1010 
BATH MAT 
REDUCED 29° 
rOR 
J" ANNIVERSARY! 


REG. *1.98 
SPECIAL $1.49 


for April-May-June selling 


+ 25-7010 Promotion Special Bathtub Mat 


Order Now for Immediate Shipments 





No 
a 


25-7010 





“44 








Description 


———————— 


Retail 
Each 


Std. Shop. 
Ctn 


Shp 
Wt 


Colors 





Promotion Special 
Safti-Cup Bathtub Mat 








$1.49 





6 





10 
Lbs 





4 
White, Black, Yellow, Lt 
Green, Pink, Turquoise 














2.59 HC-112 


RUBBERMAID INC., WOOSTER, OH!O 





FREE AD MAT 
promoting 
# 25-7010 Special! 
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25 Anniversary Sale 


20> OFF 


Bath Mat: Reg $198 


NOW'*149 


WINDOW or WALL BANNER 
in each pack of 
pink #25-7010 











ALL #25-7010 
Bathtub Mat boxes 
Carry this extra special 
Rubbermaid label! 


Litho in U.S.A 

















“PUMEERS Wardrobe 


“at lvgundgrco! Gloves 














NOW... Time To Restock 


PIONEERS Wardrobe of Liquidproof Gloves 


# 2989 | # 1572 | # 5689 The Wardrobe Profit Story # 398 | + 1452 | # 395 








$46.20 $24.38 $92.40 4¢——— Customer Pays Retailer —_____—-» $21.24 $22.23 $21.24 
29.89 15.72 56.89* ¢ Retailer Cost e 13.59 14.52 13.59 


$16.31 $ 8.66 $35.51 + Retailer Profit a $ 7.65 $ 7.71 $ 7.65 
* $59.75 less 


yf Semen The Wardrobe Contents 
12 pr. 10 pr. 24 pr. ¢——- $1.49 Knit Cotton Lined Bluettes ————_-» 9 pr. 
12 pr. —_ 24 pr. q— .98 Cotton-Down Lined SUPER Ebonettes —> 9 pr. 
12 pr. 12 pr. 24 pr. — 79 Soilproof Black Ebonettes ———__—_> — 
.59 Super-Sheer Nimble Fingers 
12 pr. 24 pr. ¢——_ Beauty Glove Style ————_——_4 36 pr. — 
_ Drop Shipped —§ G_ ee Painters’ Glove Style ——_____—-» — 36 pr. 


Prepaid 
from Factory 


Yes! it takes 4 Glove Styles to Sell All Your Customers... Order Today! 


the PIONEER Putter Company 


108 Tiffin Road, Willard, Ohio 
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New, automatic convenience for every homemaker... 
profitable new source of sales for every dealer! 


m Exciting new product concept m Offers automatic new convenience for laundry, basement, 
outdoors m Every homemaker a prospect m Obsoletes old-fashioned clotheslines m Line re- 
tracts into modern weatherproof aluminum case automatically m Year ‘round sales for indoor 
and outdoor use... ideal gift item, too m Full year guarantee m Dealer MODEL CR-20 » 20 Fr. 


aids... national advertising m WRITE FOR CATALOG AND PRICE SHEET *395 LIST 














MODEL CR-40 40 FT. $6.95 LIST 


MORE EXCITING NEW PRODUCT CONCEPTS 


?) W 


h ¢ a Ave. e Philadelphia: 32. Pa. 
Handy-Lite Multipie-Outtet Heavy-Duty Shop Light 17th and Indiana Ave. e Philadelphia’32, Pa 
Reel Reel Drop Cord Set Handle & Guard 
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RUBBER TAPE 


easy handling ... instant fusing 


Here's the tape for high voltage insula- 
tion! Kasy to work with. Gold Seal 
Rubber Tape fuses together instantly, 
provides long-life insulation protec- 
tion. With its high dielectric strength 
and ability to conform to irregular 
shapes, Gold Seal makes a perfect 
insulating splice — and makes repeat 
sales! For faster turnover, for steady 
profits, ask your supplier for Gold 
Seal Rubber Tape made by Jenkins 
Bros., Rubber Division, 100 Park 
Avenue, New York 17. 


In 10-roll containers or 
single rolls. 





Each roll sealed in 
cellophane, stays fresh. 


Gold Seal Frictione RUBBER Plastic Tapes 


Commercial and Specification Grades 
Want more facts? Circle 240, p. 75 
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Stanley introduces new 
concept in door hanging 


A new concept in door hanging 
in which the door is hung over 
openings instead of in them has 
been introduced by The Stanley 
Works, New Britain Conn. 

New surface-mounted door hard- 
ware makes the idea 
Stanley calls this hardware “Sur- 
faset.” 

Surfaset hardware was first dis- 
played in South Bend, Ind. where 
the Research Institute of the Na- 
tional Assn. of Home _ Builders 
built a research house model home 
combining modern ideas in home 
construction. 

Surfaset not require plan- 
ing and mortising the door and 
thereby reduces the cost of hang- 
ing doors, as well as making new 
decorative treatments 
Estimates of savings per door 
from $3.50 to $15. 

Promotional plans for the hard- 
ware include consumer 
ing through October. Four-page, 
four-color will also be 
tributed to individuals and 
cerns interested in homes 
hardware. 


possible. 


does 


possible. 
range 
advertis- 
dis- 


con- 
and 


ads 


A direct mail campaign will in- 
troduce the product to builders, 
key building supply and 
architects. 


dealers 


Gamble-Skogmo report is 
optimistic for ‘59 sales 


The immediate and long range 
future for hardware sales is 
viewed with confidence by manage- 
ment of Gamble-Skogmo, Inc., 
wholesaler at Minneapolis. 

This the tone of recent 
report that told of record sales in 
the passed. The 
report also explained the December, 
1958, acquisition of Western 
Auto Stores, Inc., by Gamble. 

Western Tire Auto operates 102 
mostly in Illinois. This 
acquisition the total of 
Gamble’s 2266 in 20 


Was 


recession year 


Tire 


stores, 

brings 
stores to 
states. 

Gamble’s sales reached $119,- 
821.596 in 1958, more than $11 
million ahead of 1957. 

During 1958, Gamble also pur- 
chased some 42 percent of the out- 
standing common stock of Western 
Auto Supply Co., and became its 
largest single stockholder. 
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TRUE TEMPER 


Your basic line...your money line 
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Complete line of sprayers and dusters. 
First choice for Quality since 1888. 
Many styles and sizes. 

Inexpensive. All are 

fast sellers. 


SEND FOR 
CATALOG! 


We are the 

Originators of 

sprayers. Every 

SMITH product is 

superior in workmanship, 

design and performance. 

There is a model for every 
spraying need, 


LS 
D. B. SMITH & co. Send 


426 Main St., Utica 2, N. Y. for 
“Originators of Sprayers” Catalog 
Canadian Rep. G. L. Cohoon 

1265 Stanley St., Montreal 2, Canada e 
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quality standards 


th 
_— to the 


A VICIOUS CYCLE caused by “short-cuts” in = quality and distribution seriously 
threatens the Aluminum Furniture Industry. “Promotional” . merchandise, made with price 
alone in mind, is sold direct to large outlets at such low levels | that the consumer is educated 
to completely unrealistic values. Poorly made, this merchandise “N breaks down quickly, los- 
ing customer good-will, and creating adjustment headaches for the — dealer who sold it at 
low (or no) profit in the first place. Dealers who don’t care because they “Sg , only handle such 
merchandise to create traffic for food and other items, continue blithely on. But more and 
more reputable dealers, more and more desirable consumers, are being alienated. This situation can be 
overcome only if reputable jobbers and retailers insist on handling only merchandise of reasonable quality 
—and if they add their weight to the efforts of reputable manufacturers to establish Minimum Quality 
Standards. Such a Code was drawn up about a year ago by a Committee!of the National Association of 
Summer Furniture Manufacturers (the head of All-Luminum Products was Chairman of the Committee) 
—but never supported by a majority of the members. If we are to avert Industry Suicide it is time to try 
again. We of All-Luminum Products pledge our best efforts toward the support of a Quality Code. 


*We salute the few other manufacturers who 

agreed, with us, to subscribe to the Standards. A L iL L MA 

Among them were Decco, Inc., Lawnlite Co. = T 
and North American Aluminum Corp. 


World’s largest manufacturer of folding tables and outdoor chairs 
{Members of the Committee included repre- 36TH & REED STREET ° 
sentatives of ALCOA, Reynolds, Arbeka Web- _ FO AEEETOEA 40, OA. 
bing Co., Firestone Plastics, National Plastics— 


- = as numerous manufacturers of aluminum The BEAUTY-FOLD LINE of folding tables and outdoor 
ae. aluminum furniture ... distributed exclusively through jobbers 


MET (ale (=Ny 











































“Royal Wiring 
Devices can’t be 
beat. Check into 
those new, un- 
breakable PVC 
caps, connectors, 
and 3-to-2-wire 
adapters. They're 
unequaled any- 
where for stam- 
ina and strength.” 





“Royal Wire 
works fast and 
clean... comes in 
practical pack- 
ages, too, with big 
labels that tell at 
a glance what's 


| ad 


inside! 


ROYAL 
WIRING DEVICES 









ROYAL | 
WIRE and 
CABLE 






“Royal Cord Sets are 
the quality stand- 
ard of the industry. 
This is the biggest 
line in the business 

.a cord set for 
every purpose... 
made right, to be 
right on the job.” 


“Royal Fuses — by 
the makers of 
“Royal Crystal’, 
the original glass 

i top fuses. A com- 

plete line... made 

right... priced 
right... packaged 
| right!” 


ROYAL ... dealer's choice for electrical supplies 

















ROYAL WIRE and CABLE. Rubber, Neoprene, and Plastic- ROYAL FUSES. “Crystal” Plug Fuses -SHOK-ABSORBER 
Jacketed Portable Cord — Lamp and Fixture Wires — Ther- Time Delay Plug Fuses — Renewable and Non-Renewable 
mostat Cable — Catalog No. 4-57-8. ROY AL-NOARK Cartridge Fuses — ROYAL-LAG dual-ele- 
ROYAL CORD SETS and EXTENSIONS. Heavy Duty SE ee ane een Se SAN 


“POWR-KORDS” — Range and Dryer Cords — Household 
and Special Extensions — Appliance Cord Sets — Trouble 
Lights. Catalog No. 3-57. 





Royal's reputation is an earned reputation — for quality, per- 


ROYAL WIRING DEVICES. PVC Caps and Connectors, formance, and dependability. Make sure you insist on the 
both ROYALOK and parallel—Viny| Royal name. It pays in the long run. Write for catalogs, giv- 
3-to-2 wire Adapters—Vinyl-Covered ing wholesaler’s name. 

Weatherproof Sockets — “Flip-Tite” 





Weatherproof Plates, Receptacles, 
Switches—Range and Dryer Recepta- 
cles—Chrome Wall plates. Complete 
catalogs available. oe NE 


ececrreic/) ROYAL ELECTRIC CORPORATION 


an associate of International Telephone and Telegraph Corporation 


I ee . PAWTUCKET -« RHODE ISLAND 
Want more facts? Circle 244, p. 75 
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—__. Consumer Mailers bright colors and low priced V & S Wm. L. Blumberg Co., Inc., whole- 
; specials. Fifteen pages are de- saler at Brooklyn, N. Y. 
New Wholesalers’ Aids voted to lawn and garden items, The one-page flyer has some 15 


: four pages to paint needs, eight specially priced items selected to 
for Dealers Use to housewares, four to fishing and pull added traffic on warm weather 


Spri . . sport equipment, four to barbeque lines. Dealers are also offered 

pring Savings Sale is and outdoor living items, and two 

mailer from Weed & Co. pages to automotive needs. 
Spring Savings Sale is an 8-page 

mailer from Weed & Co., Buffalo, Blumberg offers summer The firm has an arrangement 

N. Y. wholesaler. - which permits dealers to get the 
Se Geinediew tabield olen tom sale mailer to dealers streamers and circulars at no cost. 

A summer sale flyer for dealer 


Flyers will be issued early in May 
promotion has been designed by for use before Decoration Day. 








a 
set of window streamers or in- 
store banners as a tie-in with the 
flyer. 
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> ial HARDWARE NEEDS, DURING 


IF YOU CAN DO THIS 


va you can go self-service now! 


; Rook * 


ad 
es NEW LOW PRICES ON Ali YOUR 











Dy If you can slide a shelf in place and drive 
4 a screw, you can go self-service now with 

Hirsh Shelving Uprights and your own 

lumber, new or used. This is the fast, 

5 economical, profitable way to remodel, 

— and it's so easy you can do-it-yourself! 
| Fully Adjustable ¢ Holds More e Shows 

') |. More e Sells More ¢ Costs Less 


SAVE NOW 
AT YOUR HARDWARE STORE 


chure contains specials on lawn and 
garden equipment, Spring sporting 
goods, tools, outdoor living items, 
and housewares. 





Cotter Spring & Summer 
catalog has 40 pages 

The V & S Spring and Summer 
Catalog from Cotter & Co., Chi- 
cago dealer-owned wholesaler, fea- 
tures 40 pages. More than one 
million copies of the mailer have 
been circulated. 

The mailer is sprinkled with 









re, 





$.A. HIRSH MFG. CO. 


8051 Central Park Avenue, Skokie, !!! 





“ si Aa gk * 
Copyright 1959, S. A. Hirsh Mfg. Co. 


te 
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S.A. HIRSH MFG. CO. tne 
8051 Central Park Ave., Skokie, Illinois 


SEND FOR 
FREE 
CATALOG 
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Gentlemen: Please send me complete information about 
HIRSH STANDARD STEEL SHELVING UPRIGHTS. 








Name 





Store 
Address... 
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Pennsylvania Wholesalers ’59 Sales Are Up, 
Reverse °58 Trend; Ivan Rohrer Is President 





Officers of the Pennsylvania Wholesale Hardware & Supply Assn., 
left to right: James G. Krause, secretary-treasurer; Ivan Rohrer, 
president; John Wolfertz and C. R. Herr, vice-presidents. 


Reports on sales, accounts 
receivables, inventory, and 
the advantages of punch-card 
accounting were the main 
topics at the 59th annual 
spring meeting of the Penn- 
sylvania Wholesale Hard- 
ware & Supply Association. 

More than 100 members 
and guests attended the 
meeting March 12 and 13 at 
the Hotel Astor, New York 


national Business Machines, 
Reading branch, spoke on 
punch-card accounting as 
used by wholesale hardware 
houses and detailed some of 
the equipment now being in- 
stalled at George Krause 
Hardware Co., Lebanon 
wholesaler. 

Punch-card equipment will 
handle price 
writing, and 


catalog, order 
billing, sales 


Porter-Cable Co. Names 
Five Men to New Posts 


Porter Cable Machine Co., 
Syracuse, N. Y., has an- 
nounced five executive ap- 
pointments and promotions 
in the field and staff organi- 
zation of the Sales Div. 

R. H. Schellschmidt, for- 
mer general sales manager, 
moves to the newly-created 
post of assistant to the vice- 
president, marketing. Joseph 
J. Diamond, formerly vice- 
president and general man- 





R. H. 


SCHELLSCHMIDT 


ager of the company’s Ca- 
nadian subsidiary, has been 
named eastern general sales 
manager. 

John I. Dean has been ap- 
pointed western general sales 
manager. Manuel V. Nodar, 
formerly advertising man- 
ager, will be manager of 
sales development. Joseph D. 
Romanow, formerly project 
supervisor in the advertising 
department, will replace Mr. 
Nodar as advertising man- 
ager. 


Ox Fibre Brush Names 
Lebherz Marketing Head 


William B. Lebherz, Jr., 


former vice-president, trea- 
surer and board member, 
Emery Advertising Corp., 


Baltimore, Md., has been ap- 
pointed marketing director, 
Ox Fibre Brush I red- 
erick, Md. 

Mr. Lebherz will supervise 
advertising, publicity and 
market research and cooper- 
ate on merchandising and 
sales promotion activity. 


Co.., 








News About Dealers: Staller’s Of Wildwood 


Reopens Less Than Year After Big Fire 


Wildwood, N. J.— STAL- 
LER’S hardware store bounced 


Warner’s downtown store in 
St. Paul, has been promoted 


City. analysis and inventory con- back from a disastrous fire to manager, Warner's Rich- 
Sixteen wholesale hard- trol for the Krause company. to reopen in a brand new field store. He replaces E. E. 
ware house representatives The equipment can also be and larger building in less DeJarlais, who resigned. 


reported on sales, inventories, 


and accounts receivables. 


Sales averages for these the time taken to assemble. ground with no salvage. has been promoted to man- 
houses were: a decline of 5.92. bill and ship orders. It will President Bernard Staller ager, Warner’s downtown ’ 
percent for all of 1958 com- also help the firm to tie sales- purchased some adjacent store. 


pared with 1957; a gain of 
4.51 percent for the first two 
months of 1959 compared 
with the same period in 1958. 

Inventories as of Dec. 31, 
1958, averaged 0.46 percent 


used to prepare special re 


ports and will cut down on 


men’s compensation to the 
yross profits made on their 
sales. 

The equipment being in- 
stalled at Krause’s is part of 
a new line developed for me- 


Last April 14 
burned to the 


than a year. 
Staller’s 


property and swiftly built an 
expanded store at the same 
location, 135 E. Wildwood 
Ave. Grand opening cere- 
monies were held March 13- 
15 in the modernistic, 78 x 


Larry Riley, assistant man- 
ager, Warner’s Crystal store, 


Philadelphia, Pa.—The 
PAUL J. DevitT HARDWARE 
Co. has begun a three-month 
liquidation of stock and fix- 


less than on Dec. 31, 1957. dium and small-sized busi- 96 ft store, which now boasts tures prior to closing its sub- 
Accounts receivables as of nesses. a parking lot. urban Upper Darby store. 
Dec. 31, 1958, averaged the The association voted to The 30-year old store is a 


equivalent of 44.1 calendar 
days’ business compared with 


hold its annual shad dinner 
May 8 at the Lebanon Coun- 


Minneapolis, Minn.—WakR- 
NER HARDWARE Co. has made 


victim of the modern parking 
problem. The Devitt firm’s 


37 days as of Dec. 31, 1957. try Club, Lebanon. two changes in store man- outlying stores at Coatesville 
James C. Nitz and L. E. Ivan Rohrer, Schindel, agerial posts. Gene Shom- and Paoli, Pa., will remain 
Donegan, Jr., both of Inter- (Continued on page 184) shak, former manager of (Continued on Page 191) 
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Pittsburgh Screw Goes On Net Price System; 
Absorbs Freight on Shipments Over 20,000 Lb. 

















JOHN M. 


BARNES 


Allison-Erwin Co. Adds 
Two Men to Sales Staff 
Two important additions 
to the organization of Alli- 
son-Erwin Co., Charlotte, 
N. C., wholesaler, were an- 


nounced by J. C. Erwin, 
president. 
John M. “Jack” Barnes is 


head of the housewares and 
traffic appliance depart- 
ments. Mr. Barnes has con- 
siderable housewares experi- 
ence in the 


post exchange 





American Steel Names 
Doty Sales Manager 


Boyd P. Doty, Jr. has been 
appointed general sales man- 
ager for American Steel & 
Wire Div., U. S. Steel Corp., 
Cleveland. He succeeds How- 


ard B. Maguire who retired 
April 1. 
Mr. Doty has been Cleve- 


land district manager for 
U. S. Steel since Feb., 1958. 
He started his steel sales 
career with American Sheet 


& Tin Plate Co., Cincinnati, 
in 1934 and joined U. 5S. 
Steel several years later. 


Portable Electric Buys 
Drake Electric Works 


Portable Electric Tools, 
Inc., Chicago, Ill., has pur- 
chased the Drake Electric 
Works, Inc., Chicago. The 
firm will be operated as a 
wholly-owned subsidiary of 
Portable Electric Tools. 





ol 


S. GRADY HUBBARD, JR. 





and department store fields. 
He most recently was house- 
wares manager, Bon Marche 
Department Ashe- 
ville, N. C. 

S. Grady Hubbard, Jr., is 
with the major appliance di- 
vision and sales manager 
for all Zenith products. Mr. 
Hubbard has been in the ap- 
pliance industry for many 
years. He was most recently 


store at 


sales manager with Major 
Appliance Distributors, in 
Charlotte. 








JOHN B. ST. JOHN 


Dexter Lock Div. Names 
General Sales Manager 


B. St. John, former 
manager, Kwikset 
Sales and Service Co., has 
been named general sales 
manager, Dexter Lock Div.., 
Dexter Industries, 
Grand Rapids, Mich. 
been a representative and 
buyer for Shapleigh Hard- 
ware Co. 


John 


sales 


Inc., 
He has 


Pittsburgh Screw & Bolt and will be extended to other 
Co., Pittsburgh, has a new lines wherever possible. 


price policy. Net price sched- 
ules are issued for each item. 
This policy replaces the list 
and discount system of pub- 
lishing prices. 

Pittsburgh new 
policy also includes absorb- 
ing freight on shipments of 
more than 20,000 lb, a 
change from figuring freight 
charges from the point of the 
nearest manufacturing com- 
petitor. 

Under the net price sched- 
ule system the price quoted 
is figured on the quantity of 
the item ordered. The lowest 
price applies at the level of 
three or four kegs or cases 
of an individual item. 

Net pricing applies to reg- 
ular square and hexagon 
head machine bolts, carriage 
bolts, lag bolts, and low car- 
bon steel bright cap screws. 
These items comprise about 
per cent of Pittsburgh 
Screw’s output. Net pricing 
effective March 30, 


Screw’s 


i” 


hecame 


Pittsburgh Screw’s new 
price schedule can _ benefit 
wholesalers who will have 
lower investments in inven- 
tory and who can refill stocks 
more often, Donn D. Green- 
shields, president of Pitts- 
burgh Screw, explained. Pre- 
viously wholesalers accumu- 
lated orders totaling 40,000 
lb to 


get the lowest price. 

The accumulation feature 

now will not affect price, 

only freight absorption on 
20,000 lb orders. 

Pittsburgh Screw’s policy 

replaces what the company 


terms a complicated, complex 
system. “In the past it took 
a crew of bookkeepers to fig- 
ure the actual price of items 
on the old lists and 
discounts,” Mr. Greenshields 
pointed out. The system gen- 
erally used through the in- 
dustry. was a list price cata- 


based 


log published every few 
vears plus a discount sheet 
(Continued on page 1S?) 


Atlantic City Convention Meets Oct. 4-7; 
Headquarters Changed To Dennis, Shelburne 


The American Hardware 
Manufacturers Association 
has announced, earlier than 
usual, dates for the Atlantic 
City convention which will be 
held Oct. 4-7. 

Headquarters will 
changed to the Hotels 
nis and Shelburne. 

The association has 
nounced that hardwaremen 
planning to get to Atlantic 
City before Sunday, Oct. 4, 
will be required by the hotels 
to begin their reservations as 
of Friday, Oct. 2, or earlier, 
because of the religious holl- 
day Oct. 3. 


As in former years the Na 


he 


Den- 


an- 


tional Wholesale Hardware 
Assn., National Assn. of 
Sheet Metal Distributors 
and American Hardware 


Manufacturers Assn. will 
hold individual and joint ses- 
sions. 

The Conference Booth 
Plan will operate Oct. 5 and 
6 from 2 to 5 p.m. in the At- 
lantic City Convention Hall. 

The Marlborough - Blen- 
heim, Claridge and Traymore 
will continue as cooperating 
hotels. The Traymore will 
have its new motel. the Col- 
ony, in operation. These, and 
other hotels are now accept- 
ing and confirming reserva- 
tions for the convention. 


HARDWARE AGE, April 9, 1959 © 173 








Do floor nails 
rip into your .@ 


Sander profits? aay? 


Holt demountable 
drum cushion keeps 
rental sander 
always working 









: For rugged 
, rental trade. 
ce” Only Holt Streamliner 8 
Floor Sander 


exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”... no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 





" y) Slip off old, slip 


— on new cushion. 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It's easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. 


rr 


26 


MANUFACTURING CO. 


BETTER FLOOR MACHINES 
FOR MORE THAN 30 YEARS 





HOLT MFG. CO. Dept. P-4 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me folders describing Holt rental machines. 


NAME POSITION 








FIRM 
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News of the Trade 








Ray Von Bargen Heads Ohio Association 





New officers and trustees of the Ohio Hardware Association elected 
at the annual meeting at the Hotel Cleveland, Cleveland, Feb. 8-11 
are seated, left to right, H. Taylor Zettler, Zettler Stores, Inc., 
Columbus, retiring president; W. W. Herringshaw, Herringshaw Co., 


Cleveland, vice-president; Ray VonBargen, Carlson Hardware & 
Appliance, Cincinnati, president; John B. Conklin, Columbus, secre- 
tary-treasurer; Carl Graeff, Graeff Hardware Co., Dayton, NRHA 
advisory board; J. V. DeWeese, Delphos Hardware, Delphos. Stand- 
ing, left to right: Garmon J. Siebenaler, Edgerton Hardware Co.., 
Edgerton; William G. Vallery, Vallery Hardware Co., Waverly; 
Austin Packard, Packard Hardware, Brecksville; Clair Zimmerman, 
Swint-Reineck Hardware Co., Fremont; O. W. Harrington, Middle- 
field Hardware, Middlefield: Tom Rea, Orme Hardware Co., Cam- 
bridge; B. E. Warner, Jr., Milligan Hardware & Supply, E. Liverpool. 














Alphonso Humes, J. H. Humes & Son, Milford, Del. (center) is 
congratulated on his election as president of the Pennsylvania and 
Atlantic Seaboard Hardware Assn. by the retiring president Clyde H. 
Kauffman, Kauffman Hardware Co., New Holland, Pa., (left) who 
was elected to the advisory board. Officers elected during the 
annual convention in Harrisburg are, left to right: Mr. Kauffman; 
H. R. Fenstermacher, Hadesty Hardware Co., Tamaqua, Pa., first 
vice-president; Mr. Humes; Cecil B. Bergman, E. H. Bergman & Son, 
Blairsville, Pa., second vice-president; and W. C. Martin, Martin 
Hardware, New Bethlehem, Pa., re-elected to the executive com- 
mittee. Officers not shown are J. Wayne Tisdale, Harrisburg, re- 
appointed secretary-treasurer and serving as managing director; 
Robert Pendleton, Pendleton Hardware Co., Wheaton, Md, re- 
elected to the executive committee. Elected to six-year terms on the 
advisory board are: Claude G. Avery, Avery Hardware Co., Spring- 
ville, Pa., George W. Eddy, Eddy'’s Hardware Co., Frenchtown, N. J.; 
Harold M. Musser, Musser Hardware Co., Mifflinburg, Pa.; and 
Julius M. Wagner, Wagner's Hardware, Baltimore, Md. 
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..4 fine high-prorit 
product from 


Gro wing time i¢ big-protit time 








‘GARDEN 
INSECT KILLER 
MALATHION — | 


39 


Now—you can offer your customers the easiest, surest 

way for keeping their lawns and gardens free from pests 

and beautifully fresh—the way you want yours to be 
. with low-cost Antrol Hose-Spray Concentrates. 








KILLER 








The unique Antrol Hose-Spray cap makes other spray 
equipment old fashioned. It measures, blends and sprays 
automatically. No mixing, no mess. . . easy and safe. 
Simply attach to hose and spray. 


All ANTROL products are national favorites . . . display 
the complete line! 


ORDER TODAY from your supplier! 







ANTROL: 





2, 4-D and 2.4.5-T AMINE 


WEED... BRUSH 
KILLER 


-“"ANTROL 


HOSE-SPRAY CONCENTRATES 









4 























Boyle-Midway 
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$$$ Spring Clean-Up Time! 
Special FREE GOODS Deal on 


UICKEE. 


SPECIALIZED CLEANERS 













when you 
order 12 


Handy Tube 


ee 2 th 
G ee eee 
— - 


eeimeemeeen 


STAT/C aes 


* wall tile al ¥ 


and polisher 
*« Vingis Metal and 


Peet 
ow 





when you 
order 12 


That's right! With every order of a dozen of any of 
these fast-selling Quickee Specialized Cleaners, you 
get the 12th one FREE. Offer ends May 29 and includes 
sizes shown above only. Stock up now for bigger 
profits this spring! 


PRE-SELLING FOR YOU... 
Quickee’s 1959 ad campaign is reaching and 


pre-selling your customers right through the year via 
TV, Magazines, Newspapers, Radio. 





1 ib. can 


Order from your supplier NOW — or 
Write for Catalog and Full Details. Dept. HA 
y/ Your ‘‘Q” to Clean-Up Profits! 
= QUICKEE PRODUCTS, INC. « YONKERS, N. Y. 
Want more facts? Circle 248, p. 75 
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—_o News of the Trade 





S & 9 Stores Appoint 
3 Area Sales Managers 


Three divisional sales man- 
agers for S & Q Hardware 


te 
Tae px 
Sp fe ‘ , 
: ~? gan 
Se, y 





R. R. LENT 


HAROLD M. AHMANN 


Stores were named recently. 

Kastern divisional = sales 
manager is Harold M. Ah- 
mann, who will be respon- 
sible for sales in Illinois 
Iowa, Wisconsin and south- 
ern Minnesota. 

R. R. Lent will be south- 
western divisional manager 
covering Missourl, Kansas, 
New Mexico, Nebraska and 
Colorado. 





WARD SHAW 


Lawn Boy Dealers Meet 


The northwestern division Franchised Lawn Boy deal- 
will be headed by Ward Shaw ers attended a sales meeting 
whose area includes northern sponsored by the Stephens 
Minnesota, North and South Hardware Co., Moberly, Mo., 
Dakota, Montana, Idaho, Mar. The new Lawn Boy 
Oregon, Washington and tiller program was present- 
W voming. ed. 


California Dealers Elect New Officers 





New officers and directors of the California Retail Hardware Asso- 
ciation elected at the annual convention at the Whitcomb Hotel, 
San Francisco, Feb. 8-10 are seated, left to right, M. J. FitzGerald, 
Culver's Hardware Store, Benicia; E. F. De Gregori, Los Banos 
Hardware, Los Banos: F. G. Bremer, Jr., Bremer Hardware, Gridley, 
president; S. C. Schelling, Exeter Mercantile Co., Exeter, first vice- 
president; G. W. Tomasini, A. F. Tomasini Hardware, Petaluma; 
B. B. Bolfing, Bolfing's Elmwood Hardware, Berkeley, second vice- 
president. Standing left to right, Krueger B. Jacobsen, secretary- 
manager; R. H. Tieman, Tamalpais Hardware Co., Mill Valley, 
advisory committee; H. W. Hill, Hill's Hardware Store, Linden 
(new); A. F. Kunkee, Atascadero Hardware, Atascadero; W. H. 
Messick, Messick Hardware, Salinas, advisory committee; L. M. 
Morris, Morris Hardware, Weaverville; Jack Horgan, Commercial 
Hardware Co., Reno, Nev. 
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“PRODUCTION” 
PAPER SHEETS: 
2%," x9". Each package 
sells 10 sheets at a 
time, fits 3M Sanding 
Blocks. Also available 


3M SANDING 
BLOCKS: Tie-in sale 
opportunity! Pliable 
rubber, sands both flat 
and curved surfaces 
using pre-cut ‘'PRO- 


5” “PRODUCTION” 
PAPER DISCS (not 
illustrated). Universal 
Center Hole, fits any 
arbor from %" to 1". 5 
discs to a package. 


SELF-SERVICE 
SANDPAPER CAB- 
INET DEAL K-1: 
Holds five sleeves of 
“PRODUCTION” Pa- 
per; three sleeves of 


PLA He cdee 
—_—— 




















6” “PRODUCTION” 
PAPER DISCS:'"'No 
Hole’’ discs specially 
designed for use with 
sponge rubber sand- 
ing pad. Ideal for all 


SPONGE RUBBER 
SANDING PAD 
KIT. For use on any 
Y%" or larger electric 
drill. Flexible pad elim- 
inates gouging and 


in 1%" x 9”. DUCTION” Paper 
Sheets. 1%" and 2%” 


widths. 


“WETORDRY'" Tri-M- 
ite Paper, all full size 
sheets. Boosts turn- 
over aS much as 25%. 


general home sand- marring. Each kit has 
ing. 5 discs per pad, 6” pad and tube of 
assorted grits. 3M adhesive. 





Get volume sales...extra protits...with this 
3M “SANDING CENTER” 


STOCK these 3M items and you can equip 
any customer for nearly all hand and machine 
sanding jobs.. 


. stays sharper . . . lasts much 
longer . . . gives better finishes. 


sandpaper. . 


ORDER 3M Brand Abrasive Products from 


your hardware wholesaler. Write for 


DISPLAY «PRoDUcTION” Brand Paper 
and related items prominently. Each product 


comes in a bright eye-catching merchandising information and samples of the as- 
<< >>? e be 
carton for point-of-sale use. sortment of “How to”’ refinishing 


é pamphlets available from 3M. 
TELL 3M customers that “PRODUCTION” Address: 3M Co., 900 Bush Ave., 
Paper cuts ten times better than ordinary St. Paul 6, Minn., Dept. LV-49 





s 





**3m’*, **PROOUCTION’’, ““WETORORY’* ANDO *’TRIeM-ITE’* ARE REGISTERED TRACEMARKS OF 3M CO., ST. PAUL 6, MINN. 


TUiinnesora [Ufininc anno ]JANnuracturinG COMPANY 


++ WHERE RESEARCH IS THE KEY TO TOMORROW 


tm 
C 
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SKC presents 


C 





hottest 





now, sell the famous *4.7°° Skil Jig Saw 
for only *39%° and make your full profit! 


only a limited number. ..for a limited time! 


Place your order today, while the supply lasts, for 
Skil’s Hardware Week Special on the Model 514 Jig 
Saw. Regularly selling for $47.50, you can now sell it 
during this special sale for only $39.95—and still 
make your full margin of profit! But—you must act 
now, because there have been only a limited number 
of units made for this promotion. After May 2, 1959, 
the retail price goes back to $47.50. 


The SKIL Model 514, with its powerful '%” stroke, 


cuts practically any material fast—including 2” lum- 
ber, plywood, plastic, even metal. It cross-cuts, rips, 
scrolls, notches—even makes its own starting hole for 
pocket cuts. 

And the SKIL 514 Jig Saw Special will be featured 
in special ads in both the April 18 and April 25 Satur- 
day Evening Post. It’s another part of Skil’s hard- 
hitting merchandising and advertising program to 
help you sell more Skil tools in 1959! 


makers of SKIL and SKILSAW tools 
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the Skil 514 Jig Saw is another sales 
leader in the NEW SKIL 500 LINE 


e fastest turnover ¢ tops in demand « priced right 


e Surveys prove SKIL is a name 
customers want on power tools. 


e No slow movers—top hardware 
industry research selected the 
500 line models. 


e Merchandising help to dealers 


from Skil’s large, well-trained 
field force. 


e Quick, coast-to-coast service 
from 33 factory branches and 
47 factory-authorized service 
stations. 


e Skil offers real quality, priced 
right for fast turnover profits. 

e Consistent, hard-hitting national 
advertising and promotions. 


Want more facts? Circle 250, p. 75 
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orbital cutting action 


New design moves blade into work 
on upstroke, away on downstroke 
for chip clearage. Cuts faster, 

i Taaliar-i¢-s-Me eli-lel-melg- lee 
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news in brief of 
MANUFACTURERS’ AGENTS 


@ Stanley Electric Tools Div., Stanley Works, New Britain, 
Conn.—Paul R. Briggs, from Philadelphia regional man- 
ager to regional manager of the newly-created east central 
area which merged the Philadelphia and Cleveland regions; 
Thomas Shedden from sales representative to mid-west 
regional manager. 


@ Kinfolks, Inc., Perry, N. Y.—California, Oregon and 
Washington to Allied Factory Representatives: Illinois, 
Wisconsin, Minnesota, Iowa, North and South Dakota and 
Nebraska to Don Bruce and Associates; southeastern United 
States to Hank Bruns Co.; Michigan to A. X. Rozner. 


@ Cornwall Corp., Boston, Mass.—lIllinois and lower Wis- 
consin to Lang, Holland, Scott and Magee, Chicago, III; 
Minnesota, Iowa, upper Wisconsin, North and South Dakota 
to Seymour A. Robinson. Minneapolis, Minn., for the 
Thermo Tray electric food server. 


@ John H. Graham & Co., Inc., 
Gardner, from Graham’s south 
ager, Sporting Goods Div., 
retired. 


New York, N. Y.—Harry 
central territory to man- 
replacing Vincent Turner who 


e R. B. Pilkington, Inc., Jacksonville, Fla., 
firm, formerly R. B. Pilkington, has been 
Otherwise, the business remains the same. 


representative 
incorporated. 


@ New York Wire Cloth Co., 
noud, Jr., from 
ager. 


York, Pa.—Edward A. Gon- 


salesman to midwest regional sales man- 


FLUORESCEN! 
SPRAY PA! 


RED ORANGE-O>” 


Ne 310! 


; 
DRics IN MINUTE 


KRYLON, INC., 
NORRISTOWN, PA. 


News of the Trade 





@ Central States Paper and Bag Co., St. Louis, Mo.— 
Georgia, Alabama, Tennessee, North and South Carolina 
to Leif P. Thyrring Co., Atlanta, Ga.; Florida to W. G. 
Lindoerfer, Fort Lauderdale, Fla.; New York state except 
New York City to Charles Lombardo, Buffalo, N. Y.; and 
Chicago area to E. J. Schell and Associates, Mount Prospect, 
Ill. 


@ Mayes Brothers Tool Mfg. Co., Johnson City, Tenn.— 
Texas, Oklahoma, Arkansas and western Louisiana to H. A. 
Varner and Associates, Houston, Tex., and the New En- 
gland states to Wilson Associates, Orange, Conn. 


@ Arro Expansion Bolt Co., Marion, Arkansas, 
Louisiana and Mississippi to Edgar J. Haas, Jr. and As- 
sociates, New Orleans, La. 


@ Lawson H. Yates Co., Nashville, Tenn.—Ralph Brooks 
has joined the firm as a salesman. 


@ Marble Arms Corp., Gladstone, Mich.—lIdaho, 
Wyoming, Oregon and Washington to Leo Unger 
ciates, Seattle, Wash., branch. E. W. Sweet 
account. 


Montana, 
& Asso- 
will handle the 


@ Chico General Products Corp., Burlingame, Calif.—Kan- 
sas, Missouri, lowa, Nebraska and southern Illinois to the 
Earl Goetze Co., Kansas City, Kan. 


@ Diamond Expansion Bolt Co., Inc., Garwood, N. J.— 
Michigan and Toledo, Ohio, to J. J. Miner Co., Detroit, 
Mich., and Honolulu, Hawaii, to John Grinnon. 


@ Rocco Products, Inc., Minneapolis, Minn.—Northern and 
central California and western Nevada to Osgood & Howell, 


Burlingame, Calif., to handle Norseman Products. 


® 


ING Spray Paints 


6 incites fluorescent colors that glow 
daylight. Green, lemon yellow, cerise, sunset gold, 
yellow orange, red orange. Many safety uses—hunting 
caps, bicycles, car bumpers, airplanes, trucks, tractors, 
trailers, boats, etc. Also artistic uses—posters, banners, 
exhibits, floral displays, festive ornaments, etc. In 
16-0z. cans. 


INTRODUCING... 
KRYLON Farm Implement Spray Enamels 


brilliantly in 


9 colors used by America’s lead- 
ing manufacturers of farm equip- 
ment. Allis-Chalmers Orange, In- 
ternational Harvester Red, John 
Deere Yellow, Ford Gray, Min- 
neapolis-Moline Prairie Gold, 
John Deere Green, Caterpillar 
Yellow, Case Flambeau’ Red, 
Oliver Green. In 16-0z. cans. 


Crystal-Clear; 
IF YOU PRIZE IT... 


22 best-seller colors; Varnish Sprays 


KRYLON-IZE IT! 
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wont more Tracts’ WSifCcie 420, Pp. fo : 


WORLD'S GREATEST HOUSEWARES MARKET 


for you and the people you must reach! 


31: NHMA 


NATIONAL HOUSEWARES EXHIBIT 








JULY 13-17, 1959 


(Monday thru Friday) 


, ‘ ~ . ? . . 4 4% " 
= a“: — - oe 4 ii A ie | 
me ~ow we i ees Waal a ads tle me 


ATLANTIC CITY CONVENTION HALL 


ATLANTIC CITY, NEW JERSEY 


Industry-sponsored for the 


Nation’s Housewares Manufacturers and Buyers by the 
NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


(Incorporated not-for-profit) 
1130 Merchandise Mart, Chicago 54, lil. 


. 
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Pittsburgh Screw Uses 
Net Pricing System 

(Continued from page 173) 
that was changed periodi- 
cally. Then there were freight 
charges to be figured. 

The company reports it 
was deluged with letters from 
wholesalers overwhelmingly 
in favor of net pricing in 
response to an announcement 
last fall that net pricing was 
being considered. 

Hardware Age asked some 
wholesalers, after the an- 
nouncement was made pub- 
lic, about net pricing, and 
found reaction was favor- 
able. The most cautious com- 
ment was from a wholesaler 
who wanted to wait and see 
exactly how net pricing af- 
fected his business. 

One wholesaler sheepishly 
acknowledged his company 
had lost bids because of bad 
arithmetic in figuring a price 
from list and discount. “We 
picked up some _ busi- 
because other bidders 
made errors.” he added. 

* * * 


also 


ness 


Pittsburgh Screw’s 
pricing policy comes 


new 
at a 


other 
are 


time when 
advancements 
made. 

Shareholders 
April 15 on changing the 
company’s name to Screw 
& Bolt Corporation of Amer- 
ica. 

Consolidation of three 
plants in the Pittsburgh area 
into a new single floor plant 
near Mt. Pleasant, Pa., is 
near completion. 


company 
being 


will vote 


United Hardware Elects 
2 Directors to Board 


United Hardware, dealer- 
owned wholesaler, elected two 
members to the board of di- 
rectors at a recent conven- 
tion in Minneapolis, Minn. 

George Cushman, Cushman 
Hardware, Minneapolis, 
Minn., was elected to a three 
year term. Al Renner, Ren- 
ner Hardware, West Con- 
cord, Minn., was re - elected 
for a similar term. 

The company noted a 10.7 
percent sales increase in 1958 
over the previous year’s sales 
and a 59 percent increase for 
December, 1958. 


—_—_—_— News of the Trade 





Pacific Northwest Dealers Elect Schneider 


_ 


Elected at the recent convention of the Pacific Northwest Hardware 
& Implement Assn., in Spokane, Wash., were left to right: John F. 
Streiff, J. D. Jacobs & Co., Lewiston, Idaho, past president; Herbert C. 
Schneider, Hillsboro Farm Equipment Co., Hillsboro, Ore., president; 
John D. Spaan, Lynden, Wash., national director; Robert R. Carey, 
Inland Machinery Co., LaGrande, Ore., vice-president; W. D. Leaton, 
Kamiah Hardware, Kamiah, Idaho, vice-president. Not shown are 
new directors Dale Eimers, Brown Motor, Inc., Grangeville, Idaho; John 
Malone, McKiernan's Hardware & Implement Co., Pomeroy, Wash.; 
Ralph Smith, Smith Truck & Tractor Co., Pasco., Wash.; and T. Hedley 
Dingle, Dingle Hardware, Coeur d'Alene, Idaho. 
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Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 


faster selling in Griffin’s eye-catching 
VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 
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EMPIRE HARDWARE WEEK SPECIAL 


PRICED FOR 





“Ke 


Wi) 
Thy AY TOMATic 


A 
ND SPINNING HEAD 


. 


ALL-PLASTIC 
SCRUB BRUSH 
All plastic--lasts longer, 
sells faster. White bris- 
tles, polystyrene block. 
Packed 1 dozen in dis- 
play shipper, equally as- 
sorted red, turquoise, 
yellow. Shipping weight: 
32 Ibs. per dozen. 
Regular retail $1.00. 


Special for 
Hardware ¢ 
Week 


VOLUME! 


Here are the brushes, the displays and the 
special prices you need to move more 
brushes across your counters...for more 
profitable volume. 











No. 5712 SPINNING-SUDSING CAR & HOME WASHER 
In colorful display box! The brush of a dozen uses, 
already set-up to sell in its eye-catching display. With 
Spinning head, sudser and handy shut-off valve. Packed 
half dozen to display shipper; handles included. Ship- 


ping weight: 18 Ibs. per dozen. $6.95 weers 498 


Special for Hardware Week 


No. 5637 SPINNING CAR & HOME WASHER Spinning 
head; handy shut-off valve. Comes in display shipper. 
Regular $4.49 retail. Special for Hardware Week $2.98. 
“STANDARD” CAR & HOME WASHER Handy shut-off 
valve. Comes in display shipper. Regular $2.39 retail. 

Special for Hardware Week $1.98. 


NO. 5664S 
VEGETABLE & 

HAND BRUSH ) 
TWO-FOR-ONE SALE! 
Double value, double 
volume, double profits. 
Lightweight, all poly- 
ethylene vegetable and 
hand brushes. Packed 3 
dozen. sets of 2 brushes 
banded together. Ship- 
ping weight: 4% Ibs. per 
dozen. 

Regularly 29¢ each. 


Special for 
bap ¢ Hardware 
Week 


_ EMPIRE 
ee 


EMPIRE BRUSHES, INC., PORT CHESTER, NEW YORK ALL YOUR BRUSHES FROM ONE DEPENDABLE SOURCE » iis sada 
Want more facts? Circle 254, p. 75 
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Champov SPRINKLERS 


LIST PRICE 


ANTI-SYPHON CHECK VALVE $450 


Full water-way.No restriction, 3%4"’ pipe 





UNION VALVE (Non-Union $2.60) $460 


Swivel seat for long life, 4°’ pipe 


POP-UP SPRINKLER HEAD 


Pops up 12” above grass 





$700 





REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 


Various sizes available 





ir 
dj 
$ 
YS 
A 





HOSE Y 


Ideal for Siamese connections 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 


GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 


T. © LOS ANGELES 12, CALIF. © CApitol 1-2108 
Want more facts? Circle 255, p. 75 





This Lifetime Nameplate 
SELLS on SIGHT Order Poday 








Send us, via Parcel Post, the initial stock and 
display unit of DUN-MOR rural mail box nameplates, con- 
sisting of: 

25 Doz. Letters, 6 each Q-X-Z-&; 
12 each all others 
2 Doz. Periods 
3 Doz. Blank Spacers 
1 Doz. Nameplate Raceway Brackets .50 
1 No. 1 Aluminum Rural Mail Box Special Price 
1} Sample Nameplate, Mounted Complete 
12 Letters, 1 Period 


2 Stock Retaining Trays—No Charge— 
Less 40% 


Terms 2/10 net 30 F.0O.B. Akron 


SHIP TO 





ADDRESS 





ZONE: ——- STATE: —_______ 


& OBER Row -O oe. ben. 2. a he on or 


i me es SS Re 
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Penna. Wholesalers’ 
1959 Sales Are Up 


(Continued from page 172) 


Rohrer & Co., Inc., Hagers- 
town, Md., succeeded David 
Paules, Fulton, Mehring & 
Hauser Co., York, as presi- 
dent. 

John Wolfertz, C. F. Wol- 
fertz & Co., Allentown, and 
C. R. Herr, Herr & Co., Lan- 
caster, were elected first and 
second vice-presidents re- 
spectively. 

James G. 
Krause Hardware Co., 
anon, was reelected 
tary-treasurer. 

Executive committee mem- 
bers are John Stauffer, Herr 
& Co., Lancaster; Elmer E. 
Steinbrunn, Pottsville Sup- 
ply Co., Pottsville; Mr. 
Paules; and Eugene Thomas, 
Frederick Trading Co., Fred- 
erick, Md. 


Geo. 
Leb- 


secre- 


Krause, 


Liberty Group to Pick 
Buys’ for Last Half 


The “Item of the Month” 
committee of Liberty Dis- 
tributors will meet May 7 in 
Cleveland’s Hotel Cleveland 
to select six items to be fea- 
tured by the 23. Liberty 
wholesalers during the last 
half of 1959. 


Committee chairman is J. 


News of the Trade 





L. Seowden, J. A. Williams 
Co., Pittsburgh. 

Other members are G. M. 
Howard, Harper & McIntire 
Co., Ottumwa, lowa; R. G. 
Floss, Morley Brothers, Sag- 
inaw, Mich.; George Espen- 
son, Farwell, Ozmun, Kirk & 
Co., St. Paul, Minn.; B. 
Glump, Hunt & Mottet Co., 
Tacoma, Wash.; C. V. Bruce, 
Ohio Valley Hardware Co., 
Evansville, Ind.; George Dil- 
lon, Wyeth Co., St. Joseph, 
Mo.; H. S. Funk, Albany 
Hardware & Iron Co., Al- 
bany, N. Y. 

Also on the committee: R. 
C. Vereen, managing direc- 
tor, and C. L. Reifsnyder, 
senior buyer, both of the 
Liberty organization. 


Remington Arms Names 
2 Assistant Directors 


F. E. Morgan, formerly 
manager of arms, ammuni- 
tion, traps and targets sales 
div., and J. E. Dickey, Jr., 
formerly assistant manager, 
power tool sales div., have 
been appointed assistant di- 
rectors of sales for Reming- 
ton Arms Co., Inc., Bridge- 
port, Conn. 

Mr. Morgan will be assis- 
tant director of sales-chain 
saws, and Mr. Dickey will 
serve as assistant director of 
sales-power tools. 





H. L. Gaines Heads Virginia Dealers 


New officers and directors of the Virginia Retail Hardware Assn. 
| elected at the Feb. 8-10 convention in Roanoke are (left to right): 
| seated, George T. Omohundro, Jr.,. Omohundro Hardware Co., Inc., 
secretary-treasurer; H. 


Leeland Gaines, Gaines Bros., 


Inc., Alexandria, president; and John F. Small, Jr., Small Hardware 


Co., Inc., Norfolk, vice-president. 


Standing, C. M. Puckett, Puckett 


Hardware Co., Inc., Richmond (new); R. Dawson Taylor, Fuel, Feed 


_ & Building Supplies Co., Inc., Virginia Beach (new); R. W. McGann, 


Corner Hardware Co., Inc., Waynesboro; W. E. Cundiff, Vinton 
Hardware Co., Inc., Vinton; Robert P. Beamer, Beamer Hardware 


Co. Inc., Pulaski: and Jimmie S. 


Implement Co., Inc., Petersburg. 


Ritchie, Jr., Ritchie Hardware & 





it-tdedal-lalelt-tiale Mile l-t-}- Samo] amet - Ihe 


10 GET THE TOP 
DOLLAR FROM WATER 
SOFTENING—SELL SALT 


Selling and installing home water softeners is a 
profitable business! Yet many dealers don't take full 
advantage of this growing market, because they don't 
sell salt. Fact is, every new softener owner is a new 
customer for the salt needed in softener regeneration. 
This customer, furthermore, buys salt regudarly 
throughout the year. 
Make a steady profit from the salt customers you 
have created! Stock and sell the popular Sterling ae 
Water-Softener Salt products and speed turnover : sen 
with colorful, compelling salt displays. The three BRINE BUT! 
ideas below will boost your profits by bringing more 
traffic into your store for salt, as well as for other 
Sales and services. 


1. Large front-of-store display. In stores where 

space is available, it’s most effective to set up a color- 

ful front-of-store or window display with a softener 

or two and several bags of Sterling Water-Softener 

Salt. This is a good eye stopper that lets people know you special types of salt to regenerate their units. You don’t 
are “headquarters” for water-sottener salt. have to carry all these types! Your Sterling representative 
can advise you which Sterling Salt product will do the best 
job of regenerating any particular softener in your area. He 
can supply you with the product you need—from the full 
line of quality Sterling Water-Softener Salt products. 

At the same time, your Sterling representative can 
furnish you with free tags, an “Authorized Dealer” sign, 
mailing pieces, ad mats, in-store posters and other colortul 
material to help you sell more Sterling Water-Softener 
Salt. Just clip the coupon for further information. 


2. Compact announcement display. Stores which have 
no spare room for a large salt display can put out a couple 
of bags of Sterling Water-Softener Salt and a store poster 
(available from International Salt Company) announcing 
that you carry this popular product. Keep your main salt 
supply out of the way. 


3. Display in another retail outlet. Whether you have your 
own display or not, it's good merchandising to show off 
your softeners in other places of business, too. Department 
stores, appliance dealers and teed outlets may give you 
some window space because of the attention value of an 
interesting display on water softening. 

International Salt Co., Inc. 
Department HA-] 
Scranton 2, Pennsylvania 


What Sterling Salt product should you carry? 
Different water-softener manufacturers often recommend 
Have a Sterling representative contact me with 
further profit data. 








Company 





STERLING .cr-n<- SALT 


INTERNATIONAL SALT COMPANY, INC. 


Address 





Service and research are the extras in iy Name 
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News of the Trade 





a board member, was re- 
elected executive vice-presi- 
dent and treasurer. 


poration. Walter L. Pierson, Seha@llhorn Is President of Arkansas Dealers 


, 
Goodall Co. Appoints 
Andersen Sales Head 


Elmo M. Andersen has 
been appointed sales man- 
ager, Goodall Mfg. Corp., 
Warrensburg, Mo. 

Mr. Andersen, who has 
been selling lawn mowers to 

RAYMOND R. SAWIN dealers and distributors for 
more than 20 years, was 
Mossberg & Sons Elect formerly sales manager, 


. . Johnston Lawn Mower Corp., 
R. R. Sawin President Brookhaven, Miss. 


Beats tees goes @ age gt Rien a FP Ba Kstsre % 


Raymond R. Sawin, a di- 
rector and formerly  vice- 
president and secretary, was 
elected president, O. F. Moss- ) -_ 
berg & Sons, Inc.. New : The Arkansas Retail Hardware Assn. elected William F. Schallhorn, 
awe ' IP , ; Jr., Schallhorn Hardware Co., DeWitt, president, at the annual 
Haven, Conn. Harold F. . : : 
dain Melis ee . & | convention in Little Rock. Officers in the photo, left to right, are: 
BLOSSUCTE, ormeriy presi- | @ cS Adrian Crowe, Crowe Hardware & Furniture Co., Ft. Smith, former 
president, board chairman; Joe Miller, Nath Miller Hardware Co.., 
ag > = Harrison, second vice-president; and Mr. Schallhorn. Other officers 
Mr. Sawin joined the firm 2, => are, new directors for three-years: W. H. Bradford, W. H. Bradford 
in 1930 and was elected a a * Hardware & Furniture Co., Fort Smith; Thomas Bridgeman, Mineral 
director and secretary eight “oe Springs Hardware & Furniture Co., Mineral Springs; Harold Ford, 
momen: Sade age Albert Pike Supply Co., Hot Springs; Frank McKinney, Hodges- 
vears later. He was elected ; 
sili celine te tein é McKinney Co., Inc., Siloam Springs; Pete Rudolph, Rudolph & Co.., 
pow — Gurdon; and two-year term director Duffie Bryant, John E. Bryant 
& Son, Inc., Batesville. Charles Bufkin, Eudora, Hardware & Furniture 
elected secretary of the cor- ELMO M. ANDERSEN Co., Eudora, was elected first vice-president. 


dent, was elected chairman 
of the board. 


Paul A. Jacobsen was 
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. CA Modern, Ready-Mixed . ott Trade Mark 


» Registered 
anor Zs Metal Tones oe 
sgstt® for Every Purpose.» ? 


T > — 


for Sparkling Luxurious 
Metallic Decor 
in the Modern Trend 


THE 


‘§ gromanygees™ ~ Newest in every way! Unmatched performance for 
easy application by homemaker—master painter or 
artist—shop engineer. Now perfected for all decora- 
tive work, art and design layouts. 
Ready-mixed—quick drying! Will not coagulate. Prominent shades available: Chrome Silver, Brite 
; : Gold, Brass Plate, Antique Gold and Copper Plate. 
Champion Metal-Glo Paints spread smoothly on most meg 
Supplied in all sizes up to one-gallon cans for 
dealer needs; also in custom qualities for industrial 


production jobs (spraying, dipping or baking). 


Attention Disthributors: SOME TERRITORIES OPEN _ co 
CHAMPION BRONZE Powder & Paint Co,, Inc. 20.2.4 8826208. 08» EERIE" anc, we 


MODERN PLANT 


surfaces including wrought iron, wood, walls, light- 
ing fixtures and picture frames. 
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ran of terrific values for 
. hohardware week 


As advertised in leading 
magazines including Pre 


Dy siiocey 2 Your Customers SAVE °3. 00! 


When they buy this *6.98 


~ Covw-O-Mat 


MOST BEAUTIFUL CAN OPENER MADE 


:42s BRAC-O- MAT 
/ ron 98 SS 
ONLY SES . 


RETAIL 




















CAT. NO. 700-45 
Brac-O-Mat is Rival’s new under-the- 
cabinet mounting for Can-O-Mat, Ice-O-Mat and 
‘We C= - other wall appliances. Easily installed under any 
wood cabinet—no marring walls or woodwork. 


AVE 1.00 on this smart f Your customers SAVE *1.21 on this New 


GRIND- O- MAT. 


Your Customers 5 


Locking-Swing , 
enh CAN OPENER 


ONLY reg. $398 


sient 


, Cc 
Budget- — pers AT. NO. 354 
and locks | in P \ World’ S$ easiest-to. - 
ix-Pack” display spo , Grinder. Also ch Perate manual 
s space on seme able. £ PS, Minces, cy 
save » Easy to clean. Choic 


meat 
ai rumbs. Port. 

sales 
impulse al om e of colors! 
or in your — . 





Get in touch with your distributor or write 


MANUFACTURING COMPANY, Kansas City 29, Missouri 


Rival Mfg. Co. of Canada, Litd., Montreal 
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progress. 





C/ 


it's outdoor living time again, and that means 
outdoor lighting time and a golden opportunity 
to convert this fast growing trend into sales with 
portable, weatherproof Landscape Lites by Prog- 
ress. The LL-15 display is sturdily built and re- 
quires little floor space to show the complete 
assortment. Plant this money tree in the front of 
your store, or just outside the door and watch 
your profits grow. 


For complete information write to: 




















ee —— 
| PROGRESS MANUFACTURING CO. _— 
Dept. HA-4 Philadelphia 34, Pa. 

| Please send me the name of a Progress distributor 
| NAME aaa 

COMPANY on —_— 
7 Ee 

| CITY ——- 


c 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
I 
| 
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CLIFFORD A. TRIGG 


True Temper Appoints 
Successor to Trigg 

D. B. McPherson, former 
field representative for the 
Hardware Div., Sunbeam 
Corp., will succeed Clifford 
A. Trigg, for 18 years mid- 
west regional sales manager 


Red Devil Tools Buys 
‘4darbil Shaker Line 


News of the Trade 








D. B. McPHERSON 


for the Hardware Div., True 
Temper Corp., Cleveland, 
Ohio. 

Mr. Trigg is retiring after 
33 years with the company. 

Mr. McPherson will serve 
wholesale customers in Mis- 
souri, Kansas, Oklahoma and 
part of Arkansas. 


ular Red Devil trade-in pol- 
icy of allowing $20 applies to 


used Harbil machines, to 


Red Devil Tools, Union, jobbers who pay freight 
N. J., has acquired the paint charges. 
shaker line of Harbil Manu- The Harbil line includes 
facturing Co., Wheeling, Ill. a two-can shaker and two 
Harbil machines will be models of single’ shakers. 
marketed as Red Devil-Har- Red Devil points out that 


bil paint shakers, 
current Red Devil channels, 
f.o.b., Union, N. J., Chicago, 
and Los Angeles in the near 
future. 


through adding the Red Devil-Harbil 
units is in line with company 
policy of expanding services 
to hardware and paint cus- 
tomers. Red Devil Tools, in 


All Harbil machines will addition to painter and gla- 
be serviced by Red Devil’s zier tools, makes a line of 
29 service centers. The reg- floor conditionine machines. 


Vincent Nelson Heads Nebraska Dealers 





The Nebraska Retail Hardware Assn. elected officers and directors 
‘at its Feb. 15-17 convention in Lincoln (left to right): seated, Dean 
Callan, Callan Hardware, Odell, second vice-president; Vincent 
Nelson, Nelson Hardware, Omaha, president; standing, James 
Bourret, Bourret Hardware, Kimball; Dale Hinrichs, Hinrichs Hard- 
ware, Bruning; Robert Perry, Kollmeyer Hardware, Fremont (new); 
Richard Joy, United Supply, Inc., Lincoln, first vice-president; Frank 
Capalino, Lincoln, secretary-treasurer; Don Jones, Jones Hardware, 


York. 
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Packed 12 sets in 
special PAINTER- 
MATES self-display 
carton. 
ne 
FULL 40% PROFIT ON SPECIAL DEAL PRICE | 
No. 606, 12-inch ' ' 
sash brush; and PAINTER- DEALER RETAIL 
No. 216, 4-inch MATES 12 Sets Each 12 Sets Each 
wall brush. 
[ = Regular | $37.68 | $3.14 |] $62.76] $5.23 I 
| Price i 
l | 
| DEAL 30.60 | 2.55 |} 51.00] 4.25 | 
PRICE 
| | 
Tie into increased Springtime paint sales with this profitable i YOUR PROFIT ON PAINTER-MATES DEAL WILL BE $20.40 : 
2-for-1 deal. You get full 40% markup, yet customer tae enema 
saves 9&c! 
|!.-inch sash brush free with purchase of 4-inch wall o ™ 
brush. Sash and wall brushes are banded together .. . 12 | J Ars eT 
each to special self-display carton. All are regular line, 
full quality Rubberset brushes . . . not closeouts or cheap | 
specials. See your wholesaler or write us direct. Order now . 
for immediate or future delivery! THE RUBBERSET CO., 900 Passaic Avenue, East Newark, N. J. 
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News of 





brief reports of 


MANUFACTURERS SALESMEN 


@ Gale Products Div., Outboard Marine Corp., Galesburg, 
Ill.—C. R. Cross, Clearwater, Fla., formerly sales manager 
and district sales manager, Molded Fiber Glass Boat Co., 
to southeastern district sales representative in Florida, 
Georgia, North and South Carolina and eastern Tennessee. 
He replaces James H. Sherwood, who was transferred to 
the mid-west district recently. 


@ Buckeye Div., Mardigian Corp., Wooster, Ohio—A. J. 
Zetts, former assistant to the sales manager and office 
manager, to southern Ohio, West Virginia, Kentucky and 
Indiana; James F. Richard will cover Minnesota, North 
and South Dakota and western Wisconsin, headquartering 
in Minneapolis; Pat Halloran will cover northern Ohio and 
western Pennsylvania. His headquarters are in Wooster, 
Ohio. 


@ Rubbermaid, Inc., Wooster, Ohio—Duane T. Thorson, 
from Marshall-Wells Hardware Co., Portland, Ore., to 
houseware sales representative in the Seattle area and 
Richard C. Dodenhoff, from Western Electric Co... Kearny, 
N. J., to houseware sales representative in New Jersey. 


@ Ronson Corp., Woodbridge, N. J.—Frederick W. Black- 
burn, former director of sales and advertising for the S. E. 
Massengill Pharmaceutical Co., has been appointed eastern 
regional sales manager for Ronson Corp. 


@ Kennatrack Corp., Elkhart, Ind.—Richard J. Ver Merris 
from Edward Hines Lumber Co. to regional salesman in 
Illinois and southern Wisconsin. 


_~ 


An EXTRA “PLUS-FEATURE” 


for Dealers and Customers!? 


Rigo 2A - 
ia — aes 
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QUICK WED 





selling Quick Wedge 


the Trade 








@ Carlon Products Corp., Aurora, Ohio—Richard A. For- 
mato from representative in Virginia, Maryland and the 
District of Columbia, to manager, southeastern div. Robert 
Pettit, Jr., will replace Mr. Formato as a sales representa- 
tive; Thomas W. Kreiner, from manager, Western Plastics, 
Hastings, Neb., to southwest regional manager in Texas, 
Louisiana, Oklahoma, eastern New Mexico and the moun- 
tain states. 


@ McKinney Manufacturing Co., Pittsburgh, Pa.—Jack 
Whiteside, former partner in Russell and Whiteside, Los 
Angeles, Calif., agents, to representative in the Los An- 
geles territory. 








@ C. Hager & Sons Hinge Mfg. Co., St. Louis, Mo.—Stan- 
ley Siudak, A.H.C., from P. & F. Corbin Div., American 
Hardware Corp., to contract sales representative in the 
greater New York-New Jersey-Connecticut territory. 


@ Borden Chemical Co., New York, N. Y.—Edgar W. Rein- 
ertsen from Beauty Service, Inc., and the Westinghouse 
Electric Supply Co., Inc., to sales representative in the Pa- 
cific Northwest for the consumer products department, with 
headquarters in Seattle, Wash. 


@ Grabler Mfg. Co., Cleveland, Ohio—Armin J. Hascher 
to manager of the Cincinnati branch. 


a 


@ Clemson Bros., Inc., Middletown, N. Y.—James W. Perry 
to district sales manager in Michigan. 


e@ Pittsburgh Screw and Bolt Corp., Pittsburgh, Pa.—John 
T. Pennington, from Townsend Co., to sales representative 
in the Philadelphia area. 


@ Kyanize Paints, Inc., Everett, Mass.—William H. Barron, 
Chicago, Ill., to district manager. 
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Janney, Semple, Hill 
Appoints J. P. Hubert 


J. P. Hubert has been ap- 
pointed a sales representa- 
tive for Janney, Semple, Hill 
& Co., Minneapolis, Minn., to 
call on mines and industrial 


plants in northern Minne- 
sota. 
He formerly covered this 


area for 27 years with the 
Kelley - Howe - Thomson Co., 
Duluth, Minn. He will head- 
quarter in Duluth. 


Cleveland Twist Drill 
Adds Subsidiary Co. 


The Bay State Tap and 
Die Co., Mansfield, Mass.., 
has become a subsidiary of 
the Cleveland Twist Drill Co.., 
Cleveland, Ohio, March 6. 

Bay State will 
continue in Mansfield. Louis 
A. Lincoln will continue 
president of the firm. 


operations 


as 


New Products Room 
The Iowa Retail Hardware 
Assn., Des 


Moines, Iowa, re- 
cently opened a New Prod- 
ucts Room in its headquar- 


NOW . 





res drop per foot. 


measures 


ters building. The room is 
not a model store, but fea- 
tures new products, improve- 
ments on old products, mer- 
chandising deals and new 
deals and new models. Sup- 
pliers’ participation is on a 
three month basis. 


Turner Brass Works 
Renamed Turner Corp. 


Turner Corp. the new 
corporate name adopted by 
the Turner Brass Works, 
Sycamore, Ill. The reason for 
the change is a product di- 
versification and marketing 
modernization program, with 
extensive plant and product 
improvements which started 
in 1955 and cost about $700,- 
OOQ, 


is 


Scale Co. Marks 30th 


American Family Scale 
Co., Chicago, Ill, this year 
is marking 30 years in the 


household and nursery scale 
business. Dick Coldren, sales 
manager, directing the 
celebration sales meet- 
ings. 


is 


at 


A LEVEL THAT READS IN EVERY DIMENSION 


any angle from 


News of the Trade 





News About Dealers: 





(Continued from page 172) 
in business. Both _ stores 
have ample customer park- 
ing. The Upper Darby store 
is selling out a $300,000 in- 
ventory through heavy mark- 
downs, advertising and daily 
9:30 to 9 store hours. 


Granite Falls, Minn. 
A. H. Ladner, owner of 
LADNER HARDWARE, in official 
capacity as head of the Jobs 
and Industries Organization, 
played host to A. G. Bush, 


chairman of the executive 
committee of Minnesota Min- 
ing & Mfg. Co. recently. For 
Mr. Bush, it was a home- 
coming in addition to official 
dedication of 40 acres of land 
for industrial redevelopment. 
Dealer Ladner is very active 
in various civic committees 


Chicago—MIDWAY HARD- 
WARE at 1145 E. 95th St. has 
been bought by Tom Alsager 
and Bill Frank. Messrs. Al- 
sager and Frank are former 
employees of the 8S. H. Frank 
Hardware on E. 47th St. 





Bryant, Marketing V-P 
At Independent Lock 

Edwin H. Bryant, former 
vice-president, marketing, 
Congoleum Nairn, Ine., 
Kearney, N. J., was elected 
to the newly-created position 
of vice-president, marketing, 
Independent Lock Co., Fitch- 
burg, Mass. 

For a number of years, Mr. 
Bryant was associated with 
the Armstrong Cork 
Lancaster, Pa. 


SALES! 


Co.. 





EDWIN 


H. BRYANT 


Stock the only line of levels with something 


extra to sell! WRITE for dealer information! 
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Will J. Feddery 
Will J. 


represented 
AGE in the 


Feddery, 74, who 
HARDWARE 
Cleveland 


area 





WILL J. FEDDERY 
for 45 years, died on Mar. 
29. Mr. Feddery joined 
HARDWARE AGE as an ad- 
vertising salesman in Dec., 
1913. Prior to that he had 
been a salesman for Si- 


monds Saw & Steel Co. 


Mr. Feddery’s experience 
and enthusiasm earned him 
the unofficial title of the 
Dean of Advertising Sales- 
men in Cleveland. Over the 
years he was a consistent 
and outspoken advocate of 


the manufacturer-wholesaler- 
dealer method of hardware 
distribution. Many manufac- 
turers benefited by Mr. Fed- 
dery’s counsel in working out 
effective sales programs. He 
enjoyed an unusually 
acquaintanceship in 
trade. 

Mr. Feddery was one of 


wide 


the 


the founders and long-time 
ofiicer of the Central States 
Hardware Club. He was 
chairman of its Advisory 


Committee at his death. 

In Cleveland, Mr. Feddery 
was a founder and life-di- 
rector of the Cleveland T. F. 


Advertising Club, and a 
member of the Al Koran 
Shrine Temple. He always 


maintained a high interest in 
athletics and had refereed 
many amateur boxing 
matches. 


Myron Davis 


Myron Davis, 94, retired 
hardware dealer, died recent- 
ly in Copley Memorial Hos- 
pital, Aurora, Ill. He had 
been in the hardware busi- 
ness more than 50 years. He 
retired in 1947 and turned 
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over the management of the 
store to two of his three 
Burdette M. Davis, 
Aurora, and Curtis P. Davis, 
Joliet. 


Sons, 


Ed Griswold 

Ed Griswold, 86, 
manager, Corbin Cabinet 
Lock Div., American Hard- 
ware Corp., died at his home 
in Narberth, Pa., Mar. 19. 
He had been a member of 
the Hardware Merchants & 
Mfgs. Assn. for 58 years. 
He served as president from 
1920 to 1922. Mr. Griswold 
was a founding member of 
the Eastern Golf 
Assn. 


retired 


Hardware 


Marion W. Riddell 


Marion W. Riddell, 78, as- 
sistant to the president, 
Richmond Hardware _ Co., 
Richmond, Va., died March 
10 of a heart attack. He was 
with the company about 60 
years. He was the buyer of 
tools, cutlery and miscellane- 
ous hardware items. 


Henry Sachtleben 


Henry Sachtleben, 73, 
employe of The Fair 
Oak Park, IIl., died Feb. 27 
in West Suburban hospital. 
He spent 49 years in the 
wholesale hardware business 
prior to his employment at 
the local store. 


an 


William Porter 


William Porter, 61, manu- 


facturers’ representative for 


the 


Co. 


West Bend Aluminum 
in the mid - Atlantic 
states for nearly 30 years, 
died late in March at his 
suburban Philadelphia home. 


George J. Schweri 


George J. Schweri, 78, re- 
tired salesman for Belknap 
Hardware & Mfg. Co., died 
Mar. 3 at his Louisville, Ky., 
residence. He_ retired five 
years ago after 37 years 
with the firm. 


William C. DeWeese 


William C. DeWeese, 85, 
Delphos, Ohio, hardware 
dealer for the past 56 years, 
died Mar. 11 in Lima Me- 


1959 


News of the Trade 


store, 





Tennessee Dealers Elect L. H. Bohannon 


New officers and directors of the Tennessee Retail Hardware Asso- 
ciation elected at the annual convention, 
left to right, Hunt Morris, Hunts Superior Hardware Co., Ripley, 
first vice-president; Harvey King, Obion Hardware Co., Obion; J. H. 
Agnew Hardware Co., Chattanooga, 
Lewis H. Bohannon, Bilbrey Hardware Co., Crossville, president; 
Charles H. Steele, Little & Steele Co., Nashville; second row, J. W. 
Cleveland, 
Lawrenceburg; Wayne Hall, Jr., 
Wayne Hall & Sons, Camden; rear row, John Greer, John Greer 
Hardware, Loudon, advisory board; John Roos, Fountain City Hard- 
ware, Fountain City; Harvey Thompson, Ruel Hardware, Nashville, 
advisory board. Not in this picture is Carl Higgenbotham, General 
Hardware & Supply, Memphis, advisory board. 


Jenkins, 


Robinson, Bradley Supply Co., 
J. G. White, White Hardware, 





morial Hospital. He _ had 
been ill one year. He was 
a member of the Ohio Hard- 
ware Assn. for the past half 
century. 


Noble Mayfield 
Noble Mayfield, 58, hard- 


ware store operator, Base- 
hor, Kan., died recently at 
the Wadsworth Veterans Ad- 
ministration center. 


Lott Lincoln Ewing 


Lott Lincoln Ewing, 59, 
purchasing manager for 
Strevell-Patterson Hardware 
Co., died Feb. 20 in Salt Lake 
City, Utah. 


G. Wight Cooke 


G. Wight Cooke, president 
of the Jennison Hardware 
Co., Bay City, Mich., whole- 
saler, died Feb. 27. 


Henry E. Romey 


Henry E. Romey, 8&7, re- 


tired hardware dealer, died 
Mar. 13 at the Bakle Con- 
valescent Home, Columbia 
City, Ind. He was in the 
hardware business for 53 
years. 





Feb. 8-9 are front row, 


retiring president; 


second vice-president; 





Walter M. Hartke 


Walter M. Hartke, 68, for- 
mer owner and operator of 
the Hartke Hardware Co., 
Cincinnati, Ohio, died Mar. 
6 at his home. He retired in 
1956 and turned the 
business to his son, Richard. 





over 


Robert Fredrick Krueger 

Robert Fredrick Krueger, 
77, hardware dealer, died re- 
cently at his home in Kansas 
City, Mo. He had operated 
the store for 40 years. 


Ralph Miller Peat 


Ralph Miller Peat, 
founder of Peat’s Home 
Hardware, Mansfield, Ohio, 
died at his home Mar. 1. 


6D, 


Newton D. Gaston 


Newton D. Gaston, 85, for- 
mer owner of the Gaston 
Hardware store, La Grange 
Park, Ill., died recently. 


T. W. Lemmon 


T. W. Lemmon, 92, retired 
hardware dealer, died re- 
cently in a Kerrville, Tex., 
hospital. 








Success of Wholesaler 
Depends on Value Added 
Shipping and collecting for 
merchandise is not enough to 
justify the continued, profit- 


able existance of a whole- 
saler. A_ distributor must 
“add value” to the goods 


they ship. 

This is the opinion W. E. 
Smith, president, Oklahoma 
Hardware Co., Oklahoma 
City, Okla., expressed in an 
address delivered at a recent 
convention of the Canadian 
Wholesale Hardware Assn. 

Mr. Smith pointed out that 
wholesalers’ profits have 
dropped sharply in recent 
years. Efforts to correct this 
profit picture have taken 
various forms. 

Oklahoma Hardware has 
followed the concept of the 
“full function, general line 
wholesaler,” and it has paid 
off, Mr. Smith said. 

Despite a decline in retail 
hardware sales, Oklahoma 


Hardware sales have quad- 
rupled since 1951, he pointed 
out. 

The future of the whole- 
saler, Mr. Smith emphasized, 
depends on the success of the 
dealer. That is why Okla- 
homa has endeavored to de- 
velop means of helping the 
dealer succeed. 

These methods include of- 
fering dealers help in adver- 


tising, store planning, and 
in other areas. 

Wholesalers suffer, Mr. 
Smith said, from a failure 


to put their store effectively 
in front of retailers and the 
general public. This is a 
real need, he said, for a bet- 
ter sense of public relations 
on the part of wholesalers. 


Schneible Will Manage 
Crown's Aerosol Sales 

Seth R. Schneible has been 
appointed manager of aero- 
sol product sales, Crown 
Cork & Seal Co., Ine., Phila- 
delphia. 





J. M. Warren & Co. Celebrates 150th Year; 
Marks Event With Three-Day Dealer Show 





ee > ees 
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Booth at the dealer show at the 
sary celebration held in March. 


J. M. Warren & Co., Ince., 
Troy, N. Y., wholesaler, es- 
tablished in 1809, is celebrat- 
ing its 150th year in the 
hardware business. 

The firm held a merchan- 
dise show for dealers March 
1-3 to mark the event. 

About 250 dealers attended 
the three-day affair, where 
they looked over 70 manu- 
facturers’ displays of mer- 
chandise. 

Officers and directors were 
elected at the 73rd annual 
stockholders’ and directors’ 


J. M. Warren & Co. 150th anniver- 


>< 2 OD, 


meetings. Officers elected: 

David W. Houston, III, 
president; Frank J. Weber, 
vice-president and treasurer; 
Mrs. Harriet H. Coffey, 
secretary; T. K. Nicholson, 
Frank Krieger, Armand 
Guerin, Fred Weber, all as- 
sistant vice-presidents. 

William Kuhn is sales 
manager and Lloyd Goodall, 
director of purchases and 
sales. 

Directors elected: D. W. 
Houston, III, F. J. Weber, 
Mrs. Coffey, A. W. Gale, and 
Dr. D. W. Houston. 
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Sales Picture Is Bright According To New 


National Housewares Association Survey 


are in 
gains in 


sales 
considerable 


Housewares 
for 
1959. 

This is the opinion of a 
great majority of dealers, 
wholesalers, and manufactur- 
ers answering Business Sur- 
vey No. 6, conducted by the 
National Housewares Man- 
ufacturers’ Association. 

Survey No. 6 is one of a 
continuing series designed to 
measure the pace of house- 
wares’ progress. Here are 
some of the key points in the 
survey: 

Asked what they think 
about housewares dollar vol- 
ume this year, 72 per cent of 
dealers replied “Up,” and 
78 per cent of wholesalers 
agreed. Amount of increase 
was generally pegged in the 
1-19 percent bracket by both 
groups. Wholesalers 
the more optimistic. 

Asked about dollar volume 


were 


over the last five years, 71 
per cent of dealers’ said 
“Up,” and 78 per cent of 


wholesalers agreed. The ma- 
jority of dealers and whole- 
salers said gains were in the 
10-49 per cent bracket. Many 
wholesalers reported sales 
gains at more than 50 per 
cent. 

Asked about leading items 
for 1958, dealers voted for 
plastics and cookware. 
Wholesalers said plastics and 





Schuck 


Richard Lawrence (left) of Ward, King & Lawrence, 
N. Y., dealer, receives his award at Albany Hardware & Iron Co.'s 
See-n-Save Days dealer show. Ed Winkler, salesman for the whole- 
saler, presents a credit slip for half of Mr. Lawrence's purchases at 
the show. Other award winners were B. H. Delson Co., Nassau, N. Y.., 


and E. L. Durkee & Co., Gloversville, N. Y. 


Grand Award Winner At Albany Dealer Show 


electric 
sellers. 

The survey showed that 
hardware-housewares whole- 
salers are the leading form 
ot distribution for these 
lines: cleaning aids, cook- 
ware, cutlery and flatware, 
lawn and garden, ironing 
and laundry, kitchen tools and 
gadgets, mats and pads, vac- 
uum and picnic, woodenware, 
electric housewares, and most 
miscellaneous categories. 

Asked to vote on _ their 
choice for the single major 
channel of distribution for 
their lines, 32 per cent of all 
manufacturers specified 
hardware-housewares whole- 
salers. The runner up, with 
19 per cent, was department 
stores. 

Manufacturers also report- 
ed for 1958 that of 20 major 
product classifications, 13 
showed considerable 
gains over 1957. Chemicals 
and outdoor cooking lines 
were sales-increase leaders. 

Asked about sales for 195%, 
every product category voted 


fry pans were best 


sales 


for gains, totaling 80 per 
cent of all responses. Some 


38 per cent said gains would 
be in the 10-19 
area. 
Manufacturers said these 
are the color leaders, in 
der, for 1959: yellow, pink, 
turquoise, white, red. 


per cent 


Oor- 


Newburgh, 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid. maximum 50 words eine 
Each additional word..... sane 10 
Positions Wanted 
(Special Rate) set solid, maximum 
RR Sear Tea ee gee $2.00 
Each additional word 


Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
ot check or money order, payable to HARL 
WARE AGE—Classified Section, not currency 
or stamps. 











Representatives Wanted 








Representatives Wanted Representatives Wanted 








Wanted—Manufacturer Representative 


To sell complete line of ornamental iron and 
aluminum railing and columns A Do-it- 
Yourself item—a volume product with fast 
turnover. Liberal Commission. State urea in 


which you sell when writing for details. 


ELITE FABRICATORS, Bel Air, Maryland 


HARDWARE SALESMEN 


Calling on retail hardware and lumber 
vard dealers, also plumbing and electrical 
supply concerns One size Screw Anchor 
fits all screws and designed for all types 
of walls High Commission Protected 
territory to qualified salesmen. 


FITSALL SCREW ANCHOR 
473 S. Franklin St.. Hempstead, New York 

















SALESMEN 


Full Time or Sideline—Calling on hardware, depart- 
ment, independent variety stores and wholesalers— 
Tested and proven item—Good Commission—protected 
territory. Baeked by TV advertising as soon as dis- 
tribution is obtained in your area. Write, giving 
personal resume. 


PITMAN CHEMICAL LAB'S, INC. 
PITMAN, NEW JERSEY 











EX | SIVE PROTECTED TERRITORIES | 
open te nationally distributed unique water re- 
placer t plumbing specialty item packaged tor 
sale to plumbing supply houses, hardware distrib 
utors retailers. Unique demonstration selis 8 
mut of | first call. Box 123, c/o Haavware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 

WANTED—Salesmen calling on retail trade, 
sell new “Private-Label’’ Warfarin rat killer in 
attractive practical FEEDING STATION box. 
Wi mprint dealer’s name, etc., ship direct 
stead repeat sales ‘ay top commission, pre 


tected territory. Advise 


lines now representing, 
area covered W rite EAT IN ( ompany, 1104 
Lakeview, Cleveland, Ohio. 

WANTED EXPERIENCED CUTLERY 
SALESMAN to sell our line in Exclusive tet 
ritor, Attractive proposition for the right man 
Write giving full background to Queen Cutlery 
maeany 10 Commerce Court, Newark 2, New 
er eey 


SALESMAN PLUMBING 


SPECIALTIES to 





sell for established national distributors, exclu 
sive territory, 10% commission. Write tull de 
tail with references. Replies confidential. Akron 
Supply Ce ne., 216-218 Grand Street, Brooklyn 
Sze New Y ork 

REPRESENTATIVES WANTED TO SELL 
DIRECT to large users, retail or jobber level, 
plastic ypupe, fittings and clamps, toilet seats 
(sprayed, vinyl covered, and mother-ot-pearl), 
plastic clothes line, industrial hose, tmecluding all | 
kinds of hose for automatic washers. Box 209, 
c/o Harpware Acer, Chestnut & 56th Sts., Phila- | 
delphia 39, Pa. 

HARDWARE SALESMAN excellent oppor- | 


tunity for experienced man with following to call | 
on hardware, lumber and garden supply dealers | 
in Queens and Nassau counties, Long Island, | 
Fstablished, reputable, full line hardware 
jobber stocking nationally known lines Draw | 
against commission. Newark Specialties Co., 20 
Prince Street, Newark, N. J. 

WANTED BY MANUFACTURER: rot 
men calling on retail hardware stores in Cali- 
fornia, Pennsylvania and Illinois to sell li 


priced key blanks with unusual feature. 
c/o Harxpware Ace, Chestnut & 56th Sts., 
delphia 39, Pa 


Box 333, 
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Phila- | 


SALESMAN TO WORK WITH MANU 
FACTURERS AGENT representing established 
lines in Ohio. Must live in Ohio State. Have 
following in housewares, hardware, rack jobbers, 
drug and variety chains, candy and tobacco job 
bers, department stores, catalog and premium 
houses. Age no barrier, maximum commissions 
Pull particulars, references in first letter. Box 
410, c/o Harpware Ace, Chestnut & 56th Sts., 


Philadk ‘Iphia 39, Pa. 


MANUFACTURER’S REPRESENTATIVES 
or new fast-moving, easy-pick-up item used in 
~ yes, factories, offices, institutions. Retails at 
$1.00 with full jobber discounts. Excellent pro 
motion. Shipped in display cartons. Many terri 
tories open Give all pertinent details. Sales | 
Manager, Merchant & Evans Company, 2035 | 
Washington Ave Philadelphia, Pa. 

WANTED REPRESENTATIVE TO SELL 
OUR (large line) of Stable Steel Items to Hard- 
ware Jobbers, Industrial Jobbers, and Builders 
Supply Jobbers Territories open—New England 
Area, Southern Area, and Central States. Box 
$04, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 

MANUFACTURER’S REPRESENTATIVES 
WANTED. Manufacturers’ Representatives now 


jobbers 
flexih le 


and 
polyethylene 
covered, number of 
number of wholesale ac- 
Most territories open. Reply: 
PIPE COMPANY OF 
Ilome Avenue, Akron, Ohio. 


distributors 
line of 
territory 


Hardware 
handle 

vivinye 
held men working, 
counts being sold 

CONSOLIDATED 
AMERIC A, | 1066 


ESTABLISHED MANUFACTURER OF 
PLASTIC GARDEN HOSE and _= Sprinklers, 
Lawn Edging, Dropcloths, Tarpaulins, Fleor 
Matting, Shelving, Polyethylene Garment and 
Household Bags, wants experienced representa 
tives. Fast moving lines and dependable service. 
Advise territories covered; lines carried. Reliance 
Plastic & Che -mical Corp., Paterson 26, ‘Nz. 


calling 
wanted 
pipe 


on 
to 
Reply 





Seana ne AVAILABLE FOR MANU 
FACTURER’S AGENTS contacting volume buy- 
ers. Just expanded hardware-houseware specialty 
line, introducing two new products. Diversified 
five-product line in 39c-$1.98 bracket. All fast 
movers. arge repeat percentages. In-store dis- | 
plays. Trade advertising support. Advertising | 
allowances. Many established accounts. Clover 


Products, 1141 Atlantic Avenue, 


Jew York. 

k KC EL LE NT ‘LINE for sales 
calling on the retail trade in 
ment, variety and chain 
Write: Midwest Plastics 
Avenue, St. Paul 6, Minn. 


MANUFACTURERS REPRESENTATIVE. 


Our quality dog supply line is designed and priced 


Rochester 9, 


representatives 
hardware, depart- 
Good commissi yn. 
Co., 208 Bates 


stores. 


Mfg. 





especially for the harder ire and sporting goods 
store requirements to se igh commis- 
sion rate. MODISH C R AFTSMAN ( ‘O., INC 
$ox 566, Springfield, Ohio. 














WANTED 


MANUFACTURERS’ REPS. AND DISTRIBUTORS 
Brand new line of Aluminum Door Hardware and 
Thresholds; absolutely lowest priced quality line 
on the market; eliminates all competition. For 
particulars write: 


LUSTRE LINE PRODUCTS 
53 North 2nd Street, Philadelphia 6 Pa. 











MFGR’S REP WANTED—LOCKSETS 


Sell our sensational combination locksets for resi- 
dential doors to hardware and builders supply trade. 
Highly successful, wonderfully modernized. Division 
of strong company. Volume facilities. Also have com- 
bination padlocks. Expanding market. Great oppor- 
tunity. Good commission. Write: 


GOUGLER KEYLESS LOCK CO. 
KENT, OHIO 











SALESMEN--—-SELL PAINT 
industrials, hardware, paint 
Liberal comn protected 
men now calling on this trade with allied line 
will be considered. SIRA BRUSH CO., INC., 
ad W. 23 Street, New York 11, N. Y 


BRUSHES, t 
Quality Line. 
territory Only 


Sto! cs 


ISsSlOn 


rd 


HARDWARE SALESMEN 
paint, hardware and lumber 
Western Pennsylvaaia, New 
New York State. High com 
territory. Complete line of 
PURITY PAINT PROD. 


Withers St., enutlien 22, 


s AINT AND 
calling on retail 
yards. Areas open 
England, Western 
mission, protected 
trade sale paints. 
‘CTS: CORP., 410 
New York. 


MANUFACTURER’S 
WANTED calling directly 
and/or the subcontracting 
quality line of carbide 
priced to. sell Company expanding soon into 
complete line of drilling and anchoring devices. 
Excellent commission arrangement. Box 400, 
c o Harpware Acre, Chestnut & 56th Sts., Phila 
delphia 39, Pa 


REPRESENTATIVES 

on hardware stores 
trades, to handle high 
tipped masonry drills, 


SALES REPRESENTATIVE WANTED 
FOR ESTABLISHED PAINT BRUSH MAN 
UFACTURER liberal commissions; protected ter- 
ritories; attractive packaging; good opportunity 
for salesman having contact with retail hardware, 
paint, lumber, drug, supermarket, ete. stores. 
Open territories; New England; Upper New York 
State; Michigan; Ohio; North Illinois; Wisconsin. 
Write us full details. Box 415, c/o HarpWware 
Acre, Chestnut & 56th Sts., Philadelphia 39, Pa 





Accounts Wanted 





CALIFORNIA, 
IZING 
15 


NEW AGENCY 
DIRECT FACTORY To 
years with major durable goods 
sales and top sales management 
area, can handle sales, training, promotion. Ware- 
housing arrangements possible. Have ample time 
for one additional substantial line only, all replies 


SPECTAL- 
dealers Sales 
manuf: acturer, 
position 





confidential. Box 226, c/o Harpware Acer, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 
CUTLERY SALESMAN COVERING THE 
New England States desires cutlery line on good 
hardware or housewares line. Mfgrs. only. Box 
409, c/o Harpware Ace, Chestnut & 56th Sts., 


Philadelphia 39, Pa. 











Accounts Wanted 


Accounts Wanted 


Business Opportunities 








REPRESENTATIVES 


Covering all phases of jobbers. (Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa 








ATTENTION MANUFACTURERS 


Kstablished representatives covering the 
southeastern states calling on wholesale 
hardware and sporting goods, interested 
in top volume lines only. 
Box 408, e'o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 




















NEED 
LAND: 


ENG- 


Sitice 


REPRESENTATION IN NEW 
Four man sales force, established 
1930, covers hardware, housewares, automotive, 
party and club plan. rack jobbers, super markets, 
jobbers, chains, department stores and large re 
tailers. Can promote volume line. Inquiries in 
vited from responsible manufacturers. ‘suite 314, 
+3 Leon St., Boston 15, Mass. 


MANUF 
LISHED 


ACTURERS AGENT LONG ESTAB 
covering Western Mountain States of 
Colorado, Wyoming, New Mexico, Arizona, Utah, 
Idaho and Montana now seeking an additional 
line commission. Exclusive only. Box 42, 

o HaAaRDWARI ene Chestnut & 56th Sts., Phil 
adelphia 9. PRP: 


on 


FLORIDA MANU 
wants one additional 
Florida. Have been regularly calling on 
hdwe., and bldg. supply) utlets for 
vears. Box 3l¢ ‘‘o HarRpDWARE AGE, 
56th Sts., Philadelphia 39, Pa. 


“ACTURER’S 


lume Tol State ot 
wholesale 


ve 
w 


ime 


past 
Chestnut 


MANI 

now 
supply 
New Jersey 
politan Washington 
tacturer’s line. ( 
Inleé to 
ate; have 
ritor t0OX 
h sts... Philadel 


FAC’ 


s¢ lling 


TURERS 
most 
in EK; 


Delaware, 


the hardware and mill 
istern Pennsylvania, Southern 
Marvland and the metro 
area with one leading manu 
an now handle one good addi 
mutual advantage. College gradu 
acquaintance throughont the ter 
HARDWARE Ace, Chestnut & 
phia 9, Pa. 


OT 


robbe TS 


tional 
good 
S09. e/o 
SOtn 


REPRESENTATIVE COVERING FLORIDA 


Hardware distributors and industrial accounts 
desires a top quality complete line in addition of 
prestige line now handled. Box 406, c/o Harp 
WARE AcE, Chestnut & 56th Sts., Philadelphia 
39, "a. 

MFGRS AGENT SEEKS ONE ADDI 
TIONAL hardware or housewares line for Lou 
isiana, Mississippi and Alabama. We cover all 
types jobbers, department stores, chains, and 
premium accounts. Thoroughly experienced. Jf. 
Preston Perilloux, Jr., 1926 Napoleon Avenue, 
New Orleans 15, Louisiana. 


ESTABLISHED AGENT, Maryland 


, Virginia, 


I). ¢ Dela. Desires Hardware “lectrical House 
wares, Spring or Summet lines (an offer hard 
work, entry to buyers producing mutual profitable 
results: Box 411, c/o Harpware AcE, Chestnut 


X 


NEW YORK 


56th Sts., Philadelphia 39, Pa. 


METROPOLITAN MARKET. 


Brother team of Factory Representatives, estab 
lished 20 years—selling to all classes of Jobbers 
and Chain Stores. We offer intelligent and con 
centrated coverage for the Manufacturer of non 
conflicting products. Box 403, c/o HARDWARE 
Acre, Chestnut & 56th Sts., Philadelphia 39, Pa. 








REE... 


REPRESENTATIVE 


| 
| 








Consistent, Conscientious, Concentrated cover- 
age of metropolitan New York and New Jersey. 


BOBROW LEWELL ASSOCIATES 


814 Broadway, New York 3, New York 
(We get results) 











WANT 











SALES RESULTS? We get them 
because we concentrate in Michigan, Ohio, Indi- 
ana. Will handle two additional lines—only 
highest grade considered. Write Box 219. c/o 
HARDW ARE aa Chestnut & 56th Sts., Philadel 
phia 39, 

Help Wanted 

BUYER 

Shelf Hardware Buyer, with general knowledge of 
the trade, but wholesale experience preferred. To 
the right man, this Top-rated—well established 
National Organization offers an exceptional oppor- 
tunity in either New York or Chicago. Your reply 
will be treated confidentially, but must give com 
plete —— 


Box c¢/0 HARDWARE AGE 
Chestnut i Seth Sts., Philadelphia 39. Pa. 





SPORTING GOODS BUYER 


An excellent opportunity 
for a man who knows how 
Must be experienced in 
related products This 
to 





with aggressive 
to run his own 
hunting, fishing, 
position requires 
that will sell to the retail 
retail dealer Sales strictly to 
retail hardware trade. Replies kept 


wholesale 
department 
marine and 
the ability 


and for 
independent 
in confidence 

405, c/o HARDWARE A 


Box GE 
Chestnut “é 56th Sts., Philadelphia 39, Pa. 








Wholesaler’s Salesman for 
Connecticut 


opportunity 
man ill on retail 
(‘onme eut for lone 
vholesaler Drawing account and 
Replies treated confidentially 
Box 323, c/'o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


for aggressive, ey 
perience to ‘ 


hardware 


et established 


idie i} 


COMMISSION 








WANTED 
POWER MOWER SALESMAN 


Large, ‘sponsible manufacturer of Power Mowers, 
Chain ion & Tillers has several sales territories 
open We're looking for honest volume producers 
Salary compensation plus expenses and bonus. Write 
fully in confidence, personal data, present and past 


and earnings 
Box 416. ¢/’o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


connections 











hs ARDWARE 
by growing 
es New York 
ary desired. 
Chestnut & 


AND TOOL BUYER WANT 

Hardware Jobber in Metropoli- 
area. Send complete resume, sal 
Box 412, c/o Harpware AGg, 
56th Sts., Philadelphia 39, Pa 





Business Opportunities 





HARDWARE APPLIANCE retail store. Es 
ae blished for over 40 years acated in central 
California in main shopping area. Clean stock of 
hardware, housewares, gifts and paints with tran 
chises on brand name appliances and television. 
Modern store and fixtures. Excellent long term 
lease. Sales volume for 1957, $300,000. Sacrifice 
sale at well below cost ane to age and ill health 
For details, Lox M-2 c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa 











BAIT MANUFACTURING BUSINESS 


established 25 years, nationally known product, has 
ready acceptance wherever Fishing Tackle is sold, 
owners other business interests require full atten 
tiem, negligible investment, exceptional opportunity 
Box 414, co HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39. Pa. 











WANTED SPECIALTY JOBBERS 


men in the 
northwestern 


to 10 


and 


Traveling 3 
southwestern 
have a proposition 
plete fastener line that will fit im with your 
present operation. Write us for details. 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST.. NORWOOD, MASS. 


midwestern, 
states Ve 


good for you to sell a com- 








HARDWARE STORE AND DWELLING 


in County Seat—Long established 
Hardware business on busy thorough- 


Corner property 
(over 80 years). 

















Don t miss the BUYING CHECK LIST on 











fare. Brick store bidg. and modernized 3 bedroom 
home. Stock at inventory. Real estate and business 
—$60.000 
WYNNE JAMES, JR. 
84 N. Main Street Doylestown, Pa. 
Phone: Fiilmore §-3514 
HERE'S WHAT YOU WANT Hardware and 
Tackle shop on beautiful Wrightsville Beach 
tor sale, equipped and ready ~~ coming season 
priced reasonable Owner has quit, because of 
health New Sto k. Replies to a. 4h), \\ rights 
ville Reach. North ( arolina 
HARDWARE STORE FOR SALE. long 
established. South Jersey Clean stock Build 
ing mav be purchased or lease. Information given 
by interview only. Write for appointment. Out 
standing bargain. Box 401, c/o AROWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa 
SPECTAL TRIAL ASSORTMENT One-half 
dozen ot each of our 50 most popular brass key 
blanks—$15.00. HAZELTON CHAIN CO., 81 
Kemble St ; Roxbury l\Y Mass 
Positions Wanted 
CANADIAN SALES-MANAGER ts looking 
for an American organization, preterao! one 
having their head office in the Southern States, 
to represent them on the Canadian Market. Ag 
gressive representation guaranteed vith the 
wholesale hardware distributors, lepartmental 
stores and key industrial accounts across the 
country Box 407, c/o Harpware Ace, Chestaut 
& 56th Sts., Philadelphia 19, Pa 
IF THE POTENTIAL [IS THERE L CAN 
TAP UT. en year ontinuous hardware e» 
perience at management level both chains and 
independents. College graduate, single, xcellent 
health. Require only modest salar) Available 
thirty davs’ notice. Box 319, c/o Haroware AGE, 
Chestnut & 56th Sts., Philad: ‘Iphia 39, Pa 
ALES MANAGER PRESENTLY EM 
PLOYED seeks new connection with Manutac- 
Fat Representative Organization im sales ca 
pacity or with manutacturet Five , sales 
managing experience, office and road Good 
background in promotions, sales training and 
packaging. Good customer following in Super- 
market, variety chains, rack jobbers and dis 
tributors. 6 years owner of hardware store. Age 
39. University trained. N.Y. resident Box 
413. c/o Harpware Ace, Chestnut & Soth Sts., 


Philadelphia 39, Pa. 
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DEALERS: MAKE EXTRA PROFITS WITH 


$5.95 
List 


Flaohial 





‘America's Favorite'' 


Electric Immersion Water Heater 


Ideal for home, laundry or general farm use. Plugs into any wall 
socket (110 volt AC or DC). Over 1 million in use. Good profit 
item. Nationally advertised. 


Write for literature, naming your favorite jobber 


FLASHEAT ELECTRIC, 


9716 Grinnell 
13, Michigan 


INC. 


Detroit Leading Mfr. and Supplier to Jobbers 





Want more facts? Circle 266, p. 75 
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Kenberry GADGETS 
ARE PROFITABLE 


Se// Fast, Use 
Little Space 


Display as a family of 
gadgets in one place on 
peg boards or counter 
bins for fastest self-ser- 
vice sales. Serving Tongs 
in many sizes, styles. 
Cheese Slicers. Jar 
Wrenches. Deluxe Chrom- 
ium Roast Rack. Skewers 
in all sizes. Lacing Pins. 
Plate Hangers. Potato 
Bake Rack. Broom Clips. 
Food Mixers. Beaters. 
Many other gadgets. 


More than 50 
Kenberry GADGETS 


Ask your jobber 
or write for list 





GOURMET ROTARY KNIFE 


JOHN CLARK BROWN 


ONE MUNTGOMERY ST 
BELLEVILLE 9,NV 


Want more facts? Circle 267, p. 75 





| GADGETS 








a 


CLEAR PROFIT with 
SKIN-PACKAGED 
Wrench Sets 


Another first by Upland! packaging 
assures fast turnover — keeps your profits high be- 
cause THERE'S NO INCREASE IN PRICE. 


OPEN END WRENCH SETS 


No SP51634 — 5 piece plated set. Sizes 5/16" to 
3/4” openings. One dozen per box. 1/2 gross per 


‘See-through 


shipper. Shipping weight 100 Ibs. per gross. 

Retail $1.35 ea. 
No. SP4P — PROMOTIONAL 4 pc. PLATED SET. 
Same as above except 19/32” x 11/16” opening 
omitted. Shipping weight 72 Ibs. per gross. 1/2 
gross per shipper. Retail 9Be¢ ea. 


Terms: 2% 10 days, net 30, F.O.B. factory .. . For 
full-line catalog and name of nearest jobber, write: 


UPLAND INDUSTRIES, Inc. upiond 7, Po. 














Want more facts? Circle 268, p. 75 


STEP UP STAIR HRA SALES 
with CROWN . 





Corrugated 


e ALL WEIGHTS & SIZES 
e SOLID OR MARBLE COLORS 
e CURVED NOSE OR FULL RISER 


Order from your wholesaler or write: 


a8 i-1-]5-. COMPANY Fremont, Ohio 


Tile Patterns 





Want more facts? Circle 269, p. 75 
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M Royal Electric Corp. 170 
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NOZZLE 


ROTO-ALEEN. “=. 


CLEANING ROTARY MOWER 


Every Rotary Power Mower owner objegts 
to the dangerous and difficult job of clean- 
ing mud and grass from the blade housing. 
Wise owners install a ROTO-KLEEN 
NOZZLE through the blade housing, connect 
the garden hose, turn on the water, start 
the motor and enjoy a thorough cleaning 
job in two minutes Packaged in individual 
transparent cartons, in three color display 
cartons 
4 For further details on the season's most 
profitable, unique and fastest selling ac 
i cessory, ask your jobber or write. 





Patent 
Applied 
For 


SOLDER-CRAFT, INC. 


503 Amelia St., Plymouth, Mich. 
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~ TWIN PROFIT MAKERS! 








fii p 1 SEPTI-VAN CLEANER 
@ for Cesspools, Septic Tanks 










SEPTI- b Sarena 
V, 7) pe} 
aM " _ 
49 2 NEW LIQUID DC-1 Var 
—" 4 to 8 youee’ 
- @ Drain Cleaner ow 
ws 
Here’s a pair of profit makers that sell themselves! SEPTI-VAN, 
a non-caustic, non-acid liquid cleans out septic tanks, cesspools, 
effectively and permanently! Never harms pipes, plumbing. Sells 
for only $2.98. 
DC-1 DRAIN CLEANER, sensational new liquid opens even most 


stubborn clogged drains in seconds, degreases quick as a wink—elimi- 
nates costly plumbing repairs. Harmless to plumbing. 
Amazing DC-1 sells for only 69e a pint! 


SPECIAL PROMOTION TO DEALERS AVAILABLE NOW! 





SANIVAN LABORATORIES, INC. Dept. HA-49 
5129 “F' Street, Philadelphia 24, Pa. 





Want more facts? Circle 271, p. 75 





Where Prices are Born, Not Raised. QUALITY BRICK-MASON TOOLS 


JOINTERS, TUCKPOINTERS, SLEDRUNNERS ROUND AND V, LINE 
TWIGS, PINS AND STRETCHERS. Also imprinted Pins and Twigs. 

GET THE #40 assorted Tool Pack, all pre-priced and packaged Shp. wt. 17% 
Retail—$42.97. Dealers less 40%-—$i7.(9. ist order pre-paid—§25.78. 


Ask your Jobber or write—FREDERICK TOOL MFG. CO., ELKHART, IND. 





Want more facts? Circle 272, p. 75 








The Most Dramatic 


PADLOCK PACKAGE 


in the world... 


TEN TUELGU 


Geld Ga aek LANCASTER, PA. 


Want more facts? Circle 273, p. 75 
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World's Largest 
Producer of 
Brass Padlocks 


1959 @ 197 
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Write for Free : Shou CORP. 


Whrciaehitia- SCREW INN Ta * Te) T- folate. JACK NUTS 
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LOWE'S, INC., Dept. 453, Cassopolis, Mich. 


& # Companies, Rochester, N.Y., and Toronto, Ontario. 
~. 
OOOO OOOOOOOOOOOOOOOOOOOOOEEEOO 


+ e / ’ 
$ Make PLUS SALES * |. FOR FATHERS DAY 
e é - . 

° to BARBECUE TRADE . e Ind Outd Th 
° ° ndoor-Uutaoor [hermometer 
‘ WITH GREASE ABSORBENT e : 
. GRAVE L ® e if PERFECT 4 BUDGET 
. etTs nn: e if GIFT PRICE 
4 for Grill Fire Bed ae 

5 tif Taylor quality at a new low price. Indoor and outdoor 
@ *® Absorb Grease Drippings AVAILABLE - ft we : 

THROUGH YOUR ft temperatures clearly identified. Common scale for easy 

@ -« Allow Fire to Breathe DISTRIBUTOR bd | ; comparison. Appropriate ranges for your area from minus 
° ® Protect Fire Box; Keep it Clean ° 5 70 to 130°F. 5 ft. of armored tubing connects to outside 
e e ; Nationally ° bulb. Stainless steel bulb bracket. 9” x 2” plastic case, in 
° te ny henge +“ Advertised . Antique White or Hot Chocolate Brown. Stock this at- 
> a : tractive gift item for Father's Day. Taylor Instrument 
* 
<7 


2 Taylor Instruments Mean Accuracy First 


Want more facts? Circle 275,p.75 = = = Want more facts? Circle 276, p. 75 





THE NAME TO WATCA...........00.. HUNTER TOOLS * 9851 ALBURTIS *® SANTA FE SPRINGS. CAL 
Want more facts? Circle 277, Pp. 75 


AT LASTI 4 simple, LocicAL way 
To STOP RUNNING TOILETS 











NEW LOOK... 


New, convenient, 








| | P _— CaS OT-OOTHING : 
» Never-Fail Swivel Adaptor cui aus we bubble pack 
Saves Water—Ends Noise 
ad ey 2 Fits All Standard Toilets 


“TILETTE” PORCELAIN 
STOVE REPAIR 


Repairs chipped por- 
celain, good as new, in 
a single application. 
Perfect for gas and elec- 


The Never-Fail Swivel Adaptor final- 
ly and positively solves the problem 
of running toilets with a smooth, 
quiet-working swivel and _ brass 
chain. Instantly stops the flow of 
water after each flushing. Keeps 
toilet silent when not in use. 








- a . 


























advicoety packaged 49¢ Withstands 400° Fahrenheit trie ranges, refrigerators, 
on full-color pre-priced ‘ , washing machines, dry- 
rack cards. RETAIL Waterproof ! High gloss! Will not ers, plumbing fixtures, 
_ discolor or flake off! Guaranteed! etc 
10-Year unconditional guarantee 3 Joab = 
| As ‘our Jobber or Write 
—— | NEVER-FAIL MFG. C0. | TILETTE CEMENT COMPANY, INC. 
3 ; : 401 Lafayette St., New York 3, N. Y. 
Want more facts? Circle 278, p. 75 Want more facts? Circle 279, p. 75 












Furniture Rest Pintle Type 











RUBBER - Guana GLIDES 

Wonderful for all wood 
and metal furniture. 
Glide softly, silently, 
smoothly. Set of 4 on 
a 3- color card. 6 Sizes, 
» Me”, 1%, 60/16", 1%", 12". 


, PROMPT SHIPMENT & 
eS Ask yor jobber, if he is not supplied, write 
ROBERT E. MILLER & CO., INC.., 
Monopoint Glide Bakelite Caster Cup 35 Pearl St., New York 4, N. Y. 
Want more facts? Circle 280, p. 75 





Upholstery Na 



























Adjustable Rubber 
Cushion Ghde Bakelite Furniture Rest 














Thumb Tack Crutch Tip pring Type 
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When it comes to 
WOOD SCRAPERS... 


Everybody reaches for 
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The Red Devil scraper line covers all your customers: the “pros,” 
the home craftsmen, the buy-minded do-it-yourself trade. Sell Red Devil 
scrapers including the famous Hook and Big Hand lines and new Dragon-Skin 
you give ‘em exactly what they're after ...in blades, in handles, in “feel,” and in price. 


With every Red Devil tool, you get the full benefit of sure-fire Red Devil displays, 
packaging, and national advertising. Plus the profit protection of Red Devil's 
full 40° discount. 


Don’t miss out! Cover those ‘‘dead spots’’ on your peg-boards with real ‘‘live ones’’— 
money-making Red Devil tools. Check your jobber, today! 


Red Dewil Taos. union, new sersey. u.s.a. 


455? World's Largest Manufacturer of Painters’ and Glaziers’ Tools—Since 1872 

















You don’t have to ask $550 to $600 
for the top grade when you sell 


RAZOR-BACK 


The only shovel forged with an extra thick backbone clear down to 
the cutting edge, Razor-Back undersells by at least a dollar any 
premium grade shovel that even approaches it in strength. Shovels 
that compete with RAzor-BACK in price are not built to do its work. 

Sell the RAzor-Back. It pays you your full profit; it guarantees 
your customers more service for their money than any other shovel 
on the market. You need stock only 4 patterns for 90% of your 
business. Speeds turnover. Order from your wholesaler. 


THE UNION FORK & HOE CO. « Columbus 15, Ohio 


Makers of Green Thumb Lawn and Garden Tools 

































Ash handle, not cut down at socket, retains 
100% original strength. It's guaranteed 


2 inches longer (11-inch) 
tabbed socket supports handle 
and distributes strain. 


Extra thickness (13-ga.) 
at frog, where shovels 
need extra strength. 


~e <4 Tapered sides for lightness 


A Blade extra thick (13-ga.) in center all the way to the 
cutting edge, where other shovels wear out fastest. 
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